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For Better Merchandising... 
HOUSEWARES - CHRISTMAS and RESIDENTIAL LIGHTING 


EADEK “means tne Mightig 


"Oniginators of 
Moulded Plastic Louvers 


SPECIFICATIONS 


NHC Series 

For 2, 3 or 4 Slimline lamps in 48”, 72” or 
96” length. One-piece louver of injection 
moulded plastic in choice of 31° or 45° 
shielding. Plastic is warp-proof, color- 
fast, ‘destaticized.”’ Louver swings down 

to right or left for ease of servicing. 
Channel of 18 ga. steel. Curved trans- 
lucent plastic side panels. Deep 
drawn end caps of 20 ga. steel, 
beautifully finished. 

VL Series 

Same specifications as above, 

but for 2, 3 or 4 40-watt 


lamps. Optional instant- 
start 


LEADER 


ee 
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You'll find Leader’s NHC Slimline fixtures installed 

wherever the demand is for the finest in fluorescent lighting— 

throughout the land in offices, schools, stores, all types of 

commercial establishments. These trim, slender, beautifully 
proportioned fixtures add distinction to any decorative effect. 
Feather-weight moulded plastic louver—originated by 

Leader—‘“sifts” light rays for pleasing, efficient diffusion. Precision 

engineering, beauty of appearance, economical performance and 


ease of servicing combine to make NHC the first choice when 


the demand is for the finest. 


Sold and installed by the better 


electrical dealers and contractors 


Anuvitad Nod Lighting Egusemend Maniifaclintr 


ELECTRIC COMPANY © 3500 North Kedzie Avenue * Chicago 18, Illinois 
leader Electric — Western: 800 One Hundredth Avenue + Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario * Canada 
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-.. USe ECONOMY FUSES 


~ and CONSERVE Arccious Lrass and Coffer 


“ECONOMY DE-LAY” Renewable Fuses offer you 
the opportunity to conserve scarce Brass and 
Copper and at the same time make a real 
saving in the cost of your Fuse maintenance. 


After your first cost of an “ECONOMY DE-LAY” 
Renewable Fuse, you pay only a few pennies for 
an “ECONOMY DE-LAY” Renewal Link to restore the 

Fuse to its original efficiency after a “blow”. This 
is much cheaper in the long run than any other type 
of Fuse protection you can buy. 


The simplicity and unusually fine mechanical con- 
struction of “ECONOMY DELAY” Renewable Fuses and 
Renewal Links make replacement quick, easy and 
inexpensive. 


With a reputation for Pioneering and Constant 
Improvement, Economy has always made its Renew- 
able Fuses and Renewal Fuse Links to meet the max- 
imum of all requirements of “The Standard for Fuses”. 


Millions of ECONOMY Renewable Fuses have been in ser- 
vice for years, giving low-cost protection to electrical instal- 
lations. Keep a full stock of “ECONOMY DELAY” Renewable 
Fuses and Renewal Links on hand! 


Ask for the ECONOMY Catalog and Price List. 


© Reg. VU. S. Pat. Office 


Your Electrical Wholesaler has “ECONOMY DE-LaY* Renewable Fuses 
and Renewal Links in stock. 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, cnicaco 14, ILLINOIS serassexrarves, 2 


ELECTRICAL WHOLESALERS —This is one of a new series of advertisements in which we 
ore telling your trade—“For FUSE ECONOMY—Use ECONOMY FUSES”. How's your stock of 
“ECONOMY DE-LAY* Renewable Fuses ond Renewe!l Links? S41EW 
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G-E “Light-Conditioning” 


prize-winning home 


'*Light-Conditioning’’, new concept in home beauty 


Design by Mr. Bruce Walker, winner of first prize in contest sponsored by NAHB and The Magazine of Building. 


M" and more of your residential lighting customers 
will be Light-Conditioning the new, moderately- 
priced homes they work on — and for two reasons: 


First, Light -Conditioning is especially adaptable to 
small homes like the one shown above. The home above 
was a first prize winner in a recent nation-wide home de- 
sign competition. Pictures at right show suggested ways 
of Light-Conditioning it, based on General Electric’s new 
Light-Conditioning recipes. 


HOME BUYERS WANT IT 


Second, home buyers will be asking for Light-Condition- 
ing because they’re hearing more about it all the time. 
General Electric is selling the Light-Conditioning idea 
with ads in major magazines and commercials on the 
Fred Waring Television show. Electric service companies 
in many areas are opening model homes to demonstrate 
Light-Conditioning. And already more than a million 
copies of General Electrie’s Light-Conditioning recipe 
booklet have been placed in the hands of the public. 


RECIPES POINT WAY 


Heart of the General Electric Light-Conditioning program 
is the new Light-Conditioning recipe booklet. Developed 
by leading home lighting specialists, the recipes show ex- 
actly how to Light-Condition a home. First of their kind 
ever published, they're complete and specific...22 of them 
cover every lighting situation in the home. They tell what 


type of fixtures to use, give recommended bulb sizes, show 
actual measurements for lamp and fixture placement. 


To help you anticipate customers’ 
needs, and become familiar with Light- 
Conditioning, write for your free copy of 
the Light -Conditioning recipe booklet. 
Lamp Department, General Electric 
Company, Division 166-EW4, Nela 
Park, Cleveland !2, Ohio. 


SEE YOUR HOME ; 
IW A NEW LIGHT 
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General Electric ads on Light-Conditioning are now appearing in 
The Saturday Evening Post, Ladies Home Journal, Better Homes 
& Gardens, Small Homes Guide and other magazines. 
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recipes show how to give 


praise-winning light! 


and comfort, is improving nation’s lighting standards! 


1. Every room of the prize-winning home can be Light-Condi- 
tioned. Living room has wall valance with fluorescent tubes over 
window, two wall lamps over desk. Valance lighting gives room a 


spacious feeling. 


3. Recipe for Light-Conditioning the kitchen recommends fluores- 
cent tubes under cabinets and over sink and range, plus fluorescent 
fixture on ceiling. Light-Conditioning makes kitchens cheerier 
and easier to work in. 


2. Dining room ceiling fixture adds sparkle to the table and soft, 
relaxed lighting for the rest of the room—allows use of table for 
games, etc. (Recipe for dining room also recommends lighted 
wall valance.) 


4. Plenty of light from above and from both sides of the mirror 
is the result of Light-Conditioning the bathroom. Annoying 
shadows are eliminated. Shaving, make-up, washing are easier 
and faster. 


GENERAL @@ ELECTRIC 
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You're one step nearer a sale . . . when you offer your customers fluorescent fix- 
tures equipped with G-E Watch Dog* starters. The sign that helps produce these 
sales is the one your customers know so well—the General Electric Watch Dog 
identification on fixtures and fixture cartons. 


Advertising is alerting your customers to look for the Watch Dog sticker and 
the Watch Dog tag. More and more, th customers are looking for fixtures 
guarded by G-E Watch Dog starters. Fixture users like the money-saving pro- 
tection featured by Watch Dogs. 

Watch Dog starters save ballast and starter replacements by automatically 
turning off blinking lamps. No more failing starts—no more eye-straining flicker 
—no more hurrying for replacements. When new lamps are installed, a light 
touch on the red reset button puts Watch Dogs back on the job. 


For easier selling, use the Watch Dog sticker and the famous Watch Dog tag 
as part of your sales story. Section Q55-426, Construction Materials Department, 
General Electric Company, Bridgeport 2, Connecticut. 


GENERAL ¢@ ELECTRIC 


EQUIPPED WITH 


GENERAL @@ ELECTRIC 


Wale D 
STARTER 


*Regstered Trade Mork of 
General Electric Compony 


EASY TO USE 
© Remove dead lamp 
@ Push red starter button 
© Insert new lamp 


29 Million now in use 


This new Watch Dog tag attractively printed 
in red and yellow is designed to help you 
sell 
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THERE 1S ONLY ONE 
ELECTRUNITE 


And today, as always, every foot of this 
popular favorite is sold only through you 
— the ELECTRUNITE Distributor... distributed 


as fairly and equitably as we know how. 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION ¢ CLEVELAND 8, OHIO 
Export Dept.: Chrysler Building, New York 17, N.Y. 


ELECTRUNITE E.M.T. 


LIGHTWEIGHT THREADLES S RiGtiob STEEL RACEWAY 
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the right cable for the job 


ELECTRICAL WHOLESALING—April, 1951 





flush@m— 
you nail @m! 


Yes, Anaconda opens 1951 with a brand-new industry- 
wide “Power Up — And Be Prepared” program. 

“Power Up — And Be Prepared” for 1951 is dynamic 
and convincing. Once more, Anaconda beams the 
benefits of modern wiring systems to plant executives 
all over America. Help yourself and industry; make 
this promotion your promotion! 

Here's all you have todo. - 

See your contractor customers today. Talk with 
them about the Contractor Sales Kit available from 
your nearest Anaconda representative. It will help 
them promote modern wiring systems to industry suc- 
cessfully. Urge them to push “Power Up — And Be 
Prepared” now. The more you promote it to your cus- 
tomers, the more you help yourself and your business. 

Now, more than ever, it’s industry's job to power up 
for more efficient production. Start helping them ac- 
complisk this vitally essential task by promoting 
“Power Up — And Be Prepared” to your contractor 
customers today. Anaconda Wire & Cable Company, 
25 Broadway, New York 4, New York. 1397 


ANACONDA 


WIRE AND CABLE 
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matic. offers... 


simple push-button switching 


Service Equipment Type 
Up to 8 circuits 


P3B Type 
12 to 42 circuits 
3 Phase, 4 Wire 














P1B Type 
4 to 20 circuits 
Single Phase, 3 Wire 


These handsome Push- 
matic Electri-Centers 
are representative of 
BullDog’s complete line 
for finest circuit pro- 
tection and control. 
Write now for com- 
plete information. 


2 


‘individual units 


installations 


IMPLEST switching . . . most flexibility . . . surest 
protection . . . easiest installation ... they’re all 
yours in BullDog’s Pushmatic Electri-Centers. 


Just PUSH to make or break circuit. If circuit 
is broken by short or overload, PUSH and elec- 
trical service is immediately restored. No manual 
resetting . . . no fuses to fuss with. 


Compact, individual-unit Pushmatics provide 
versatility and flexibility never before possible in 
any panelboard! Interchangeable regardless of rat- 
ing or type, Pushmatics can be quickly inserted, 
removed or interchanged any time to meet chang- 
ing electrical requirements. 

Pushmatics revolutionize installation, too. Elec- 
tri-Centers are compact yet provide larger wiring 
gutters, easier removal of interior assembly and 
complete accessibility of all electrical connections. 


There’s a Pushmatic to meet every load condi- 
tion: THERMAL-MAGNETIC and THERMAL- 
MAGNETIC with exclusive AMBIENT COMPEN- 
SATING FEATURES. Ratings of 15, 20, 30, 40 and 
50 amperes, 1 pole, 120 V., or 2 poles, 120-240 V., A.C. 


For the last word in circuit protection and con- 
trol, specify Pushmatic Electri-Centers! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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See for yourself why Gold Seal Tape is a fast-selling 

YOU CAN DO A LOT favorite with linemen, electricians, all big tape users. 
uaa It's always “tacky” — never dries out, peels, or ravels — 

gives a better, longer-lasting bond. It tears evenly, quickly 


WITH A LIT TLE — has high dielectric strength to insulate with just one 
thickness. 


Gold Seal Tape is advertised regularly to your best 


prospects. Stock it— display it— to get a bigger share 
JE of this profitable business. Jenkins Bros. (Rubber Div.), 
100 Park Ave., New York 17, N. Y. 


In either 10-roll cartons or single 
uu i A 


rolls, Every roll P ~ 





Jenkins Bros. also make Diamond Seal 
Friction and Rubber Tapes which meet 
both ASTM and Federal specifications. 
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AIR 
COOLED 


Industrial type in 
sizes from 1/10 
KVA to 100 KVA, 
Primary voltages 
of 240/480/600 
and 2400 volts. 
Supplied in Class 
A and Class B 
insulation designs. 
For indoor and 
outdoor instalia- 
tions. Write for Bulletin. 


Designed to permit operation of standard 115 
volt, 50/60 cycle electrical equipment or appli- 
ances from a 200/240 volt source of supply. 
Available in sizes from 85 to 2000 watts. 


VOLTAGE 
ADJUSTOR 


For the manual regulation of 

@ high or low voltage condition to the nor- 
mal voltage required by the electrically 
operated equipment. Available in sizes from 
150 w. to 10 KVA. Write for Bul. VA 180. 





SIGNALING 
TRANSFORMERS 


For use wherever a de- 
pendable low-voltage 
power supply is required 
for the operation of alter- 


VOLTAGE ih co soos 
STABILIZER FLUORESCENT cesnede aanygp. Necogpe 
An automatic voltage stabilizer to main- LAMP BALLASTS 


control systems, requiring 
tain a constant potential at all times. secondary output of 4, 8, 
Practically instantaneous response to vol- For standard, quick-start, slim-line and cold 12, 16, 20 or 24 volts. 
tage fluctuation. No moving parts — no cathode tubes. Made to provide high per- Available in capacities 
adjustments. Quiet in operation. Engin- formance, quiet, long life service. Write for 
Bulletin Fl 179. 


from 50 VA to 750 VA. 
eered for dependable performance. Ask for Bulletin J-170. 


THésé SIX 


TRANSFORMERS AVE... 


ee ONLIMITED SALES 
OPPORTUNITIES 


You can serve your customers better by supplying them with 
many of these transformer specialties. The ever increasing trend 





Acme also manufactures: 
| OIL BURNER IGNITION TRANSFORMERS 
[_] CONTROL TRANSFORMERS 


commercial buildings. Operating electrical office machines, small (] LUMINOUS TUBE TRANSFORMERS 
RADIO AND TELEVISION TRANSFORMERS 


factory tools and appliances from a power line is solved by 
ELECTRONIC TRANSFORMERS 


installing Stepdown Transformers. 
BELL RINGING AND CHIME TRANSFORMERS 
INSULATION BREAKDOWN TESTERS 
VOLTROL REGULATING TRANSFORMERS 
SIGN LIGHTING TRANSFORMERS 
] CAPACITOR TRANSFORMERS 
SAFETY INSPECTION TRANSFORMERS 


to distribute power at high voltage and transform it to a lower 
voltage at points of use has created many opportunities to sell 
Acme Air Cooled Power Transformers to industrial plants and 


in plants, offices, stores, 
when voltage fluctuations affect the performance of electrical 
equipment or lighting installations, there are opportunities to 
sell the manually controlled Voltage Adjustor or the Automatic 
Voltage Stabilizer. Supplying Acme Electric fluorescent lamp 
ballasts to replace overloaded or under capacity ballasts is a 
market that should not be overlooked. And when you sell an 
Acme Electric signaling transformer you've sold a heavy duty, 
quality product that will perform properly. 











ACME ELECTRIC CORPORATION 


674 WATER ST. 2 CUBA, N. Y. 
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...for PROTECTION 


America is faced with the ever-present danger 
of sabotage that would cripple vital services and 
production facilities. Sabotage thrives in darkness. 
The most reliable and cheapest form of protection 
against night prowlers is LIGHT! 


CROUSE-HINDS 
Floodlights 


project powerful beams of light that bathe all ap- 
proaches to your property with glaring radiance, 
killing darkness and shadows and compelling 
everyone to be more visible at night than in broad 
daylight. 


The protective power of light should be used in 
all important municipal and industrial locations, 
including waterworks, dams, pumping stations, gas 
works and gas storage tanks, electric power plants 
and substations, factories, mills, mines, bridges, 
docks, warehouses, railway terminals, tunnels, 
shops and freight houses, canal locks, and aque- 
ducts, oil refineries, pump houses and storage tanks, 
telephone and telegraph stations, radio stations. 


The floodlighting of industrial plants serves a 
double purpose. It helps to boost production in ad- 
dition to the security it provides. 




















Crouse-Hinds offers a complete 
dine of floodlights and searchlights 
that will meet the needs of any type 
of protective lighting. Crouse-Hinds 
illumination engineers have a 
wealth of protective lighting knowl- 
edge that is at your service. Send for 
your copy of Bulletin 2565, “LIGHT! 
Protect Your Property.” 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Oftices’ Birmingham — Poston — Buftake — Chicago — Cincinnati — Cleveland — Dallas 
Denver — ‘it —- Houston — Indiana — Kansas City — Los Angeles — Milwaukee 


polis 
¥ Minneapolis — New York — Philadelphia —Pittsburgh — Portland. Ore — Sal! Lake City 
* Sen Francisco — Seattle —St Louis—'Vashington Resident Representatives Albany 
Type LCE-1120 Floodlight Atlanta — Baltimore — Charlotte — New Orleans — Richmond. Va 
CROUSE-HINDS COMPANY OF CANADA. LTD. TORONTO ONT 
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Yesierday . 


Corrosio 

are expose 
years ago, it 

to the electric 
trical wiring sy 
wires to carry the 


load. Ordinarily, th 


fished through the 


band steel the conduit was rusted through, making 


> many fishing impossible and necessitating a new 

blem conduit installation. This was troublesome, 

: bec- time-consuming and above all, expensive— 

bh especially when it involved ripping out build- 

% ing walls to replace the corroded conduit 

ried therein. Obviously, someone had to 
permanence in wiring. 


PIONEERING 
IS SIMPLY DOING 
THE OBVIOUS 
FIRST 
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RIGID STEEL CONDUIT 


National Electric Products Corporation real- RIGID CONDUIT SYSTEMS 


ized there were many ways to fight corrosion 


—by painting, by introducing alloying ele- FLEXIBLE CONDUIT SYSTEMS 


ments into steel, by galvanizing. There was 


also sherardizing, a dry galvanizing process ARMORED CABLE SYSTEMS 


of alloying zinc dust to metal under heat, 


thereby providing a permanent protection NON-METALLIC SHEATHED 


against rust. Although the process was tricky 


and difficult, NE sherardized its conduit— CABLE SYSTEMS 


called it Sherarduct—and solved the costly 


problem of corroded conduit! SURFACE RACEWAY SYSTEMS 


For more than 40 years, Sherarduct has 


meant permanence in wiring—the quality con- INDUSTRIAL BUSWAY SYSTEMS 


duit that “will last as long as the building 


aetna tpn eee 


Electric has stood for “everything in wiring” 


—the world’s largest producer of the complete FITTINGS FOR 
line of secondary electrical distribution systems. EVERY NEED 


EVERYTHING IN WIRING POINTS TO 
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A Dream Comes True in Indiana 


Amateur ''Professionals"’ ... Actual re 
pair jobs give students professional ex 
perience and confidence while training. 


ed 
Learning by Doing . . . Student linotype Present with a Future . . . Current work on 
S operators learn their trade by competing for fine electrical machinery prepares these 
et xh. Board of Education work on a best bid basis. students for a bright future in the industry 


eee a 
SSeggregnanpsbent Barces ground was 
: Edwards for Efficiency . . . An 


broken for the new Voca- Edwards horn, bell and clock on 
tional Technical High at Hammond, Indiana, its architects the well of cach daseroem, shep 
and teachers worked together for months to plan every detail. 4 and laboratory warns of fire, 
Today, Hammond Tech is their dream come true .. . a e@ a 
. . ° ; with split second accuracy. 
school that combines the finest physical equipment with 
actual industrial training. Hammond Tech, in effect, is run 
like a business. Students of linotyping and printing, for Program Control, accurate to 1/60th of a second, keeps 
example, compete for Board of Education work on a best Hammond’s human traffic moving smoothly. And protecting 
bid basis. The Auto Shop repairs real cars. Girls, too, get life and property throughout this ultra modern institution is a 
their chance at practical experience. Linking each classroom, reliable, fool proof Edwards fire alarm system. 
shop, laboratory and office is an Edwards Telephone System. 
Traffic through this switchboard is so heavy it would tax 
professional operators. But the part-time operators are ama- More and more, skillful architects like L. Cosby Bernard & Co., 
teurs—girl students in business courses. of Hammond, Indiana, specify Edwards with confidence 
. Edwards systems are simple to operate, trouble-free, reliable 
Equipment Matches Efficiency Maintenance and servicing is cut to a minimum major factor 
in these days of rising costs for labor and materials 


Today the Trend Is to Edwards 


In addition to the dependable, trouble-free telephone system, 
Edwards makes other valuable contributions to the efficiency 
of this unique school. Edwards Automatic Clock and 


q “ g 
Let Edwards help solve your problems in electric signaling, com- a 
icati P i Whether a musical sounding chime for . 


or 
your home, a complete hospital system or fire alarm protection for 
school, industry or business, Edwards can supply it. 
Write to Dept. EW-4, Edwards Company, Inc., Norwalk, Conn. 














World's most reliable time, communication and protection products. 
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MONTH AFTER MONTH, ADS LIKE THIS IN TIME AND OTHER 
MAGAZINES FEATURE PROMINENT EDWARDS INSTALLATIONS 
IN SCHOOLS, HOSPITALS, OFFICES AND INDUSTRY. 











THIS CONSISTENT SCHEDULE OF INSTALLATION ADVERTIS- 
ING DOES DOUBLE DUTY. (1) IT STIMULATES NEW PROSPECT 
INTEREST FOR EDWARDS SYSTEMS. (2) IT HELPS BUILD SALES 
OF EDWARDS LINE OF STAPLE PRODUCTS. an 








™” 


YOU BENEFIT BOTH WAYS... BECAUSE ALL EDWARDS 
BUSINESS GOES THROUGH THE DISTRIBUTOR. 











EDWARDS GIVES DISTRIBUTORS FULL PROTECTION... 
THAT’S WHY IT PAYS TO PROMOTE THE ENTIRE EDWARDS LINE. 





EDWARDS advertising reaches Architects, Contractors, Schools, Hospitals, 
Offices, Homes, Factories...the best prospects in your important markets. 
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APPROVED RECIPES 
OUTDOOR LIGHTING! 


WITH THE AUSTIN LINE OF 
LAMPHOLDERS AND FITTINGS 


Get on the “Light Conditioning” bandwagon— 
take advantage of this new promotion to relight 
AND OurTsB 


GARAGES + . 2 2 . 
. BUILDINGS the homes of America inside and out! Here’s a 


LD.215 chance to cash in on the coming demand for 
a : residential outdoor lighting —for driveways, 
- -“ gardens, barbecue pits, sports and recreation 

areas, entrances, garages, outbuildings and 


IGHT BDNOITIONING a many other applications. 
@ 
44 


3 AUSTIN 


—. 


cipe 





Good Ingredients 
Insure Good Recipes! 


When you buy lampholders and fittings for 
outdoor lighting use, insist on the best—the 
Austin Line. They’re rustproof, weather- 
proof, easy to install — their flexibility 
permits beaming the light exactly where 
it’s needed. 


The “Floating Socket” 
makes the difference! 


As lamp screws in, socket moves 

forward under spring tension to 

make positive electrical contact CLD-1 50 

and snug fit of lamp to rim for 150-watt PAR-38 

Prevents lamp breakage due to lamp. 

CLD-35 for 200, 300 and 

500-watt R-40 lamps. 
Patent applied for. 


temperature changes and varia 


tions in lamp, socket, or casting 








‘The TH. . Austin Company sgt Satine 


and Prices 


NORTHBROOK, ILLINO/S 


WITH LIGHT CONDITIONING FOR ALL 
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CRESCENT 


CRESCENT IMPERVEX TRENCHWIRE and TRENCHCABLE 
are well known underground cables approved as TYPE “A” 
under CAA Specification L-824 for 600 volts. 

3,000 volt and 5,000 volt cables to the same specification can 
be furnished. Tens of millions of feet have been giving out- 


standing trouble-free service for many years. Write for bulle- 
tins No. 491 and No. 492. 


CRESCENT 
&)) WIRE & CABLE 
rae CRESCENT INSULATED WIRE & GABLE CO. 


TRENTON, N. J. 
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@ Power Plugin, the midget size Busduct is the an- 
$wer to today's demand for greater plant production 
efficiency. Available now for 4 wire 3 phase service, 
3 wire 3 phase service and 2 wire, single phase. 
@ Power Plugin provides convenient plugin out- 
lets all along the line, permitting machines to be 
moved in and out of production lines without slow- 
ing down or delaying operations. 


@ Power Plugin provides 50 amp., main feeder 
capacity for ¥2 to 3 H.P. 240 volt motors, AC or 
DC, with conventional type fuses, and 742 H.P. 
maximum with dual element fuses. In its new design 
@ Power Plugin also provides 208 volts sing': 

phase or three phase 


71 


for power to motors, and 120 volts for light where 
individual illumination on machines is desirable. 
It also provides 120 volts for small pump motors 
on return lubrication systems. 


Underwriters’ Laboratories approved, @ Power 
Plugin is only 3 inches wide and 2 inches deep 
in size. It is available in 5- and 10-foot sections with 
plug-in outlets every 20 inches; additional outlets on 
special order. Special lengths are also available for 
application on production benches and machines. 


For further information on this new, convenient, 
flexible and efficient system of power distribution 
contact your nearest @ representative (he’s listed 
in Sweet's) or write for Bulletin No. 704. 


Srank el€dam Electric Co. 


P. O. BOX 357 


ST. LOUIS 3, MO. 


Makers of BUSDUCT + PANELBOARDS +* SWITCHBOARDS « SERVICE 


EQUIPMENT 


SAFETY SWITCHES * LOAD CENTERS + QUIKHETER 
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/ Highest quality in the lowest 
price range. 


2 Good profit margin. 


Ss Few sizes to stock—6 lugs 
cover a wire range from No. 
14 to 1000 MCM. 


G Outstanding sales features — 
easier to sell. 


5S Backed by national advertis- 
ing and promotion. 


fasper Blackburn Corporation 
Builders of Quality Products ears 


35 MADISON ST. fT. LOUIS 6, MO, 
*hone CEntra! 3007 
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t 
Mail Couppn for Sample and Full Detugils 
Send me sample and further information on BLACKBURN HI-Strength 1 
Terminal Lugs: 1 
Wire Size- —e ae —— ~ 
Your Nome | 
Compony- — | 


City & Stote 
Mail to Jasper Blackburn Corporation . 35 Madison St. © St. Louis 6, Mo. 


EWH 





te 


or direc 


@ American Parkway Cable can save a lot of 
money safely compared to conduit or duct in- 
stallations and lead-covered cable. 

Look at the safety story in our Amarine- 
Amerprene construction: Amarine insulation 
meets all heat-resisting requirements of ASTM 
D754. It’s approved by Underwriter’s for moist 
locations without a lead sheath (Type RW). 
You can run at 75°C. to get high current ratings 





EASY TO BURY — just pow © *PS Shielding—an original development 
trench, lay the cable and fill. of American Steel & Wire Company. 
SAVES MONEY — no conduit, no 


high-maintenance aerial systems. 
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—easy {0 handle 
PARKWAY CABLE 


~ earth burial 


—yet moisture won’t ruin the insulation. 

The Amerprene jacket meets all requirements 
of ASTM D752. Amerprene resists flame and 
will not propagate fire. It resists moisture, sun- 
light, mineral oil, grease — and it meets the 
IPCEA-ASTM ozone resistance requirements. 
Amerprene stands way above cotton coverings 
because it lasts much longer when exposed to 
moisture and oil. And, of course, it’s cheaper 


and easier to handle than lead-sheathed cable. 

Amarine-Amerprene cables can be laid in an 
ordinary plowed furrow or hand-cut trench. 12 
to 18 inches is usually deep enough, because 
these cables are not affected by frost. 

Amarine-Amerprene can be furnished with 
PS Shielding* and ground wires where work- 
man safety and freedom from corona discharge 
are important factors. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK TION 
nroRMAT = 
yPpo more-- = :- 
co a 
send THIS = — 
naw 
: any 
nee C ompan) 
2 ai steel & we 
get lier Building 
pockel© 13, Ome 
Clevelane 


n 


1] 
nformatio® c 


e send 


pieas 


\ 
\ 
\ 
\ 
\ 
\ 
\ 


cr 
\ 
\ 
\ 

1 


Name 
Cc ompany 
Address 


city & State. - 


ED arerican Electrical Wire and Cable 


U NITE OD S$ TATE S ee a a oe 
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E 0, EOTIVE 


MODERN 
FITTINGS 
FOR 


® thinwall conduit 
® rigid conduit 


® metallic and non- 
metallic cable 


@ flexible steel 
conduit 


® service entrance 
cable 


® grounding devices 


® lighting fixture 
fittings 


manufacturers for 
over 30 years 


* 


Sold Through 
5 ae Wholesa ers 


* 


representatives 
in principal cities 


what are the FACTS 
ABOUT 
SAFETY 

SWITCHES ? 


| iS “INTERNAL HEATING’ IN SAFETY 


SWITCHES IMPORTANT? 
Engineering research fully authen- 
ticated by outstanding authorities 
shows “internal heating’’ in Safety 
Switches to be the principal cause of 
Safety Switch failures. 


? HOW DOES "INTERNAL HEATING 
CAUSE SAFETY SWITCH FAILURES? 
By literally baking the life out of 
Safety Switch parts. It causes insu- 
lating materials to disintegrate, 
metal parts to warp and corrode, so 
switches either become inoperative 
or “burn up” through inability to 
carry the load. 


INTERNAL HEATING 


3 WHAT CAUSES 
IN SAFETY SWITCHES? 

In properly constructed Safety 
Switches, fuses are responsible almost 
exclusively for “internal heating.” 


mo 


This is no criticism of fuses; it is 
unavoidable. Any fuse carrying its 
rated load must be near its melting 
point if it is to perform properly 
when an overload occurs. Any metal 
operating near its melting point must 
be Aot and fuse links are hot, with 
temperatures running as high as 780 
degrees Fahrenheit. 


4 HOW CAN THE TROUBLE FROM "INTER- 


NAL HEATING” BE OVERCOME? 


As the adequate enclosure so funda- 
mental to safety in Safety Switches 
makes thorough venting of the 


“SS 


Ce HAMMER 


CUTLI 


a ee 
= SAFETY SWITCHES = 
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trapped heated air impossipie, tne 
only escape from the ravages of 
“internal heating’’ can come through 
selecting materials for the internal 
structure and designing this struc- 
ture to successfully withstand the 
unavoidable heat conditions to be 
met in service. 


INTERNAL HEATING” TROUBLES? 


Cutler-Hammer Safety Switches. 
Cutler-Hammer Safety Switches 
were completely redesigned ten years 
ago to beat “internal heating’’ when 
engineering researchclearly indicated 
the need for such Safety Switches. 
Nine years of experience shows the 
Cutler-Hammer claim of better 
Safety Switch performance far more 
than a mere promise; it is a proven 
fact. Ask the men who use them. 
CUTLER-HAMMER, Inc., 1327 
St. Paul Ave., Milwaukee 1, Wis. 


5 WHAT SAFETY SWITCHES AVOID 


25 





LEADING HOUSING PROJECTS 


/ 
NON-ELECTRIC 


"Th tie 


| 


Here is a complete line of Non-Electric Door Chimes 
designed specifically for most housing needs today — 
popular models that are pleasing to look at and hear, 
economical to install and maintain, economically priced 
—and require no electricity, conduit, wire, trans- 
formers or batteries. The original line of non-electric 
door chimes selected by outstanding housing developers 
for their projects. 


© SUBURBAN MODEL 

Authentic colonial style brass knocker. Instead of knocking 
it sounds two melodious chime notes. 

Finishes: Polished brass knocker — ivory enamel chime. 
Dimensions: Minimum space required for mounting: 8%" high, 
3” wide. 

Mounting: Fits doors from 4%" to 2” thick. Only one 5” hole 
required in door. 





¢ NATIONAL MODEL 


Push button type, ideal for home or apartment use. When the 
conventional style button is pressed, it sounds two harmonious 
notes in succession. 

Finishes: Polished brass push button plate —ivory enamel 
chime. 

Dimensions: Minimum space required for mounting: 7%" high, 
3” wide. 

Mounting: Fits door or door frames up to 9” thick. One %" 
hole required. 





PARKCHESTER MODEL 


Push button type, similar to National Model, with addition of 
a self-locking lookout window and name-card holder. Sounds 
two resonant chime notes. All mounting screws are concealed. 
Finishes: Satin brass push button plate and lookout window — 
ivory enamel chime. 

Dimensions: Minimum space required for mounting: 9%" high, 
3” wide. 

Mounting: Fits various door thicknesses, as specified. 











* 


Sting kL he 
Bata, 


MANUFACTURERS OF 
Electrical Signaling, COMPLETE SYSTEMS © ONE RESPONSIBILITY 


Communication and 


Sy oo gig AUTH ELECTRIC COMPANY, INC. 


Housing, Hospitals, 


—— 34-20 45th St., Long Island City 1, N.Y. 


and Industry. 
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Selling a complete line... 


Is Necessary to Meet All Requirements 





Not one... but all three 
--. all three electrical tapes are important to meet 
the specifications of the electrical trade! 


DUTCH BRAND /ji{{5n, Tape 


DUTCH BRAND Friction Tape is one of the most widely used 
friction tapes on the market today. The electrical group finds 
it easy to use and accords it high preference. It is a quality 
tape that is long-lasting, it sticks tight, it tears 
straight, wraps neatly and does not ravel. Its tensile 


strength exceeds requirements, and the careful choice of materials 
and manufacturing process result in excellent aging qualities. The 
most important point... you can buy and sell it with confidence. 


DUTCH BRAND p.astix Electrical Tape 
BLE RI ea EE 


DUTCH BRAND PLASTIX is made with the tape 
“know-how” of more than forty years’ experience. PLASTIX 
is a superthin tape with high dielectric resistance .. . conforms 
readily to irregular surfaces ... stands up under severest 
conditions ... resists water, oil, acids, alkalies and corrosive chemicals. 
It is available in regular .007” thickness and heavy-duty .010” 
thickness. The .010” PLASTEX has all the general characteristics of 
regular PLASTIX except it is heavier for heavy-duty work such as 
winding heavy cables, heavy electrical harness and for use in tape 
winding machines. You can recommend it for these purposes. 


DUTCH BRAND Kubler Insulating Tape 


DUTCH BRAND Rubber Tape is well known to the 
trade for its top insulating quality. It has been one of 
the outstanding electrical tapes in the field for years. To 
use it is to appreciate this quality for it fuses instantly 
without heat, insulates perfectly, stretches readily and contains no 
corrosive chemicals. DUTCH BRAND Rubber Tape resists up to 18,000 
volts through a single thickness. It is strong, durable and easy to use. 
When used with DUTCH BRAND Friction Tape you have 
top insulating value. That's why you find it used on high- 
tension lines and other places where dependable insulation is 
an important factor. This is an old stand-by that is 
important for electrical tape requirements, 


~ VANCLEEF BROS NC. 


Menvtoecturers... Rubber Products... Ext. 1910 


Available in practical sizes CHICAGO 19, U.S.A. 
and packaging for contractors 
and industrial users. 
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BUILD 


VOLUME ano PROFITS 


wile lackhawk 
Jadestries FITTINGS AND FIXTURES 


BLACKHAWK No. 600. Watertite Connectors for Service BLACKHAWK No. 711. Service Entrance Cable 
Entrance Cable. Smooth, non-rusting |castings fitted with Heads. Cast alloy body with separate cover. 
live rubber grommet for long time protection. Clean, easy 


running threads and tapered point screws for fast installa- Se 
tion. (Pat. No. 2062400) attachment to building 


Heavy steel cable clamp. Large keyhole for easy 


STEEL CLAD WIRE HOLDERS 


a 


as 
Ss 


BLACKHAWK No. 3626. Heavy steel base and BLACKHAWK No. 3627. Top quality porcelain insulator reinforced 
supporting strap. #22 square shoulder with heavy gauge steel yoke and held together with solid steel 
screw. All parts hot dip galvanized. Por- 
celain has compression strain only. Smooth 


rounded surfaces protect wire insulation 
Average 45° angle pull test 2000 lbs. REA Harness is hot dip galvanized. Average vertical pull test 2250 


pin. Porcelain has compression strain only. #22 sharp point 
screw has square shoulder swaged to harness and cannot slip. 


Approved lbs. Average 45° angle pull test 1875 lbs 


Immediate Delivery from Adequate Stocks to Electrical Wholesalers Only. Write for Free Catalog. 


4 WHEN YOU BUY ASK FOR B-I 
lackhawk? BLACKHAWK INDUSTRIES ovevaut, iowa 


ndustries Entrance Cable Fittings . Fluorescent Brackets . Staples . Cable and Conduit Straps . Yard Lights 
Pa Box Supports . Connectors . Wire Holders . Locknuts and Bushings . Sill Plates . Conduit Entrance Caps 
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MURRAY 


WPE 8 \ , Pea 
rig was) f VAG 





breakers 


Murray Breakers 

oleh a ael aa MAC lolore 

ig -telelgel(-S i Mehl 

Teale] -igehitia-mmi ml-teh, 

will not affect them 
they never need 


“derating.’”’ Breaker: a trim, compact |2 Circuit Load 


fold-Malahi-iaedalelalel-tole)[- 





Watielehial-] mal-h ae sialel ts 
rele) i-malare hb aleleleliny 
housed breakers. Th 
means utmost 
flexibility for you with 


rommaallallaale sameaielel.: 





Center has been added to the Murray 
Line. All Murray Circuit Protectors are 


suitable for use as service equipment. 


No main switch is required ahead 
of the “12” and “8” Circuit Protectors, 
providing the number of operating 


handles is limited to six by the use of 


handle extensions. (National Electrical 
Code, Par. 2351) 


Standard package—lG006G—Surface or Flush. Four 15 
Amp. plus two 20 Amp. breakers with provision for six od- : 
Write today for the 


ditional breakers. Six pairs of handle extensions supplied. 
brand new Murray 


Catalog describing this 


and other dependable 
iF YOU WANT TO INSTALL THE BEST 


PA, 


Murroy products. 
® yp i] 
.+. Specify 


MURRAY MANUFACTURING CORPORATION 
1250 Atlantic Avenue * Brooklyn 16, New York 
vice Entrance & Met 


Current 
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LOWEST INSTALLED COST 
RIGHT DOWN THE LINE! 


Mit, LS 
IS 


cable size identification 


Precision die cast body 


T&B 
TWO-SCREW 
WATERTIGHT CONNECTORS 
Color coded for quick selection 

Malleable iron cap 
Die cast body 


Wide cable range 
- THE THOMAS & BETTS CO. 


INCORPORATED 


ELIZABETH 1, NEW JERSEY 
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YNWEST.. for sales... lor SCWICEe 


NO QUESTION ABOUT IT... you'll boost sales with 
the Federal Noark Front-Operated Safety Switch! This 
radically new switch has no equal for cool operation, 
safety and ease of installation and maintenance. Look at 
these special advantages: 

Guaranteed current break, operating cross bar beneath 
switch blades. Visible blade construction. A special 3- 
position, front-operated handle. Arc mufflers or ‘Rolare 


snuffers. Accommodation for four padlocks makes the 
switch practically tamper-proof. 

New Federal Noark Front-Operated Types A and C 
Safety Switches come in 30, 60 and 100 amp. capacities 
for 230v A.C.—250v D.C., and for 575v A.C.—600v D.C. 
As the first step to more sales, write for full information. 
Federal Electric Products Company, 50 Paris Street, 
Newark 5, New Jersey. 


& +-- 


COOLEST...The new 
Noark Safety Switch 
has only two joints to 
each pole, both under 
high tension. 


COOLEST... Pressure 
spring of patented fuse 
holder located in block 
under fuse where un- 
affected by heat. 


SAFEST... This is 
the only visible blade 
switch with the oper- 
ating cross bar beneath 


| the switch blades. 


Oe 


SAFEST...New Front- 
Operated Switches of 
more than 250 volts 
are protected by Noark 
Rolarc Snuffers. 


FEDERAL NOARK 


TIME-SAVING... 
Ample wiring space 
and removable interior 
make wiring extremely 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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Sell Good Light- 


The use of light to hold night-prowling marauders at 
bay dates back to man’s earliest days. Appleton Flood- 
lights give industrial plants and personnel this same 
time-tested protection in its most modern, most effec- 
tive form. These big, rugged fixtures are expressly 
designed to guard industrial properties while providing 
the good light necessary for ideal working conditions. 
For example, a series of Appleton Elipso Standlites— 
properly spaced along a fence-line or mounted on build- 
ings—forms a veritable barrier of light. This is only 
one of the many expertly designed fixture models from ewes eresmeiten. 
the complete Appleton Floodlight line—a line that catenin 
includes a sound, scientific answer to every known industrial properties. 
floodlighting problem. rrr sherhaataete: 
For fixtures that meet every indus- 
trial requirement—including haz- 
ardous locations—whether indoors A n Led L & T Co | a 
or Out, contact Appleton, pace- : 
setting manufacturer of Electrical 


equipment for nearly half a century, FI T od li ig ie 


t- 


SPORTO—For high intensity illumina- " 

tion over large areas. Weatherproof -~ i 

hood allows for complete vertical or , i 
lateral positioning. ; 

Pole, bracket or 

crossarm mounting 


DIFFUSO FLOODLIGHT—For even 
illumination of service stations, 
athletic fields, parking lots, 

etc. Pole, bracket or 

crossarm mounting. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE . CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church St.* DETROIT, 3049 E. Grand Bivd.* CLEVELAND, 1836 Euclid Ave.* SAN FRANCISCO, 
655 Minna St. « ST. LOUIS, 227 Frisco Bidg. « LOS ANGELES, 100 N. Santa Fe Avenve « ATLANTA, 724 on 
N.E. ¢ BIRMINGHAM, 429 Brown-Marx Bidg. «© MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bid 
BALTIMORE, 100 East Pleasant, St. « BOSTON. 10 High Street ¢ DENVER, 1921 Blake Street « PHILADELPHIA, 1017 ery 
Street « GHEE, 626 Broadway « HOUSTON, +~ M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 
id Repr th Bingh Has, indi lis, Kansas City, Orlando, 
Milwaukee, aw Pong Seattle, Portiand, Ore. 
tin | Stand co <Retaaleads “then New York 4,N.¥ 

















MILITARY CONTRACTS e These are rolling off the production line at steadily accel- 
erating speed and when the bulk of them has been translated into tonnages of steel, 
copper, brass, nickel, chromium, cobalt, rubber, wool, etc., the allocators and con- 
trollers at N.P.A. will start to write the ticket for civilian production in 1952. 


PRICE ROLLBACKS e Price Administrator Michael DiSalle went on record last week 
that there will be no across-the-board cut of prices to a specific date although 
rollbacks may be ordered in cases where prices obviously have gotten out-of-hand. 


COMPLIANCE CHECK-UP e In New York the local Office of Price Stabilization is 
staging its first check-up on compliance with the General Ceiling Price Regulations. 
The crews are scheduled to visit each week approximately 250 manufacturers and 
wholesalers, representing a cross section of industry, and scrutinize their records. 
It is stated that in cases of “honest mistakes” a reasonable attitude will be taken 
and assistance will be given to improve record keeping. Obviously wilful disregard 
of the rules will be reported to the U. S. Attorney General. 


THAT M.R.O. ORDER @ The mess of widespread misinterpretations and subsequent 
violations that followed in the wake of its issuance has forced a hasty consideration 
of important flaws and new set of rules for obtaining Maintenance, Repairs and 
Operating Supplies is being drafted. 

Chances are that this objective review of the faults in the original order will 
result in a more workable set of rules. 


STERILE AUSTERITY @ Yes we shall have more limitations on certain civilian goods and 
more shortages will become apparent but any Englishman who might come over 
here within the next 8 or 10 months, knowing the 1951 brand of British austerity, 
would probably zesent even the use of the term austerity in connection with the 
effects of restrictive measures on the American way of life. 

Of course, the term austerity is going to appear more often in Washington dis- 
patches, and it’ll be merchandised to the public as a necessary part of our mobiliza- 
tion effort, but as far as food, clothing, automobiles, electrical housewares, furniture, 
radio and television sets are concerned, the pinch of scarcity will fall lightly— 
excepting on those who don’t read the newspapers. 

Consumer income is expanding steadily and this means more people with more 
money to spend so that there will be more competition for goods that are available 
and no one will be able to buy what they want or as much as they want, when they 
want—for it will be the proverbial “early bird” that will catch the worms. 

If the mobilization program proceeds as scheduled, early 1952 will see more 
tightening on a few items and considerable relaxing on others—with very few 
essential items disappearing from the market. And there is no rationing in sight. 
However, if Stalin should blow his top—all bets are off. 


R.F.C.-SYMINGTON e@ On the Hill they haven’t decided what to do with the Recon- 
struction Finance Corporation and it’s a toss up whether one-man or board rule 
will win out, but it’s certain that the agency will not be abandoned—much as many 
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“insiders” wish that it could be buried. Whatever happens, you can look for 
W. Stuart Symington being in the picture. 


C.M.P. PLUS or MINUS e It’s still in the works—that Priority Plan—and no one 
knows which side is going to win out, the C.M.P. stand-patters, or the revisionists. 
Certain is that an earnest effort is being made to come up with a priority plan with 
which American industry and its distributing agencies can live and under which 
they can give full cooperation to our Mobilization effort. 

Latest forecast is that when, if and as issued, the basic priorities regulations will 
resemble the “controlled materials program” of World War II and apply particu- 
larly to alloy steels, copper, aluminum, Also there is a well grounded rumor that 
some of the master minds who are shaping the plan want to tie definite quantity 
controls into any priority plan that may be projected for non-military production. 

Anyhow—July Ist is still the date. 


LABOR WALKS BACK e That withdrawing of labor leaders from all mobilization 
agencies, reportedly designed to force a showdown with Charles E. Wilson, 
Director, Office of Defense Mobilization, had the desired effect. There was a 
showdown and Mr. Wilson came out on top, and now the labor leaders, following 
the advice of the big boss, Mr. Truman, are going back on the boards as predicted 
here. (See Washington Straws, March 1951.) By the walk-out one of labor’s 
most militant leaders, John L. Lewis, was maneuvered out of a top advisory post— 
on the President’s Advisory Board. 


CREDIT CURB CAMPAIGN e Sponsored by the Federal Reserve Board, the chairmen 
of a newly appointed group of regional committees of bankers and insurance 
companies, is going to meet in Washington April 19th to discuss a nation-wide 
program of voluntary credit restraint. Prime objective is to discourage loans by 
all classes of lending agencies that might be basically speculative or inflationary. 
Compliance with projected rules will be on a voluntary basis and no enforcement 
machinery will be involved. In banking circles the move is considered a sound 
approach toward reducing inflationary lending practices. 


TAXING TRENDS e With 1951 income tax receipts topping the most ambitious esti- 
mates by a good margin and a prospective June 30th, 1951, deficit of nearly $36 
billion transformed into a $2 billion surplus, tax fixers are sharpening their 
pencils to see where projected increases can be trimmed down. 

Individual income taxes probably will get only a token boost, probably 
effective with July Ist, 1951, and corporations may get off with a 10 percent boost 
on the present rate. Also excise taxes on appliances, autos, beer, whiskeys, wines 
will be upped—as part of the austerity and anti-inflation program. 

Incidentally—there’s a storm brewing on the Hill over the way tax benefits to 
speed defense plant expansion have been handled. If and when it breaks, it may 
serve as a welcome veil to draw over the R.F.C. investigation. 


PRICE CONTROLS A RAINBOW e An A.!’. dispatch quotes Dr. F. A. Pearson, farm 
economist of Cornell University, as having said “price controls are just as attractive 
and just as elusive as the pot of gold at the end of the rainbow” and—“like rain- 
bows, never last very long.” 

Judging solely by the way some price control orders have been issued, then 
amended or changed or loaded down with exceptions, we consider the professor’s 
remarks a masterfully camouflaged understatement. 


men, which was out to get the scalp of General of the Army Douglas MacArthur, 
finally finished its dirty work. 

We hope that MacArthur will turn the hatchet into a boomerang by coming home 
ind telling his grateful countrymen the truth about the Achesonian maneuvers 


HATCHET MEN e@ That group of political discontents, locally referred to as hatchet 


that have made his life miserable during the Korean war. 


(Washington, D.C.—April 11, 1951) 
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New Vented Type EVX Ex- 


plosion-Proof Lighting Fixture. 
Available for 60, 100, 150, 
200, 300 and 500 Watt 
Lamps. 

Pat. No. 2,530,135 


housing ond sealing unit. 


Completely explosion-proof 
without additional sealing 
fittings. 


Pat. No. 2,208,558 


Type FSQX Explosion-Proof & ' 
ond Dust-Tight plug and Re- 
ceptocle with interlocking 
safety switch. 


PROTECTION 


APPLETON 


EXPLOSION-PROOF 
EQUIPMENT 


Here are conduit fittings and lighting fixtures 
designed to provide day-and-night protection against 
the arcs that touch off disastrous fires and 

explosions in chemical plants, oil refineries, hospital 
surgeries— wherever explosive or flammable 

vapors, dusts or gases are present. 

Engineered to completely confine the dangerous 
sparks that lurk in wiring systems, Appleton 
Explosion-Proof equipment is easy to install and 
service. And among the hundreds of fittings and 
fixtures in the complete Appleton Line is an explosion- 
proof fitting exactly suited to your customers’ needs. 

Any wiring or lighting job—explosion-proof or 
otherwise—is a better job when Appleton fittings and 
fixtures are used. Sell the better electrical equipment 
that means better building, sell Appleton, leading 
choice of American builders for nearly half a century. 


S i Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE * CHICAGO 13, ILLINOIS 


Brench Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street ¢ DENVER, 1921 Blake Street * PHILADELPHIA, 

1017 Cherry Street * CINCINNATI, 626 Broadway * HOUSTON, 

709 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 

Resid. Repr atives: Bingh Datias, ind polis, Kansas 

City, Orlando, Milwavkee, New Orleans, Seattle, Portiand, Ore. 





Export Representatives: 
international Standard Electric Corp., 67 Broad St. New York 4, N. Y. 


CONDUIT FITTINGS + LIGHTING EQUIPMENT +» OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS « REELITES 








IMPORTANT 
PROFITS! 


And a good way to 
build tape volume is 
to make Accurate 
your complete tape 
department. Three 
reliable tapes na- 
tionally advertised 
throughout the elec- 
trical industry. 


ACCURATE 


r he | 


ACCURATE RUBBER TAPE 


Features high elasticity, excellent cohe- 
sion, high dielectric and super aging 
qualities. Available in Standard and 
A.S.T.M.-A.A.R. grades. 


ACCURATE FRICTION TAPE 


High grade rubber carefully compounded with 
finest cotton base provides maximum mechan- 
ical protection for every wrap. Made in Stand- 
ard and A.S.T.M. grades. 


.--no finer tapes at any price! 


For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
to apply. Accurate tapes make accurate wraps — pull tight and 
clean over irregular surfaces. When you order tape, mention 
Accurate by name. It’s the one sure way to complete tape satis- 
faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 
Garfield, New Jersey — address inquiries to Dept. C. 
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1-WS 
Copper to Copper 
(Also available for 
general purpose use : 
1-WS-C Miaatanero Banta ye cou 
wss 


connections—~» 





ine ete te aan. ont 1. The WEAVER policy of WORKING FOR THE JOBBER makes additional sales 
er copper to umiler conductor) for you. All WEAVER products are sold through wholesalers. 

2. WEAVER HOT LINE CLAMPS carry good jobber discounts and provide a 
profitable margin. 
3. Your customers will prefer WEAVER HOT LINE CLAMPS because they know 
they are TOP QUALITY. Cast of high-strength ELECTRO-BRONZE WEAVER 
CLAMPS produce high pressure, trouble-free connections — and they cost less 
than other leading makes. 
4. Only two popular sizes to stock. 
A-111 Armor Rod Jumper Clomp 5. Priced right, WEAVER clamps are top quality at lowest cost. Write for catalog. 
(Alse ave:lable for cluminum to 

eluminum FOR TOP QUALITY AT LOWEST COST... YOU CAN’T BEAT WEAVER HOT LINE CLAMPS! 


ot, ,. WEAVER co. 


Pall HOWARD ST - ST:LOUIS, MO - CE. 0881 
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ing these days of short supply they work to 
r o & % ae COT cae oa e wd Di Ee iy build easier, quicker Central Conduit soles 
co * oe 





WE’RE ADVERTISING TODAY 
FOR TOMORROW'S BUSINESS 


Ads like these take no vacation! Even dur- 


for you in the future 











’ choose your condtt frum (anteall Big 4 


er” 


You can bend length after length of Central Conduit, 
and depend on its uniformity of physical structure necessary for quality 
bending. Bends are smooth, strong, easy to make. 


All 4 types of Central Conduit are distributed by leading supply houses 
...'"Cenlaco”, hot-dipped inside and out... "Central White”, electro- 
galvanized outside, black enameled inside . . . “Central Black”, black 
enameled inside and out... and “Central EMT”, the tough, lightweight 
steel conduit that's electrogalvanized outside, clear enameled inside. 
All 4 types of Central Conduit are approved by Underwriters’ Laborator- 


ies and the National Electrical Code, are products of our 111 years of 
tubular production experience. 


Your supply house may be short of Central Conduit in the size and finish 


you require, but he'l, do his best to supply you as promptly as possible, 
in spite of today’s great demand. 


SPANG-CHALFANT 


Division of The Nati | Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 
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Surf-A-Line 


Now safer than ever, 
these devices speed 
surface wiring jobs 

. . . Cut costs. 


Wiring a barn, cellar, garage, or any 
surface job has been greatly simplified 
with Monowatt’s Surf-A-Line heavy-duty 
plastic wiring devices. Two basic parts, 
the base which is made of arc-resisting 
urea compound, and its cover, replace 
the metal outlet box and separate de- 
vices. These surface wiring devices are 
134” wide and mount easily on joists or 
studding. 


High barriers and urea bases 
prevent arcing and tracking 


The use of urea in the bases of these 
devices as well as improvements in de- 
sign make them safer than ever. Under 
severe conditions, as in barns, arcing may 
sometimes occur. Dust or chaff builds up 
between two conductors of different 
potential. If it becomes moist, it forms a 
bridge between the two metal parts and 
arcing results. When the insulation is urea 
compound, the heat generated by the arc 
dries the foreign matter instantly and arc- 
ing stops. The urea, by forming a coating 
around each particle of the base mate- 
rial, prevents the arc from forming a 
carbon track. 

In addition to the use of urea, all bind- 
ing screws and current-carrying parts are 
separated by high insulation barriers 
further reducing possibility of shorting. 


High barriers 








Testing of Monowatt Surf-A-Line wiring 
devices has taken place under closely 
simulated farm conditions. Seed and dust 
were built up between two “hot” points 
and the devices placed in a warm, moist 
cabinet. A normal 115 volts was run 
through the devices. Arcing occurred, 
lasted momentarily and stopped. After 
days of this forced testing, urea insulation 
showed no signs of tracking and the de- 
vices continued to operate. Monowatt 
urea base devices have been in actual 
field use for over two years without a 
single reported failure. 


When running cable, about 3” slack 
should be left where each device is to 
be mounted. Cable is stapled to joists and 
studding, according to the prescribed 
rules set by the National Board of Fire 
Underwriters. Because it is not necessary 





Easy to Wire . . . Material Saved 


to leave as much slack cable as with con- 
ventional type wiring, there is a saving 
of from 6” to 8” of cable at each outlet. 


Cable is cut at the center of the slack and 
insulation stripped back at each end. De- 
vice is screwed down and appropriate 
knockouts removed. Different size 
knockouts are provided for both No. 12 
or No. 14—2 or 3 conductor, non- 
metallic or armored cable. Moreover, they 
provide extra strain relief for non-metal- 
lic cable. When wiring with armored 
cable, a cable clamp (Cat. No. 2690-6), 
built to take a 150 Ib. pull, is used. 


Conductors are attached to the binding 
screws. Bus bars which carry the current 
for through wiring, eliminate the need 
for splicing and soldering. 


Back wiring is new Feature 


Knockouts are now provided to back 
wire Surf-A-Line devices where it is de- 
sirable to run through a partition. Back 
wiring is approved for non-metallic 
cable. A special mounting bracket (Cat. 
No. 2691-6) is necessary to hold the de- 
vice to the partition. The bracket is first 
mounted, then the device is wired and 
mounted on the bracket. 





Specifications 


All Monowatt Surf-A-Line devices are 
listed by Underwriters’ Laboratories and 
meet REA and Federal Specifications. 


Switches (Single Pole Cat. No. 2630-1 
and Three Way Cat. No. 2633-1 are “T” 
rated at 5A-250V; 10A-125V.) They are 
tested to take surge currents not less than 
8 times the rated amperage load, for 
6000 cycles, as required by Underwriters’ 
Laboratories. Switches meet Federal Spec- 
ification W-S-890. 

Outlets (Double Outlet Cat. No. 

2620-1) have double wipe contacts and 
are rated at 10A-250V; 15A-125V and 
meet Federal Specification W-R-15la. 
_ Lampholders Keyless Cat. No. 2655-1 
is rated at 660W-250V; Pull Cord Cat. 
No. 2651-1 is rated at 250W-250V. Both 
meet Federal Specification W-L-142. 


bAonowarr 


Monoweatt Incorporated 
A Goneral Electric Affiliate 
Providence, R. |. 





ASSEMBLY LINES ~ 


PRODUCTION LINES 


FEEDRAIL 
fused trolley 
and beveled 
type cabinet 
with balancer 


and electrical contractors \\ 
everywhere are recommend- 
ing FEEDRAIL systems, for 
once installed production in- 
creases suggest additional 
uses. Investigate the progres- 
sive FEEDRAIL system and 
plan for profit. 


ic 
HL 


FEEDRAIL is a nuitite Ge system of electric distribution employing mobile trolley 
current collectors that operate within an enclosed housing which protects the copper 
bus bars and provides a track for the trolleys. There are only two basic parts-—- 
track and trolley. Both are fabricated at the factory and shipped ready for 
immediate installation. 

The up-to-date FEEDRAIL trolley busway system can be located overhead to 
distribute a steady flow of electrical current to get the right tool to the right place. 
Smooth, free-running trolleys can be supplied with cabinets for fuses to insure 
against overloading of equipment and the interruption of production. Tool hangers 
and balancers can be used on the trolleys to contribute to high efficiency by 
reducing the worker fatigue factor. Ever-lok connectors used to connect equipment 
to the trolleys will not separate “accidentally” even under the most adverse 
conditions. 

Engineers are specifying the tried and tested FEEDRAIL system to solve equip- 
ment operating and maintenance problems. Its flexibility permits planning improve- 
ments in plants, products and processes without costly preparations. Straight, 
eurved and transfer track, track for slide switches and special trolleys can be 
furnished to extend or modify any FEEDRAIL installation. The whole system can be 
disassembled and reassembled in another location using the same component parts. 
The infrequent maintenance that is necessary can be done quickly without inter- 


rupting production. 


FEEDRAIL is designed and engineered for constant heavy duty use with 


i} portable tools and equipment on conveyor assembly, production and moving test 
\}} lines. It is ideally adapted for use with cranes and hoists. It simplifies the problem 
| of supplying electric current to power equipment that must move with the work. 


There are few capital investments that will give as quick a return on the 
original cost as a FEEDRAIL trolley busway system. See your electrical contractor 
and have him plan a profit-building wiring system that never becomes obsolete. 
Write for bulletin. 


FEEDRAIL CORPORATION 


Subsidiary of Russel! 


R sto! a 5mpa ny, | C. 
125 BARCLAY STREET « NEW YORK 7, N. Y. 
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eee when you nail these 
boxes directly on studding, 
they align themselves 


These Raco “economy” switch boxes 
fasten firmly to studding in new work 
simply by nailing through the holes 
provided. It’s a fast mount. And you 
get perfect alignment because the level- 
ling “bumps” have the added height 
and engineered spacing to line up the 
box with the studding in exact position. 
No danger of compressing the sides. 
Ears have been eliminated for economy. 

And—an added Raco feature—the 
“straight-thru” nail holes are large 
enough for 16D nails. 

This economy style is available in 
all types of switch boxes . . . all Raco 
quality, of course. 


RACO 





Just nail it 
on. It aligns 
itself. 





BRACKET TYPE BOXES 


FLAT BRACKET 

—this is a sturdy bracket 
which allows the box to be 
adjusted to all wall thicknesses. 


SIDE MOUNT 

—a new bracket on a nation- 
ally popular box, especially 
formed for door frame clear- 
ance. The bracket is gauged 
for standard wall thickness. 
“Break-off" gauges allow 
adjustment to all wall thick- 
nesses. 


FACE MOUNT 

—a newly redesigned bracket, 
with rounded safety-style 
corners. Bracket is also 
equipped with nailing prongs. 





There's a RACO Bracket Mount Box for Every Job 


ALL-STEEL EQUIPMENT ie 800 Kensington Ave.) Aurora Mipots 


YOU CAN ALWAYS RELY ON RACO 
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You can 


t buy 


Better Fittings 


Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All 8-M Fittings Carry the 
Underwriters Seal of Approval 


METHOD 
100L 
| CO. 


GALVA, * ILLINOIS 
\ 


or ones that 
cost less 
fo use 


O 


Cross Section 
Showing 
indentations. 





DISTRIBUTED BY 


The M. B. Austin Co., Northbrook, Iill.; 
Clayton Mark & Co., Evanston, Ill.; Clifton 
Conduit Co., Jersey City, N. J.; General 
Electric Co., Bridgeport, Conn.; The Steelduct 
Co., Youngstown, Ohio; Enameled Metals, 
Pittsburgh, Penn.; Konduy Mfg. Co., Ltd., 
Preston, Ont.; Wagner Malleable Products 
Co., Decatur, Hil. 
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lo Reade rs of Electrical W ‘hole saling 





this new MUST book 





a 
- ciadiaeaaee UUEIET naan, emewas.. 
HOW TO SELECT AND INSTALLATION TOOLS 





BURNDY 


HYDENT CONNECTORS 


Get your own copy now ! 


. use the handy coupon below. No obligation. 


Burndy Engineering Co., Inc., 107 Bruckner Bivd., New York 54, New York 


Gentlemen: Please send your new Burndy Hydent Catalog YS3 to: 


NAME 
COMPANY 
ADDRESS 


CITY ZONE STATE 
Also () Have a field engineer drop in on special problem. 


(C2 Send Burndy Hydent Sample Kit, containing typi- 
cal Burndy connectors. 





EOF at 
\e 


y, 


asl Pos 


Ti 
‘ 
. 


Modern war runs on electric power. 


To get power to the right place at the right time 
requires dependable fittings. Serving the Defense 
Program is our main job today — we expedite all 
Defense Orders to meet urgent delivery schedules. 


Fittings by CONDUIT of COLUMBUS meet every re- 

quirement of the Federal Specifications Board. In 

addition, they carry the seal of the Underwriters’ 

Laboratories. They are the finest it is possible to make. 
Look for this seal when you 
buy fittings. It is your guar- 


Sold Only Through Recognized Wholesalers. antes oF eaten qualiy. 





, OHIO 


SPE COUPLINGS - PIPE NIPPLES + ELBOWS, RIGID & B.M.T. 
UMMING THREAD GOOSENECKS *+ WALL PLATES 
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UNION’S NEW WORK 


INSULATED 
= BOXES 


y Competitively priced. 
2 Minimum installation cost. 
3 No box grounding required. 


4 Prompt delivery. 


R.E. A. APPROVED f 


e Safest and best for 
general home wiring. 


Ideal for highly competitive . CO 
& housing projects. “angie Go 


UNION INSULATING Co. 


: PARKERSBURG, WEST VIRGINIA 
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Extensive Line 


Circuit and 


Panels 


Of Branch 


Residence 


You'll Find Everything 
you need in the 


neral Line 


PPPS AMD, vie 


/ 


ay =i A 
| — # 


All Types Of Enclosed 
Safety Switches 








e of Wea 
Raintight 


A Complete Lin 
therproof and 


Service Equipment and 


Safety Switches 





Wa 
General Switch Corp. 


One of the Leading Manufacturers of 
SERVICE ENTRANCE EQUIPMENT 
Fr Operated Togg! 
Types. Ir of€— surface 
ENCLOSED SAFETY. SWITCHES 
r | P 


Service Equipment To Meet A 
Every Requirement 


BRANCH-CIRCUIT PANELS 
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... including 
A COMPLETE line of 
SERVICE ENTRANCE 
EQUIPMENT 


Check off the 


ones you know 





Front Operated Toggle Main Switch 
Fusible Main Switch Saap-ofi taggle eiteh, Scalable 


30 Amps, 2 or 3 wires, 125 or 125-250 Volts, with up sale agening rye 
or 


to 8 plug fuse branch circuits. trim. Fi Mounting. 














Non-Fusible Main Switch 
30 and 60 Amps, 2 or 3 wires, 125 or 125-250 Volts. 
With up to 6 plug fuse branch circuits or up to 4 plug 
fuse branches and one branch pullout switch (30 or 


60 Amps). Scalable dead front 
Can be furnished with duplex receptacle in trim or with bell trans- Rest heal 


former space and mounting bracket. 


Available in Weatherproof and Raintight Enclosures for Outdoor Service . . 














Side Operated Main Switch 


30* and 60 Amps, 3 wire fusible main switch, 125-250 Volts, 
with up to 8 plug fuse branch circuits. 


*Available in Weatherproof and Raintight Enclosures for Outdoor Service . . 








Quick-break lade side 
operated sw dead front. 
Accessible bi : 








Cover or Door Operated Main Switch 
30 Amps, 2 or 3 wires fusible main switch, 125 or 125-250 
Volts, with up to 8 plug fuse branch circuits. 





selec PULLOUT OPERATED SERVICE EQUIPMENT—a complete line 
of 30, 60, 100 and 200 Amp pullout switches, available 
singly orincombination with plug fuse and /or pullout branch 
circuits; also main and range in series or multiple, triple 
pullouts, quadruple pullouts, etc. Flush or surface mounting 
and outdoor construction available. Sealable door operated switch. 
Hinged outer door. Accessible 
branch fuses. 
i - == —— = he 
NEW CATALOG—Write on” ® 
Sor your free copy today. j -~ “General Switch Corp. 
45 Roebling Street, Brooklyn 11,N.Y. % 


Please send me new Catalog No. 5104 and 
latest price list. 


n es 4 G i NAME 


ADDRESS 


Switch Corp. 


45 Roebling Street Brooklyn 11, N. Y. 


CITY 


Sales Offices in Every Major City 
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ectrical wholesalers and their salesm 


...l00King for answers today 


“What’s the story on priorities?” 


“Who gives the orders?” 


“What's the pitch on inventories?” 


Our editors are cutting through red tape to answer these and a host of 
other timely questions. They’re gathering information as issued by the 
complex network of government agencies bossing mobilization... the 
, Defense Production Administration ...the National Production Adminis- 
i. tration ... the Economic Stabilization Administration. They’re translating 
rules and regulations on priorities .. . allotments . . . inventories . . . prices 
to shirtsleeve business procedures. With the chips down, they’re telescoping 
time to give the electrical wholesale distributor and his salesmen a practical 
handbook ... A STRAIGHT TALK PLAN FOR SELLING UNDER GOV- 
ERNMENT RULES AND REGULATIONS ... Coming in May. 


The June issue will report the 43rd Convention of the National Association 
of Electrical Distributors. In it, top mobilization authorities will confirm 
and point up the industry’s vital role in defense preparedness. Broad cov- 
erage will also be given the wide range of important convention activities 
and human interest sidelights certain to command close readership. 
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More fitting sales/ 


JUST LOOK at Gedney Fittings from your customers’ 
standpoint. They want quality as much as you do, and 
they value the time-saving features of precision-made 
fittings. They want the strength and durability of 
malleable iron, and hot dip galvanizing... Simply call 
attention to these features and you'll find that selling 
Gedney is easy and profitable! 


GEDNEY FITTINGS FIT! 


eA it tings of malleable iron . . . no breakage. 
*® Threads cut true .. . perfect conduit alignment. 
® Designed to fit . . . vibration cannot work it loose. 








RKO BLDG. + RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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INTRODUCING A PANELBOARD 
WITH A PLASTISUL HEART 


Now — for the first time—a new insulating material. 
Plastisol. is used as the heart of a complete line of 
panelboards, 

The interior of Trumbull’s new NLTQ Panelboard is 
formed with bus bars molded in a plastisol base. This 
plastisol material has many advantages over all other 
types of insulation: highly resistant to either acid o1 
alkali: no harmful aging: no shrinking or embrittle 
ment: highly resistant to tracking and carbonizing: 
will withstand temperatures of 212 F without harm: 
has very high thermal conductivity (even at minus 
30 F) and is an excellent radiator of heat. Tests show 


NEW INTERIOR SAVES 


The interior is compact, allowing ample room for wiring 
As shown in the picture at the right, it is mounted in the 
box by means of four posts and compression springs; this 
speeds installation, permits removal for ease in wiring 

The bus bar and stab assembly is silver-plated coppe1 
for positive conductivity. Line terminals are heavy-duty, 


copper bus bars encased in plastisol run 10% cooler 
than in open air! 

Trumbull’s plastisol base is Underwriters’ Labora- 
tories. Inc. approved, and is completely endorsed by 
The Electrical Council. 

The NLTQ Panelboard is furnished with lug-in mains 
or circuit breaker mains in capacities up to 225 ampere 
bus bars, in a range of 4 to 42 circuits. 3-wire. 120/240 
volt A-C or 4-wire. 3-phase. 120/208 volt A-C. solid 
neutral. Provision can be made for increasing any bus 
capacity up to 210 amperes: also sub-feed. meter loop. 
through feed and split bus. Write for Bulletin TEB-114. 


INSTALLATION TIME, PROVIDES SEQUENCE PHASING 


silver-plated, solderless. 

Another unique feature of this interior is that by in- 
genious design, sequence phasing is built into the Panel- 
board. Each adjacent Breaker is on an alternate phase, 
which assures balanced loads and circuits. 

Phases are permanently identified by molded-in letters. 





You've never before seen a CIRCUIT BREAKER like this in a panelboard 


QUICK-MAKE, QUICK-BREAK Trumbull’s 
new TQL interrupts with a snap. No matter 
how sloppily the handle is operated, the 
movable contact arm (A) opens or closes 
fast and clean...reduces burning or arcing 
of contacts. 

DOUBLE PROTECTION thermal and mag- 
netic Trumbull’s new TQL trips automatically 
by (B) time-delay thermal action of exces- 
sive overload (but not by harmless tempo- 
rary overloads) or by (C) instantaneous 
magnetic action for short circuit 
TRIP-INDICATING When an overload or 
short circuit causes the Breaker to trip, the 
handle (D) moves to mid-position between 
OFF and ON where it is easily observed from 
a distance. 

TRIP-FREE Trumbull’s new TQL Breaker 
automatically trips independently of the 
handle —it trips for a fault condition even 
though handle is held in ON position 
OTHER FEATURES Pressure-type silver 
plated copper contacts (E)...are chute (F) 
made of special refractory material ex: 
haust chamber (G) to cool gases com- 
pletely tamper-proof ~.. Underwriters’ Lab 
oratories Inc. approved. 
INTERCHANGEABLE All ampere ratings 
are physically interchangeable. 

RATINGS 15, 20. 30. 40, 50 amp; 120 volt 
A-C, single pole, single throw. Interrupting: 
5000 amp. 120 volt A-C, 120/240 volt A-C. 
Two-pole operation, independent trip, possi- 
ble with handle extensions 


COMPRESSION SPRINGS «ave nui- ONE-PIECE WELDED ASSEMBLY COMPLETELY PROTECTED With door 
sance of nuts and washers, allow fronts of front and barrier saves installation locked, screws are concealed, front can- 
to be lined up regardless of uneven box time. Front is attached to interior by not be removed. Note attractive appear- 
installation. means of four screws ance; invisible hinges 


TRUMBULL ELECTRIC 


THE TRUMBULL ELECTRIC MANUFACTURING COMPANY 
PLAINVILLE, CONN. 





THE 


50 


Consider the years 


ahead! 


For 


PROTECTIVE and 
PRODUCTIVE lighting 


Opeeff 


Don't economize on the initial cost when plan- 
ning a floodlight installation. It is the elimination 
of large maintenance, repair and replacement 
expense that counts. 

Sealed against moisture and dirt, constructed 
throughout of rugged, corrosion-proof materials, 
Pyle-National floodlights retain their original 
high-efficiency output throughout an exception- 
ally long service life, with negligible mainte- 
nance and replacement expense. 


PYLE-NATIONAL COMPANY 


NORTH KOSTNER AVENUE, CHICAGO 81, ILLINOIS 
District Offices and Representatives in Principal Cities of the United States 
Export Department: International Railways Supply Co., 30 Church St., New York. 
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LE-NATIONAL 


ENCLOSED 
FLOODLIGHTS 


= 
ho 


Oil Refinery, Oklahoma, 1925 


The earliest Pyle-National floodlighting instal- 
lations are still operating in excellent condition, 
with over a quarter of a century of efficient, 
economical service to their credit! Convincing 
proof of the value of quality, enclosed floodlights. 





Write for catalog 2100, which gives a complete descrip- 
tion of our extensive line of heavy duty floodlights. 

The services of our experienced floodlighting special- 
ists are available at all times to advise and assist in 


ter) levti. +) 
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SINCE 1897 


Canadian Agent: The Holden Co., Ltd., Montreal. 
CONDUIT FITTINGS e PLUGS AND RECEPTACLES +» TURBO-GENERATORS + GYRALITES © MULTI-VENT AIR DISTRIBUTION 
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The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for Exec- 
TRICAL W HOLESALING by the Bureau of the Census of the U. S 
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Electrical Wholesale 
Distribution 
For the Month of January 1951 


January sales of electrical goods wholesalers, 
all classes of houses combined, were off only 2 per cent 
from the previous month, a decline well below the nor- 
mally heavy seasonal drop. January 1951 sales regis- 
tered a substantial increase of 95 per cent over sales a 
year ago 

Sales in January 1951 compared with December 1950 
were as follows: full-line wholesalers down 6 per cent; 
wiring supplies and construction materials distributors, 
no change; appliances and specialties wholesalers, up 
17 per cent 

All classes of houses reported substantial gains over 
sales one year ago: full-line wholesalers, up 91 per cent ; 
wiring supplies and construction materials distributors, 
up 77 per cent; appliances and specialties wholesalers, 
up 116 per cent. The latter group more than doubled its 
January 1950 sales to lead all trades with the largest 
year-to-year gains. 

Total sales of all electrical goods wholesalers were 
estimated at $612 million during January, a decline of 
$14 million below last month but $298 million higher 
than 1950 


There was little change in the inven- 
tories of electrical wholesalers at the end of January 
1951, with total stock, measured at cost, of all classes 
combined, reported as only 4 per cent above the previ- 
ous month, 

By class of house, full-line wholesalers and wiring 
supplies and construction materials distributors reported 
inventories up 6 and 4 per cent respectively over the 
previous month. Appliances and specialties wholesalers 
reported inventories down 3 per cent 

In terms of days’ supply of inventory at current rate 
of sales, the total for all classes combined stood at 38 
days of business as compared with 35 days at the end of 
January 1950. 


Department of Commerce. The National and Regional analyses 
which follow include the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position. 


The Editor 
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you know 
how every FLEUR-O-LIER 
luminaire will perform 





There’s no guessing about how a Fleur-O- 
Lier lighting installation will perform. You 
know in advance the tested, certified illu- 
minating performance. 


This certainty of results is possible because 
for every Fleur-O-Lier fixture there is avail- 
able complete, authoritative performance 
data. Thus, you get the precise lighting re- 
sults specified by the architect, contractor 
or lighting advisor. 


Fleur-O-Lier gives you these advantages: 


1. The Fleur-O-Lier Index System Rating, 
assigned by Electrical Testing Laboratories, 
Inc., after careful test, tells exactly what the 


illuminating characteristics of the lumi- 
naire are. 


2. Complete photometric data is compiled 
by ETL. 


3. Coefficients of utilization are computed 
by ETL. This data is essential in selecting 
the most suitable fixtures for the installation. 


4. Certification by ETL assures the fixture 
was made to the rigid specifications cover- 
ing electrical and mechanical features. 


All this essential information lets you know 
in advance just what you’re getting when 
you specify Fleur-O-Lier. 


FLEUR-O-LIER 


2116 Keith Building 


° Cleveland 15, Ohio 


Flevr-O-Lier is not the name of an individual manufacturer, but of a group of fixtures made by leading manufacturers. 
Participation in the Fleur-O-Lier program is open te any manufacturer whe complies with Flour-O-Lier requirements. 
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FLEUR-O-LIER DATA SHEETS 
give complete information 


Manufacturers of Fleur-O-Lier fixtures pro- 
vide Standard Data Sheets which give com- 
plete and detailed information on each 
Fleur-O-Lier fixture. Here, brought together 
on one sheet, is everything you need to know 
about the fixture — shielding — brightness — 
light distribution data — utilization factors 
—and construction and dimension details. 


With more than 300 Fleur-O-Lier fixtures 
available from 25 different manufacturers— 
you have a wide selection of units to meet 
the needs of any installation. 


How the Fleur-O-Lier System Enables You 
to Specify and Select the Right Units 


The Fleur-O-Lier Index System makes the 
specification and selection of lighting fixtures 
extremely simple. Merely ask the specification 
writer to express the desired illumination 
characteristics in the simple formulas of the 
Fleur-O-Lier Index System. 


Then the selection of lighting equipment 
that fits exactly the requirements of the in- 
stallation is easy. Choose from fixtures that 
have the requested Fleur-O-Lier Index Sys- 
tem formula and you know you'll get the 
desired lighting results. 


Don’t take chances . . . specify Fleur-O-Lier 
and know what you're getting! 


Write for your free copy of the new booklet 
giving complete details of the Fleur-O-Lier 
Index System. 

Ask also for Electrical Testing Laboratories’ 
report on performance ratings assigned to 
the 300 Fleur-O-Lier fixtures. 








Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


EGIONALLY considered and all classes of houses 

combined, sales declines were reported for the 
month of January compared with December in five re- 
gions, while four regions reported increases. Increases 
ranged from 5 to 12 per cent and were reported by the 
Middle Atlantic, South Atlantic, East South Central and 
West South Central regions. Decreases ranged from one 
per cent in the New England area to 15 per cent in the 
Mountain region. 

\ll geographic divisions noted large gains ove1 Janu 
ary a year ago, ranging from 80 per cent in the Moun- 
tain area to 105 per cent in the Middle Atlantic region 

Inventories, on a regional basis, showed increases in 
January over December in all but two regions. The 
West South Central area reported no change and the 
West North Central a decrease of one per cent. Increases 
ranged from 2 per cent in the New England region to 
10 per cent in the Pacific area 

Che supply of merchandise on hand measured in days 
of business approximated the national average of 38 


days in all areas. 


JANUARY, 1951 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





SALES INVENTORIES 
January 1951 January 1951 
Compared in % with) Trading | Compared in % with 
Dec. Jan. Region Dec. Jan. 
1950 1950 | (See Map)| 1950 1950 
+ 95 + +32 
+105 +63 
+ 87 +38 
97 +25 
97 +43 
94 +57 
93 +38 
80 +17 
94 +31 
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STATES COMPRISING GEOGRAPHIC DIVISIONS: RE 
GION 1—Maine, N. Hamp., Vt., Mass., R. 1, Conn.; REGION 
2—N. Y., N.J., Penn.; REGION 3—Ohio, Ind., l1., Mich., Wis. ; 
REGION 4—Minn., lowa, Mo., N. Dak., S. Dak., Nebr., Kans. 
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REGION 5—Del., Md., D. of C., Va., W. Va., N. C., S. C., Ga., 
Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark., 
La., Ckla.. Tex.; REGION &—Mont., Idaho, Wyo., Colo., 
N. Mex., Ariz., Utah, Nev.; REGION 9—Wash. Ore., Calit 
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MODERN FACILITIES 


EXPERIENCE ssfem ) none nerioos 


MEANS 


Triangle's two plants—one 
making wire ond cable 
in New Brunswick, New 
Jersey, the other making 
conduit in Moundsville, 
West Virginia, have kept 
pace through the years 
with every advancement 
and are completely mod- 
ern in machinery ond 
equipment. 


When it comes to wire, cable or conduit, you want assurance 
that it’s right — right in quality, right in performance. Triangle 
products are right! Triangle’s long experience coupled with 
modern machinery, modern methods and modern thinking 
means “it Must Be Right!” 


Triangle products are built to the highest possible specifications 
under the supervision of craftsmen who take pride in surpassing 
al. 


tad chand. 


P as. 


Experience plus modern facilities, modern methods, modern 
thinking — that's why Triangle can say with confidence — “IT 
MUST BE RIGHT!” That's why you can specify Triangle and know 
that “IT IS RIGHT!” 





THIS MAN WANTS TO HELP YOu! 


He is your Triangle Distributor. In the some way 
Triangle offers quality products, your Triangle 
Distributor offers unexcelled service. See your 
Triangle Distributor first. In the long run you'll 
save and get it faster, from a Triangle Distributor. 
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“Here's why sEALTITE flexible 


Mr. Kiley continues... 


“As you see, Sealtite* Flexible Conduit carries the power 
wires in this Seal-Hood milk bottle hooding machine. 
Naturally, it has to be flexible to permit adjustments for 
tapping bottles of various sizes. 


“And it has to withstand hard Pico because it’s ex- 
posed to live steam, cl ds, water and 
accidental crushing. Yet it takes P sing all without trouble, 
@nd its smooth, continuous, synthetic jacket meets every 
Sanitary requirement.” 


roto > is the ideal flexible electrical 
conduit for wiring on machines, motors, controls, 
etc.; for protecting wiring against water, oil, grease, 


chemicals or abrasion; for cramped space or dif- 
ficult connections. 





Sealtite has a core of flexible galvanized steel 
tubing covered with a synthetic jacket (generally 
furnished in black), is supplied in long random 
lengths and uses same type of fittings as rigid 
conduit. For detailed information or literature on 
Sealtite, write to The American Brass Company 
American Metal Hose Branch, Waterbury 20, 
Connecticut. In Canada: The Canadian Fairbanks- 
Morse Company, Ltd. Trademark 1a 
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conduit 





advantages 


are so 
important 


{oO US, 


. says Mr. L. L. Kiley, manager 
of The Borden Company’s Long 
Island City milk processing plant. 


wherever 


FLEXIBLE METAL HOSE AND TUBING 
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Sell Them While You Can 


In this issue we show you a 3-lane highway 


+ 


. o larger sales 
volume on lines that deserve preferred selling effort at this time 
under present conditions. 
ELECTRICAL HOUSEWARI 
controls that the Mobilization P: 


ilso that further curtailments may 


We know all about the 
gram has already imposed 
on production and realize 
come along BUT—we know also that at present the supply is 
ample, as best evidenced by the that ti 
Section of the National Electrical Manufacturers Association 


the Housewares 


is carrying through on an extensive advertising and promotional 

program. Strike NOW while that campaign IS HOT 
CHRISTMAS LIGHTING: More than ever before it will 

be the Early-Bird salesman that will get delivery on his orders 


} 


and if he does a smart job wit is dealers, his firm 


will have the best possible chan getting replacement ship 
ments for dealer-delivery when the rush is ot 
RESIDENTIAL LIGHT CONDITIONING: The story on 
available supplies of fixtures is almost with that on 
housewares with one important difference 1e use of critical 
materials can be more readily reduced or eliminated on lighting 


fixtures than on electrical houseware, and 


fixture designers 
and makers are doing just that 

Hence that G.E. Nela Park-sponsored light-conditioning pro 
gram is something worth pushing and pushing hard. Utilities 
throughout the country are riding it extensively because they 
realize that it can’t help but build bigger and better residential 
lighting sales. Wholesale distributors will make money by 
getting on the band wagon NOW 


* 
$24 Billion For New Plants 


Government agencies have just completed compilation which 
indicates that in 1951 business concerns are planning to spend 
$24 billion for new plants and equipment. This represents an 
increase of $5.35 billion over December 1950 estimates, and 
brings the total within shooting distance of the record World 
War II year, when $26.6 billion were spent. While some of 
the increase over December 1950 estimates is traceable to 
higher prices, most of it represents actual expansion of physi 
cal facilities. 


With practically all of those operations drawing hig 


h priori- 


i 
ties ratings this news should make hw ds of electrical 
wholesalers happy 


* 


Television Angles 


The Federal Communications Commission has proposed a 


new plan of additional channel allocations that would permit 
increasing the totai number of TV broadcasting stations t: 
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2,000, with probably 1,200 communities having local service 
available. Today only 107 stations are broadcasting TV. 

In a Connecticut industrial city the manager of a low-rent 
housing development was having trouble collecting the rents. A 
check-up showed that all the delinquents had television sets 
with top honors going to a man prominent in a large local 
1rganization who had his set paid for but was owing over $500 
rent. The ultimatum: Pay your rent or eviction—television set 
included. 

The Elizabeth, N. J., Housing Authority found its monthly 
bill for electricity in a 454-unit low-income housing develop- 
ment $180 to $200 higher—over 50 per cent of the tenants hav- 

TV sets. Now the executive director is going to make a 
charge for current 

soston’s well known Jordan Marsh department store has 
placed an order for the installation of color television equipment 
for showing various merchandise to shoppers within the store 


* 


Better Selling To The Front 

Department stores ordered 68 per cent more goods for 1951 
than they did for 1950 and started the 1951 spring merchan 
dising season with the biggest inventory since 1946 BUT 
despite higher wages, full employment and intensive promotions 
retail sales lagged unit-wise, and new high inventories are 
utting down turnover ratios and profits 

Television and major appliance distributors also started 
heavy ordering when the Korean situation became serious 
They, too, built up inventories in expectation of seeing the 
public not merely do its normal but also a lot of extra “scare” 
buying. BUT—somehow or other the “scare” buying just didn’t 
happen and the normal buying sank to sub-normal levels. Now 
in many retail markets hot trade-in battles are being waged 
and yet inventories remain high 

There is just one way in which Mr. and Mrs. Public cai 
be moved to buying, namely: Developing a new technique of 
selling, one that is shaped to break up today’s peculiar publi 
attitude with arguments that are sound today. That's the kind 
of BETTER SELLING we need today. 


GFruc 














ENERAL ELECTRIC 
are Ready te 


As your electric power needs increase, as your distribution 
problems become more complex—General Electric research, 
design, and development are constantly at work devising wires 
and cables for your particular requirements. 

When you need an ozone-resistant cable, or a heat-beating 
cable, or a durable portable cable, or some other specific type, 
General Electric is ready to provide the product that’s de- 
signed and built to do the job best. For example, if you’ve 
been looking for a better varnished cambric cable, you will 
find G-E No. 1799 v-c cable the most satisfactory for your 
application. 

Developing better insulations—finding tougher, longer- 
lived jacketing material — investigating your requirements — 
anticipating tomorrow’s needs—all are part of the continuing 
job at General Electric. Important, too, is the task of main- 
taining the high quality of such dependable G-E names as 
BX, Deltabeston, Flamenol, Coronol, Geoprene, Formex, and 
others equally significant. 

As your power requirements increase, look to General 
Electric for wires and cables designed to help you do the job 


properly. 


FOR INFORMATION 


For information on G-E wires and cables that can help you do your 
job morevefficiently, consult your nearest G-E Construction Materi- 
als office or distributor, or write Section W56-4267Construction Ma- 
terials Department, General Electric Company, Bridgeport 2, Conn. 
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WIRES and CABLES 
Meet Today’ Electrical 


Industrial 


Versatol*-Geoprene power cable 
Super Coronol* power cable 
Deltabeston* AVA power cable 
No. 1799 varnished cambric cable 
interlocked armor cable with No. 
1799 v-c insulation 
Flamenol* bus-drop cable 
Flamenol machine-tool wire 
Geotrol gasoline-resistant wire 


Residential-Commercial 


BX* armored cable 

Service entrance cable 
Flamenol remote-control wire 
Flamenol drive-in theater cable 


Design 
Flamenol flexible cord 





Flamenol fixture and appliance wire 

Flamenol neon sign cable 

Geoprene portable cord 

Formex* and Deltabeston magnet 
wires 


Electric Utilities 


Gas-filled cable 

Oil-filled cable 

Pipe cable—oil- or gas-filled 
Super Coronol high-voltage cable 
Paper-insulated cable 
Preassembled aerial cable 
Varnished-cambric-leaded cable 


Super Coronol-Geoprene mine 
power cable 

Geoprene portable cable 

Deltabeston mine locomotive cable 


Flamenol mine telephone cable 
Flamenol control cable 

Shot firing cord 

Formex and Deltabeston magnet wire 


Transportation 

Flamenol railway signal cable 
Flamenol line wire 

Flamenol control cable 
Deitabeston locomotive cab cord 
Car wiring cable 

Deltabeston aircraft wire 
Shipboard cable 


Municipalities 
Street-lighting cable 
Flamenol traffic control cable 
Armored parkway cable 
Sports area lighting cable 


*Registered Trade Mark of General Electric Company 


Goe ar neammareatiten He. 


GENERAL 
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GOOD ADVICE 
ON 


WIRING DEVICES 


TUMBLER SWITCHES. Heavy duty 
units for back and top wiring. Back 
wiring eliminates bending and looping. 
Wire goes straight to wire clamp for 
neat, strong, concealed connection. 


INTERCHANGEABLE LINE. For com- 
pact, convenient installation of multiple 


, . , Seg Wiring devices don’t gather dust on your shelves these days — or shouldn't — 
wiring devices in combinations of 2 or 


because architects and contractors are acting on the public's demand for more 
3, on the job. Adds to convenience circuits, more devices to accept the loads of modern electrical living. (The rewiring 
and appearance. potential is staggering, too — 90% of homes, thousands of industrial plants.) 

But while you're cashing in on increased wiring device sales, remember this: Your 
reputation is your best salesman; it takes time to build; it can be lost overnight. 
One way to insure your reputation in the wiring device business is to stock a 
quality line. We've produced just that — a quality line — for the past 60 years 
We don’t think anything sanctions the sacrifice of 

quality. That's why we manufacture everything that 

goes into our products in our own factories — buy 

only the finest raw moteriais, Our emphasis on 

quality has built our business. It will do the same 

for yours. 

We are promoting the importance of adequate 


CONVENIENCE OUTLETS. Duplex. wiring and quality wiring devices through a 


Back- or side-wired. Detachable contact series of ads like these to architects, specifying 
engineers, and contractors, who are your major 


fins provide for conversion to 2-circuit ' 
buying influences. 


receptacle. 
For more information, write today to: 
1604 Laurel Street, Hartford 6, Conn. 


QUALITY MADE — PROMOTED TO YOUR TRADE 


WIRING ENCLOSED 
DEVICES 3S tend Silom Abie). | SWITCHES 


RANGE OUTLETS. Surface and flush 
types. Easy to wire and install. Complete 
line available. 


Branches in: Boston, Chicago, Dollas, Denver, Detroit, Los Angeles, New York, Philadelphia, San 
Francisco, Syracuse In Canada: Arrow-Hart & Hegemon (Conoda) itd., Mt. Dennis, Toronte 
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Expect “Arsenal Economy,” 


NEMA Delegates Are Told 


Col. Willard Chevalier, executive vice president of MeGraw- 


Hill Publishing Co., tells recent NEMA meeting in Chicago 


that we are in transition period, reviews materials situation 


HICAGO — Materials, 
than markets, manpower, skill 


rather 


or plant capacity, have come to 
constitute the greatest problems for the 
period immediately ahead, Col. Willard 
Chevalier, executive vice-president of 
the McGraw-Hill Publishing Co., told 
members of the National Electrical 
Manufacturers Association at that o1 
ganization’s recent Winter Meeting 
luncheon. 

“During the next two years our de 
fense planners expect to use about 20 
per cent of the gross national product 
for military and directly related pur- 
poses, and another 10 per cent for ‘de 
such as an 
expansion program for our basic indus 
tries. After that time, they expect to 
reduce defense ‘take’ from the normal 
economy to about 10 per cent. In other 
words, the defense-essential will fade 
out, and the 20 per cent will be halved 

“As I understand it, the 
Charles E. Wilson, chairman of the 
Defense Mobilization Board, are two- 
fold. First, to expand production of 
military goods as rapidly as possible, so 
that the United States and the free 
world can have sufficient armed forces 
to deter a Russian attack by the time 
Moscow commands a_ substantial 
atomic-bomb offensive power. Second, 
to put a forced draft on expanding de- 
fense-essential production capacity so 
that military requirements can be met 
as much as possible out of expanded ca- 


fense-essential’ purposes, 


aims of 


pacity and as little as possible out of 
the people’s current living standards. 

‘He hopes if we should not have a 
full-scale war, this expansion will be 
sufficient to maintain at least our pres- 
ent level of living standards, plus the 
10 per cent defense load that we must 
expect to carry after 1952, until such 
time as war actually strikes or the 
Communist threat to the free world has 
ibated 

Until the occurrence of either one 
of these, we Americans must forget our 
traditional policy of living up to our 
total productive capacity until a war is 
upon us, and then improvising an arm 
iment hides 


industry to save our 


SPEAKER at Chicago meeting of Na- 
tional Electrical Manufacturers Asso- 
ciation was Col. Willard Chevalier 
left), shown chatting with C. W. Hig- 
bee, president of NEMA. 
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From now on, we must get used to liv 
ing in an arsenal economy,” he said. 

“Our military planners are 
much alive to the danger of wrecking 
our economy by too heavy a defense 


load. Therefore, they have cut mobil- 


very 


ization requirements to the minimum 
level consistent with safety, and now 
limit our objectives to a total armed 
force of 3,500,000 men with munitions 
production adequate to equip this force, 
to help equip our allies, and to stock- 
pile enough munitions to see us 
through the first year of an all-out 
Ww ar.” 

Colonel Chevalier said, “Our mili- 
tary requirements are heavily concen- 
trated in eleetronic control equipment, 
and airplanes—the sort of 
equipment calculated to multiply our 
limited manpower by giving it the best 
of modern equipment and a great deal 
of it. I am reliably informed that the 
electronic equipment on a medium 
much as the 
entire plane cost in World War II 


vehicles 


bomber now costs as 
And, believe it or not, the same thing 
tank. 
rhe electronic control equipment costs 
as much as the whole tank did in World 
War IT. 


“In terms of 


seems to be true of a medium 


materials,” he ex 
plained, “this means that the really 
tough supply problems won’t be in 
steel, or even aluminum and copper, as 
such. It was to this trio of metals that 
the Controlled Materials Plan was ap- 
in World War II 


tough supply will be in special shapes 


plied The really 
and alloys of steel to meet the new mil 
And it will 
be in cobalt and columbium, and a lot 
of exotic new materials and chemicals 
that never even 
World War II.” 

Concerning copper, he said, “We 
have been told that by early 1952 no 
copper at all will be available for ordin- 
ary consumer goods. I will venture to 


itary production problem 


made a headline in 
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, a NEW SQUARE D 
te SOCKET METER 


/ — 
2. 4 ROUG Me 
‘ Leaps — rs sehen 


. EASY TO WIRE 
INDOOR OR 
OUTDOOR TYPES 





ABOVE + 2 Socket Meter Trough — indoor 
type showing vertical position of jaws. 
LEFT + Outdoor type single socket trough 
with socket. Front cover and die-cast ring only 
can be removed, leaving socket base acces- 
sible for easy wiring. 
RIGHT + Meter socket showing one-piece 
porcelain base with six jaws. Base mounted on 
bracket with soft spring. Permits easy align- 
ment of clips with cover, 
y Completes the Line of Service Entrance Equipment 
Square D’s new socket meter troughs are 
designed to mount the Type S meter which is 
currently in general use. 








Circuit Breaker Types 

Rated 100 amperes, the sockets accommodate 
up to six jaws easily converted to either horizontal 
or vertical positions—have one-piece porcelain 
base designed for easy wiring, high dielectric and 
durability. 

Meter troughs accommodate 1 to 4 meter sockets 
for meter “‘“ganging’’—provide generous wiring 
space and ample knockouts—available as indoor 
or outdoor types with flush or surface mounting 
covers. Outdoor troughs are designed to include 
Square D’s interchangeable hubs. 



































a * = e sia 
DETRO A O 
SQUARE D COMPANY CANADA LTD., TORONTO « SQUARE D de MEXICO, S.A., MEXICO CITY, 0.F. r 




















predict that this class of production, 
the 
within which the use of copper will be 
forbidden altogether, will be cut back 


excepting only ‘frivolous’ area 


not more than 60 per cent, and possibly 
as little as one-half. The total supply 
available to domestic fabricators will 
be about 110,000 tons per month. |] 
that 
been some drastic revisions in copper 


understand recently there have 
and zinc stockpile objectives, so that 
purchases of these metals will be much 
reduced, if not eliminated. 





Arthur I. Appleton 
Chairman of the Board 
Appleton Electric Co. 

Chicago, III. 


ODAY everyone even remotely 
the 
industry or engaged in 
knows the 
immediately associates 


electrical 
using 


connected with 


electrical materials name 
Appleton and 
it with conduit fittings, boxes, connect- 
ors, general roughing-in materials and 
many Thirty 
years ago the name was not vet one of 
the bywords of the industry and forty 


electrical specialties 


years ago the brand name for Appleton 
Electric Company’s fittings--UNILETS 
—had barely emerged from the swad 
dling clothes stage 

That rise of the Appletor 
humble beginnings 


Electric 
Company from 
shortly after the turn of the century 
to its 1951 status of being one of the 
largest and highly important electrical 
manufacturers was due primarily to 
the enterprise, inventive genius, busi- 
ness acumen and tireless driving force 
of Albert Iver Appletor. 

Born in "AT" 
came to the United States at the tender 
age of thirteen, but when only a year 
older he followed his fascination for 


Sweden, 


Appleton 


According to official estimates, peak 
military needs and defense essential 
industry will not take more than a 
third of the steel output. Conservation 
and end-use limitations will extend the 
remainder of the supply for the less 
uses, so. that 
of the 


frivolous non-defense 
probably more than two-thirds 
be available for 
But, 


as always in the case of steel, we must 


normal supply will 


electrical non-defens« products. 
allow a considerable variation among 
the different types of steel items. Stain- 


Fifty Years In Electrical Manufacturing 


machinery by getting a job in a 


chinist’s shop as a helper. 


he use 


Some years later, on seeing t 
current 


fol- 


electric 


he decided to 


of telephones and 
steadily expanding, 
low those fields and before long in- 
vented some new types of fuses. These 
he proceeded to manufacture and _ so, 
small 30’ x 36 West 


Washington Street, Chicago, the Ap 


in a shop on 


pleton Electric Co. was born 

The “staff” which performed all the 
various duties of the young business— 
designing products, buying raw mate 
rials, manufacturing, selling, packing, 
delivering, bookkeeping, collecting 
money, sweeping up and washing win- 
dows—consisted of just 3 workers viz 
Mr 

From those humble beginnings, 
giant 
turing enterprise that today 


Appleton and two close relatives. 
the 
business grew into a manufac- 
includes 
3 large manufacturing plants, employs 
has branch offices 
the 


quantities 


over 1,500 workers, 
salesmen entire 


States, 


and 
United 
of materials to foreign countfies, and 


covering 
ships large 
volume 


counts its annual 
lions of dollars 

During the first two decades: of the 
company’s existence, aside from ac 
tively managing the steadily increasing 
Mr 


ton concentrated much of his personal 


Apple 


intricacies of the business, 


attention on two important fronts, 
products 
that 


would produce those products cheaper 


namely, first designing new 


and then designing machines 
than anyone else could make them. 
With his company financially very 
sound and firmly established in one of 
the branches of the 
electrical field, “AI” 
more time 
to recreational activities among which 


golf held first place with fishing—fresh 


most important 


manufacturing 


Appleton gradually devoted 


less steel, for example, may be as much 
as 70 per cent short for permissible 
non-defense uses. The steel supply will 
expand fairly rapidly from the present 
output rate of 105 million tons per yea. 
to 120 million tons or more by 1953 
worst hardship in steel 
1952 


Therefore, the 
apparently will be felt in early 

“I am not implying that steel, cop 
going to 
But 


simple 


per and aluminum are not 


give us some supply problems 
to be relatively 


they promise 


(Continued on page 111) 





and salt water—a close second 


As an illustration of how he has car 
ried his competitive spirit and tough 
determination right through into his 
play-hours, the story is told of how at 
the Homestead in Hot Springs a cer 
man, who apparently 


tain electrical 


popular golf 


Appleton to a 


with 


a particularly 
Mr 


Play 


was not 


partner, invited 
golf you,” 
why h——, | could beat 
Unabashed, the 
challenger offered to wager a tidy sum 
that Al could not that 
boast and Al took him up 


The following morning Al 


game ot golf 
answered Al, * 
with a 


you putter.” 


make good on 
and his 
putter and his opponent with a full bag 
of clubs found a good-sized gallery at 
the first tee, all 
would happen 


eager to see what 


Followed by a crowd 


uurse, Al Ap 


the match by 


they went around the ¢ 


pleton winning seven 
strokes 
More 


gradually 


Mr 
himself of mo 


recently, Appleton 
re lie ved 
assuming 
board n 
management 
Arthur 


his direct responsibilities 


the post of chairman of the 
1949 
of the business over 
I. Appleton 

Far 
50 years in the electrical manufactur 
Mr. Appleton now takes 
an active interest in the business man 
Florida Early 


this year he had the gratifying experi 


and turning active 


to his son 


from remaining idle, after ove 


ing industry 


agement of racetracks 


ence of seeing completed and put into 


operation at the Gulf Stream track 


what has been pronounced as one of 


the finest and most practical club 


houses on any track in America 

When Mr. Appleton is 
home on the banks of Lake Michigan, 
North of Chicago, he divides his time 


between the Wisconsin lakes country 


not at his 


and Miami Beach, Florida 
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cut yourself 
a slice of profit 








Fast-moving Security Friction Tape brings steady sales, healthy 
profits. Its many features attract electricians and contractors alike. 





Strong adhesion, resilient, high in tensile strength, and extremely 
dielectric, Security does the job well. Straight-tearing and non- 
raveling. No pinholes to cause dangerous leaks. Don’t get caught 
without Security. 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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We Mobilize for Freedom 





SECOND OF A SPECIAL SERIES 


We Must Pay As We Go 


We must do our utmost to pay as we go for our 
present defense program. 


On that proposition those who speak with au- 
thority are remarkably well agreed. This editorial 
— the second in a series on our mobilization for 
freedom — sets forth in simple terms why there is 
this agreement. 


Next year — the fiscal year beginning next July 1 

the federal government’s budget calls for the ex- 
penditure of $10 billion more than is scheduled 
to be collected in taxes. The deficit is due to the 
increase in defense expenditures. 


A part of this deficit can be eliminated by cutting 
non-essential expenditures and increasing efficiency 
in the defense program. There is wide agreement on 
this. It is the duty of the President and Congress to 
see that it is saved. 


How the remaining deficit anticipated in the 
federal budget--$5 billion to $10 billion—is handled 
is crucial. The government can meet it by raising 
taxes—by paying as we go. Or it can borrow, issuing 
more government bonds. 


Borrow Again? 


We relied heavily on borrowing in both World 
War I and World War II. In World War I only 
about one-third of the expenditures of the federal 
government were met by taxation. In World War 
II about 45 percent were met in this way. The rest 
we borrowed. Some people ask, why can’t we rely 
heavily on borrowing again? Why is it crucially 
important to avoid adding $5 billion to $10 billion 
to a federal debt that is already $257 billion? 


Part of the answer is found in the contrast be- 


tween this defense program and our all-out effort 
of World War II. Another part—and one that is all- 
important in combatting inflation—results from the 
rapid decline in the purchasing power of the Amer- 
ican dollar in recent years. 


We went “all out” in World War II. We put al- 
most half of everything we produced into our mili- 
tary effort. Taxes high enough to pay the financial 
costs as incurred would have meant huge tax in- 
creases. It was feared that such increases would kill 
financial incentives to get “all out” production. 
Since we expected the war to be short, borrowing 
seemed a safe expedient. Price control and ration- 
ing, with wartime patriotism to give them effective 
support, were relied upon to keep in check the in- 
flationary pressure created by borrowing rather 
than taxing. 


Our present defense program is scheduled to 
take a much smaller share of our production, but 
to take it over a much longer period. At its peak, 
the program as now planned will take only about 
20 percent of our total national production. But, 
to use General Bradley’s phrase, “the conditions 
under which we labor may persist for ten, fifteen 
and twenty years.” 


What About Controls? 


For a period of any such duration it would be 
foolhardy to expect that the sort of controls we had 
for the few years of World War II could hold in 
check the inflationary pressure created by not pay- 
ing as we go. It v,ould be as foolhardy as it would 
be for a family to plan on borrowing to pay the 
expenses of a member discovered to be afflicted by 
a chronic ailment which might last a long lifetime. 








Obviously, the only safe thing to do in such a case 
would be to adjust the family budget so that the 
expenses of the illness would be paid currently. 


Our heavy reliance on borrowing in World War 
I! had consequences which block a successful re- 
peat performance. 


If the borrowing had been done by persuading 
individuals to transfer their savings into govern- 
ment bonds, relatively little inflationary pressure 
would have been created. What the government 
would have spent with the proceeds of such bond 
sales would have been subtracted from the money 
individual consumers could spend. 


But most of the borrowing was done from banks. 
That course expanded the amount of money avail- 
able to the government without any offsetting sub- 
traction of money from the hands of individuals. 
Thus, when direct price controls were removed 
after the war, this bottled-up purchasing power 
contributed to a price inflation which has cut pur- 
chasing power of the American dollar about in half 
— and decidedly changed the attitudes of the Amer- 
ican people toward that dollar. 

During World War II, Americans in general be- 
lieved that: 

The war would not last long. 

The dollar would hold its value, and even gain 
value after the war. 

Many wonderful new products would be avail- 
able in the postwar period. 

Today the American people have: 

Seen the value of their dollars melt away fast. 
Been assured that, at best, we may have a 10- 
15-20-year pull ahead. 

Been warned not to expect a postwar paradise 
anytime soon. 

One result of these changed attitudes is a notable 
lack of enthusiasm for government bonds on the 
part of individual investors. This is indicated by the 
fact that since Korea redemptions of E bonds have 
exceeded sales by about $600 million. Another 
result is a continuing rush to convert dollars into 
physical goods and equipment or claims on them. 
This trend weighs against financing the prospective 
federal deficit by borrowing from individuals. 

Borrowing from banks to meet the deficit would 
again add fuel to inflation. 


The prospective deficit is due to federal expen 


ditures for military goods. Even if they are; not 
blown up or shipped abroad, these goods will’ not 
be available to civilians. But the money paid to 
those who produce military goods will still be avail- 
able to bid up the prices of civilian goods. Thus, 
at a time when people show relatively little disposi- 
tion to save dollars, a menacing inflationary pres- 
sure — an inflationary gap, the economists call it - 
will be created. 


If our fight against inflation is to be successful 
this gap must be closed by taxes. We need to do 
other things, too, for inflation has many different 
causes. Credit expansion must be effectively con- 
trolled. Production of civilian goods must be in- 
creased as much as possible by eliminating waste 
and inefficiency. But a pay-as-we-go tax program 
is basic to a successful attack on inflation. And in- 
flation — unless it is checked — could wreck our 
defense effort. 


We cannot pay as we go merely by soaking 
harder the corporations and those in the upper in- 
come brackets. 


As the President's Council of Economic Advisers 
has reported, “by far the largest part of the addi- 
tional revenue must come from the middle and 
lower tax brackets. These are the brackets in which 
the great bulk of the income is located.” 


Taxes Can Attack Inflation 


By spreading tax increases broadly, taking small 
amounts from many people, inflationary pressure 
would be effectively reduced. It is the expenditures 
of the great mass of people, rather than the small 
numbers in the upper income tax brackets, that 
create most of the pressure. Moreover, it is possible 
to increase taxes broadly without killing the eco- 
nomic incentives to produce. Maintaining these 
incentives is essential to the success of the defense 
effort. 


Our elected representatives cannot be expected 
to be enthusiastic about a pay-as-we-go tax pro- 
gram. It involves increasing the taxes of the great 
body of their constituents, an operation completely 
lacking in political glamour, However, such a pro- 
gram also involves the integrity of the American 
dollar, And that is absolutely essential to the suc- 
cess of the defense program. We shall be very fool- 
ish if we do not let our leaders know that we want 
them to do everything possible to pay as we go. 


Mebraw-Hill Pablishing Company, Ine. 

















How YOU Can Build Volume Profit 


Via The Electric Housewares Route 


That $600 million electric 
business—due 
to hit $1,000 million by 


1955—will yield a bigger 


housewares 


slice of sales and profits 
to those distributors and 
salesmen who organize to 
handle it and—BEAT THE 
BUSHES to get it 


By R. M. Oliver 


General Merchandise Manager 
Electric Housewares Division 


Landers, Frary & Clark* 


SIDE from the fact that no 
fim can laugh off a $600 mil- 
lion dollar business, electric 
housewares have much to offer the 
distributor and 
I have been asked many times to 
‘explain’ the 


salesmen. 
. electric housewares 
business to distributors considering 
this type of product for the first 
time and to others whose experience 
with electric housewares has not 
been entirely satisfactory. 

The questions which have per- 
plexed my interrogators are similar. 

They are usually: 

1. Is electric housewares volume 
large enough to be attractive? 

2. With such small units of sale, 
how can a salesman waste time in 
dealer calls? 

3. Isn’t it true that the electric 
housewares industry’s practice of 
multiple distribution causes us to 
waste time and money creating a 


R. M. Oliver 


hich 


market for goods w some one 
else sells? 
4. My 
cialty selling. How can I get them 
to sell competing | Wouldn't 


Wines 
it be better to handle only one line, 


men are trained in spe- 


or at most just those that are non- 
competitive ¢ 

5. Will the 
business justify a separate sales or- 
make 
| 


nouse 


electric housewares 


ganization? How can a man 
a living selling “just electric 
wares ?” 

6. Can you cite any examples of 
distributors 
the electric housewares business? If 


who are successful in 
so, how do they do it? 

7. I am a specialty major appli- 
ance, radio and television distrib- 
utor. My men know how to sell; 
how to develop a dealer’s business. 
I don’t want any other distributor 
to “muscle in” on my dealers; 
need electric housewares in order to 


so | 
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be able to supply my dealer’s needs 
and prevent them from doing busi 
ness with my competitors. How can 


I do 


How can | 


this without 


losing money ? 
get my men to sell elec 


along with their 


tric housewares 
other lines? 

8. How can I obtain any business 
r make any 


money selling electric 


housewares when other distributors 
are selling all of the “key accounts?” 


Q ] 


tract good men to sell electric house- 


can't seem to be able to at- 
How do other distributors do 
Or do they? 

10. In what respect is the electric 
different ?”’ 
What are its advantages and dis 

es’ Can I afford to be in 
it? Can I afford to be out of it? 


wares, 


business 


housewares 
advantag 


11. How can I merchandise elec- 


tric housewares and make mone, 


doing it? 


As is true with most serious ques 





DISPLAY is the key to merchandising electric housewares. 


tions the answers to these are, par- 
adoxically, both complex and amaz- 
ingly simple. 

\ philosophical friend once told 
me, “a man’s legs must be long 
enough to reach the ground.” This 
quotation may be aptly applied in 
satisfying the questioning distribu- 
tor and the salesman and helping 
them to determine whether or not 
the electric housewares business is 
worth the candle. 

To a degree, making a success out 
of the electric housewares business 
is like making a success out of any- 
thing; the place to start is with the 
desire and firm intent. 

Thousands of salesmen and hun- 
dreds of distributors can testify that 
electric housewares volume can be 
both large and profitable; but in or- 
der to make it so the inherent char- 
acteristics of the business must be 
recognized and made to provide the 
basis upon which sales methods, pol- 
icies, plans and promotions are con- 
structed. 

The first and by far the most 
important fact to understand is that 
electric housewares are essentially 
“exposure” products. Sales volume 
is not dependent upon the superla- 
tive performance of a carefully se- 
lected group of retailers. It is de- 
pendent upon the availability and 
display in every possible place where 
a consumer might find it convenient 
to shop and buy. 

The so-called “key outlets” pro- 
vide an excellent show window and 
obvious prestige, but the distributor 
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or salesman who expects to live by 
selling these alone is kidding no one 
but himself. 

A major appliance manufacturer 
might be extremely happy with a 
dealer organization numbering few- 
er than ten thousand. An electric 
housewares manufacturer is only 
suceessful when his products are sold 
in ten to twenty times this number 
of retail outlets. That’s why there 
are more than 185,000 electric 
housewares retailers, and if you are 
inclined to ask: “Who are they and 
where are they’”’—here are the 
answers 

The commonly termed “electrical 
dealers” of course come first, but 
this is where our list of retail outlets 
begins, not ends. For electric house- 
wares are sold in: hardware, jewel- 
ry, drug, furniture, automotive, gift, 
tobacco, crossroads general, music, 
radio and TV, plumbing, stationery, 
grocery, department and _ utility 
stores as well as filling stations and 
almost every other kind of a store 
one can name. They are also sold by 
door-to-door canvassers, tea and cof- 


f 


fee routemen, “club plan” compan- 
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ies, mail-order firms, armed services 
“px” stores and by the giant chain 
store groups, electrical contractors 
and many others. 

They are to be found in every re- 
tail shopping center, no matter how 
small. Big cities and the tiniest 
towns share in equal proportions in 
the electrical housewares industry’s 
multi-million dollar volume. Some of 
the most successful electric house- 
wares wholesalers are located in the 
center of rural trading areas and ob- 
tain all of their business from cross- 
roads stores and retailers in small 
towns. 

Thus it may be seen that the 
nature of the electric housewares 
business is such that both man- 
agement and salesmen have to 
look upon it as a quantitative 
rather than a qualitative distri- 
bution problem. Unless this and 
all that it implies is clearly com- 
prehended, success in selling 
electric housewares will not 
come easy; frustration might 
well result. 

Let’s examine a case history rec- 
ord of actual experience, that of a 
distributor in Washington, D. C., 
whose electric housewares volume 
last year exceeded $700,000.00. 

Products sold consist of: wiring 
devices, wire and cable, conduit, 
electric housewares, switches and 


panel boards, fixtures and parts, 
lamps, glass and metal cooking uten- 
sils, floor and furniture polishes and 
waxes, household supplies, fans and 
toys. 


Electric housewares, guns, toys, 
glass and metal cooking utensils, and 
household supplies account for 54 
percent of total volume ; lamps, floor 
and furniture polishes and waxes, 
fixtures and parts 14 percent and 
other products 32 percent. The elec- 
tric housewares share has increased 
steadily each year and in 1950 
amounted to 33.46 percent. A ten 
year record of sales, combined prod- 
ucts and electric housewares follows: 
Combined 
Products Housewares Percent 

937,661.18 $155,903.22 
1,213,058.73 229,484.32 
678,056.36 96,622.09 
571,693.63 122,951.23 
650,075.63 163,935.69 
1,072,451.94 224,540.48 
1,882,793.43 453,469.99 
2,018,461.19 512,950.09 
2,004,938.72 543,997.45 
2,093,085.98 700,249.34 


Electric 
Year 

1941 $ 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
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There can be no doubting that 
volume is large enough to be attrac- 
tive (question 1). Many distribu- 
tors, even those doing business in 
much smaller trading areas, find a 
million dollar electric housewares 
business easily attainable. Some do 
much more. 

Question 2 almost answers itself. 
The bulk of the foregoing volume is 
made up of small units of sale. The 
difference is the electric housewares 
salesman contacts more retailers. 
Orders are smaller but there are 
more of them. He isn’t dependent 
upon what happens to any one deal- 
er in any one community or shop- 
ping center. His business is the ag- 
gregate of the electric housewares 
requirements of lots of retailers ; the 
druggist, hardware store, jeweler, 
gift shop, contractor, electric dealer 
and many others. Neither is he de- 
pendent upon any one line of prod- 
ucts. He is prepared to supply every 
retailer he contacts with a multiplici- 
ty of products; and virtually all of 
the best selling brands. He is never 
at a loss for a promotion. He usu 
ally has at least three, frequently five 
or six lines susceptible to special 
promotions. 

Now how about question three? 
As with other exposure products 
“creating” and “cashing-in” works 
both ways. Multiple wholesale dis 
tribution is usually necessary in or- 
der to obtain multiple retail distribu- 
tion. Widespread consumer avail- 
ability means more business for 
everybody. 

Thus in a very real sense one dis- 
tributor helps another. To quickly 
become cognizant of the importance 
of this, just think of the so-called 
“weak” and “strong” markets for 
well known products. The “strong” 
areas are always those where satura- 
tion is greatest and where the prod- 
uct can be purchased most readily. 

The electric housewares salesman 
who is really working, that is con- 
tacting all existing or potential out- 


lets in his territory is indeed creat- 
ing a market for the other fellow, 
because even the best salesmen can’t 
sell every prospect. However, the 
“other fellow” is at one and the same 
time creating additional business for 
him. The more thoroughly each 
works the more the return for both. 

Question four is most frequently 
asked by major appliance distribu- 
tors. The answer is difficult because 
it is hard for “old dogs to learn new 
tricks.” This is one of the reasons 
why few specialty-trained major ap- 
pliance salesmen succeed in selling 
electric housewares. Yet, as the most 
successful electric housewares dis- 
tributors will affirm, the answer is 
no. Volume comes from an accumu- 
lation of orders. 

There is little if any evidence to 
indicate that any one electric house- 
wares line is either broad enough or 


strong enough to support a sales or- 
ganization. One good line helps an- 
other. This is true even if the lines 
are directly competitive. 

The specialty-trained man must 
re-orient himself and change his 
thinking. He must be prepared to 
serve from eight to fifteen or more 
retailers a day and sell each of them 
something, knowing in advance that 
a retailer’s requirements will vary 
from day to day and no salesman 
can click on every call, no matter 
which line he is selling. 

To question five, the size and buy- 
ing power of the area in which the 
wholesaler conducts his business are 
the determining factors. Most dis- 
tributors quickly find that the sooner 
they can specialize the better. One 
with whom I am acquainted is lo- 
cated in a small city in eastern Penn- 
sylvania and serves an area witha 
buying power index of less than half 
of one percent. His electric house- 
wares division consists of ten sales- 
men and volume is in seven figures. 

Even with a business consisting 
almost entirely of exposure prod- 
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ucts, the Washington distributor 
mentioned, employs nine salesmen, 
of whom three are exclusive house- 
wares men. A significant factor to 
remember in considering a separate 
organization to sell housewares is 
that the business will profitably jus- 
tify a higher direct selling expense ; 
a man can be supported on a smaller 
volume than would be necessary 
with many other product lines. 

Ouestion six? Yes, indeed. Read 
on. 

To the troubled executive with 
problem seven, itis honest to advise: 
stay out of the electric housewares 
business. If your major appliance 
strong and your specialty 
are as good as you think 
they are, neither you nor they need 
electric housewares to keep the other 
fellow out. There are any number 
of distributors who learned this the 
hard way immediately following the 
last war. 

They found that instead of keep- 
ing their competitors out, the elec- 
tric housewares business was dilut- 
ing their support of major lines; 
and because they sold only a limited 
number of carefully selected dealers 
electric housewares volume was in- 
significant. Wise managements 
learned quickly and soon either dis- 
continued electric housewares, or es- 
tablished electric housewares divi- 
sions and began to build an expo- 
sure business. 

We come now to number eight, 
that hardy perennial which causes 
electric housewares manufacturers 
to tear out what little hair they may 
have left, in frenzied handfuls. 

Key accounts! how we love 
them! And how little we understand 
them. The magic words which pro- 
vide the solution to this puzzler are: 
it is important that key accounts be 
sold, but it doesn’t really matter who 
sells them. Whoever does it will find 
the job a costly one. For key ac- 


lines are 
salesmen 
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unts are smart; and they are real- 


ts. They know the value of big 
store advertising, display and dem- 
onstration, and their cooperation is 
for sale; but the price is substantial. 

But even the biggest and the best 

them account for only a small 
percentage of the industry’s total 


lume. 


Remember: the electric house- 
wares business is an exposure busi- 
yess, Even if other distributor sales 
nen do sell the key accounts there 
ire hundreds, in fact thousands, of 
other retailers remaining to be sold. 
From them you can get business 
and make money. 

Next, attracting 
good men is largely a matter of op- 
portunity and compensation. It is 
admittedly tough to interest a big 
ticket salesman in small unit-of-sale 
and frequently just as 
hard to interest a housewares man 


question nine: 


housewares ; 


n the headaches of white goods. A 
man must have a genuine liking for 
exposure merchandising. He must 
be properly trained. The compensa- 
tion plan must be such that he can 
make money. 

\ distributor friend of mine near 
Boston has no trouble getting good 
men, though his business is exclu- 
sively housewares and he makes no 
attempt to sell any but retailers so 
small that other distributors don’t 
even bother to call on them. His av- 
erage unit of sale is $25. He gets 
good men because he makes it pos- 
sible for them to make money. And 
so does he 

We are now ready for number 
ten. The chief difference between the 
major appliance business and house- 
wares is that of selectivity contrasted 
with multiplicity. The former de 
pends upon working with a dealer 
until he becomes the number one re 
latter 
depends upon getting every possible 


advertise, dis 


tailer of his community. The 


retail outlet to stock, 
play, demonstrate and sell—and in 
that 


order of importance 


The advantages of electric house- 
wares 
obvious. Diversity, widespread con- 


are legion. They should be 


tact, many customers, fewer credit 
problems, smaller investment, great- 
er turnover, easy-to-handle mer- 
chandise, minimum service expense, 
flexibility, greater profit and these 
are but a few of those advantages. 

Disadvantages are hard to find 
unless a distributor attempts to su- 


perimpose the electric housewares 
business on top of another type of 
business in which he is engaged. 
For the salesman 
afraid of the electric house- 
wares business ofiers opportunity 


who is not 


work 
unlimited; but it is definitely not a 
two call a day job. In selling elec- 
trical housewares the salesman has 
If he is 
he just can’t lose 


to make calls to get results. 
willing to do this, 
if he is a salesman. 

Can a distributor afford to be in 
it? Can he afford to be out of it? 
This depends entirely on attitude. 
He can’t afford to be in it unless he 
is willing to be in it. He can’t afford 


to be out of it if he wants to make 
the most of his opportunities as an 
electrical distributor. For the elec- 
tric housewares business is big; and 
. lustily. As an industry, 
has not yet been more 


growing... 
the surface 
than scratched 

better way than via 
the housewares route, to become ac- 
quainted with the best dealers in 
your territory ; those who are “best” 


Chere is no 


today and those who will be “best” 
tomorrow. There is no better way 
for dealers to become acquainted 
with you. If you have done business 
with a retailer and have served him 
well you have sold yourself and your 
The 
provides an opportunity to do 
dealer. And you 


firm. electric housewares busi- 


this with every 


can make money. 
Consider for a moment that of the 


twenty-eight most popular electric 
1 


jousewares products, the average 


ELECTRICAL WHOLESALING 


home possesses but four or five. Con- 
sider also that the greater the satura- 
tion of any product the greater the 
sales potential; the electric iron of- 
fers a fine example of this—almost 
95 percent saturation and sales in- 
crease every year, There is just no 
limit to the volume possibilities of 
this great industry. 

How can you merchandise elec- 
tric housewares and make money 
doing it? (number 11). Easy! 

Start up one side of the street and 
go down the other. Give each of 
your men a light delivery truck, or 
a station wagon. Load it up with 
merchandise and displays. Hit every 
retailer in the block. Put your mer 
chandise on his counter and a dis 
play with it. Sell him another deal 
for his window. You and he are in 
business. 

Take advantage of the big indus- 
try-wide electric housewares gift 
promotion, sponsored by the Electric 
Housewares Section of the National 
Electrical Manufacturers Associa- 
tion. Order a quantity of the displays 
featuring the theme “GIVE ELECTRIC 
HOUSEWARES . First Choice For 
Every Gift Occasion.” This display 
can be used with all of your electric 
housewares products. Sell every re- 
tailer some kind of a deal and install 
a gift display for Mother’s Day, 
Father’s Day, Anniversaries, Brides’ 
Gifts and other 

Get the feel of housewares mer 


occasions 


chandising, Almost every retailer is 
a prospect ; and almost every whole- 
sale trading area is virgin. Think in 
terms of family spending units in 
your territory. Multiply the number 
of families by the 25 or more electric 
housewares products each needs but 
does not yet possess. Multiply this 
by $10.00; a conservative average 
unit cost; the result will stagger you. 
Then add your share of almost a 
half billion dollar replacement busi- 
ness; irons, toasters, and other com- 
mon products 

Become aware that this potential 
exists—not tomorrow, but now—in 
every salesman’s territory. 
out after it. Beat the bushes 

You will find this approach to 
electric housewares makes both dol- 


Then go 


lars and sense. 


*Mr. Oliver also is the Chairman of 
the Sales Promotion Committee of the 
Electric Housewares Section of the Na- 
tional Electrical Manu- 
facturers. 
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Reported by A. W. Hooper 


OW can the electrical housewares industry 

with total retail sales of $600,000,000 last 

year boost its annual volume to at least one 
billion dollars ? 

The Electrical Housewares Section of the Nation- 
al Electrical Manufacturers Association believes it 
has the answer in a full-scale merchandising and 
promotional campaign, designed to encourage the 
purchase of electric housewares items as the “first 
choice for every gift occasion.” 

The sponsors of the campaign, twenty-five electric 
housewares manufacturers, point out that the gift 
market is a multi-billion dollar field and that electric 
housewares industry should be able to capture at 
least a one billion dollar share of it. 

Here is how the campaign will operate: 
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The entire program is aimed at the retail level. 
\ll of the merchandising aids and promotion material 
is designed to build sales for the appliance dealers, 
public utility companies, department, drug, hard 
ware and jewelry stores. 

Participating manufacturers of electric housewares 
will provide basic campaign posters and window 
streamers, They will offer suggestions to the con- 
sumer through national advertising and publicity 
Retailers will be encouraged to join the program 
through well timed advertising in the trade press 
Magazines, radio, television and syndicated columns 
will be used to urge consumers to make electric 
housewares the first choice for every gift occasion. 

The sponsors of the campaign have outlined the 
details to resident buying offices, trade groups and 
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your first cnoice ror 


Mortner’s Bay Girts 


and WY gift occasion 


associations, chain stores, house organs and electrical 


leagues throughout the entire country 


The Distributor’s Part 

You will note that the entire program is funneled 
through the wholesale distributor. The success of 
this worthwhile campaign depends largely on the 
support given by distributor salesmen, 

It will be his job to place the material in the 
hands of the retailers and to explain the operation 
and benefits of the campaign to them. The salesmen 
will be able to obtain matted ads, headings, copy 
suggestions for the dealers to use in local advertis 
ing. The salesman can supply his dealers with mer 


chandising helps such as gift certificates, display 





ideas, gift packing hints, posters and window stream- 
ers. 

The electric housewares “gift” campaign has pro- 
vided a large amount of carefully-planned sales tools 
for your dealers. A large amount of time and money 
has been spent in putting together this campaign. 
The distributor salesman of electric housewares who 
conscientiously provides his dealer customers with 
all the details of the campaign, and in addition, ex- 
erts extra effort in promoting its use, will not only 
be building additional sales volume for himself and 
his dealers but will also be cooperating with and pro- 
moting his industry. 

There is no reason why the electric housewares 


industry cannot cash in heavily on such events as 


GIFT CERTIFICATE — New 
idea in the electrical house- 
wares business is the suggestion 
that retailers make available 
gift certificates for their cus- 
tomers. Gift buyers who hesi- 
tate “because someone else may 
be giving them one” would find 
gift certificates attractive. 


GEEFE CERERFECATE 
An Electric Housewares Gift of your choice in the amount of.........is awaiting you at 





presented with the best 








ishes of 
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ANNIVERSARY GIFTS 
and WAY gift occasion 


CARRYING THE STORY to 
the dealer. Harry Pogson, right, 
Hartford (Conn.) branch man- 
ager, D’Elia Electric Co., Inc., 
uses miniature flipover to make 
a presentation of the retailer's 
stake in the Electric House- 
wares “Gift” Campaign. Wil- 
liam B. Collins, left, manager, 
American Refrigeration Serv- 
ice, Inc., an appliance store in 
West Hartford finds the pro- 
gram just what the doctor or- 
dered. 


ELECTRIC HOUSEWARES 
program should be discussed 
fully by the boss and his sales 
forces. Here, Charles D’Elia, 
right, president of D’Elia Elec- 
tric Co., Inc., Bridgeport, Conn., 
goes over the campaign material 
with his Hartford branch man- 
ager, Harry Pogson. 


Mother’s Day, Father’s Day, Weddings, Anniver- 
saries, etc. 
Consumer Benefits 

Here is what electric housewares offer consumers 
when they select them as gifts: 

A gift that is beautiful as well as functional. It is 
a gift that will be admired and appreciated not only 
when received but for many months and years there- 
after. 

Surveys have shown that there are 29 basic ap- 
pliances in the electric housewares line that the 
home needs, yet most homes have an average of 
only 5 items. 

Che complete “all-electric” home sought by so 
many housewives today includes many of the items 
in the electric housewares category 

Electric housewares meet the requirements of 
completely “personal” or “family” gifts 

Electric housewares offer wide choice of gifts 
regardless of budget. 

Dealer Benefits 

Since the campaign has its greatest punch de- 
livered at the retail level, local distributors and 
associations are urged to assist dealers in getting 


April, 1951—ELECTRICAL WHOLESALING 





CONVINCING your’ dealer 
customers to follow the five 
steps outlined on the N.E.M.A. 
Housewares promotion piece at 
the left, will get them under- 
way toward capturing a slice of 
the multi-billion dollar gift 
market. 


YL: 


your first cnoice ror 


[FATHER’S [ay Girts 
and VY gift occasion 


MEMBERS OF THE ELECTRICAL HOUSEWARES SECTION 


American Electrical Heater Co The Fresh’nd-Aire Company 
“AMERICAN BEAUTY” (Div. of Cory Corporation) 
, **FRESH'ND-AIRE” 
Arvin Industries, Inc. 

“ARVIN” General Electric Company 

“GENERAL ELECTRIC” 

Camfield Manufacturing Company : 
' General Mills, Inc. 


“BLUE RIBBON’ 
Home Appliance Dept 
Casco Products Corp. BETTY CROCKER” 
“CASCO” 
Hamilton Beach Company 
Chicago Electric Manufacturing Co. Div. of Scovill Mfg. Co. 
“HANDYHOT” “HAMILTON BEACH” 


Cory Corporation The Hobart Manufacturing Co 
“CORY” “KITCHEN AID’ 


The Emerson Electric Mfg. Co. Knapp-Monarch Company 
“EMERSON -ELECTRIC”’ “K-M" 
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the utmost benefit from the campaign by making 
individualized promotional plans to tie in with the 
national program. 

The sponsors of the campaign point out that about 
35 per cent of the electrical housewares retail vol- 
ume is done from January through June, and 65 
per cent from July through December. 

The six leading classifications of retail outlets 
for selling electrical housewares are as follows: 
appliance dealers, hardware stores, jewelry stores, 
department stores, utility companies, drug stores. 

Here is what the “gift” campaign can do for them: 

The gift theme will direct traffic to the electric 
housewares department in the “slower’’ first half 
of the year, and particularly during April, May 
and June. 

The gift theme opens up sales for a wider range 
of electric housewares for all homes 

The gift theme will bring the electric housewares 
department an enormous volume now being spent in 
“frivolous” items. 


The Window Display Contest 
One of the highlights of the electric housewares 
campaign for the retailers will be a window display 
contest. 
An “Oscar” in the form of a silver plaque will be 


First Choice For Every Gift Occasion 
Bottle Warmer Blender 
Broiler Coffee Maker 
Corn Popper Clock 
Electric Bed Covering Coffee Mill 
Hotplate Electric Iron 
Ice Cream Freezer Roaster 
Fan Food Mixer 
Heating Pad 
Juice Extractor Knife Sharpener 
Portable Heater Sandwich Grill 
Shaver Toaster 
Waffle Iron Vaporizer 
Egg Cooker Deep Fat Fryer 

Massager Vibrator 


Hair Dryer 





gift window installed during April, May or June, 
1951. 

Individual contests will be held for the six class- 
ifications of retailers of electric housewares: Second 
and third place certificates and honorable mention 
awards will also be made by the judges. Winners 
will be announced at the July Housewares Show in 


] 


awarded to the most resultful electric housewares \tlantic City. 
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BRIDAL GIFTS 
and IY gift occasion 


NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION 


Landers, Frary & Clark Samson United Corp 
“UNIVERSAL” “SAMSON” 


National Pressure Cooker Co. f 
~pansTer The ee ~ hy g. Co. 
National Stamping & Electric Whs. Toastmaster Products Division, 


WHITE CROS: 
McGraw Electric Company 
Nesco, Inc. “TOASTMASTER” 
““NESCO” 


; U. S. Mfg. Cor, 
Oster Monyloctunes Co., John “US evetraic! 
. Waring Products Corporation 
Proctor Electric Company ied ~ 
“PROCTOR” WARIS 


Westinghouse Electric Corporation 


Rival Monafoctaring Co. 
“ “WESTINGHOUSE” 


“STEAM-O-MATI 
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Make Your 
Through 


PERFORMANCE 


Get the deadlier to 
1 STOCK 
2 KNOG 


> ADVERTISE YOUR Putting their empha- 
+ DGPLAY — sis on helping the deal- 
5 DEMONSTRATE 


« PROMOTE MERCY ers move elec- 

? SELL WO tric housewares into 

& RE- 
ORDER the hands of consum- 


ers means profitable 
re-orders for the sales- 
men of Los Angeles 
distributor Sues, 


Young & Brown, Ine. 


steasesecs 
Steere 


By Chas. P. Culbert 


Vice President in Charge of Sales 
Sues, Young & Brown, Inc. 
Sebeatstesteket res Los Angeles 
MERCHANDISE OR DROP DEAD is title of a training program arranged for 
appliance salesmen of Sues, Young & Brown, Inc., Los Angeles distributor, by As told to 
Chas. P. Culbert, vice president and general sales manager, who is pointing out ™ 
fundamentals of working with dealers to get them to move more merchandise. Howard J. Emerson 


HE distributor’s salesman can nature of manufacturing electric of sales for distributor Sues, Young 
increase his volume in electric housewares, in that it requires & Brown, Inc., Los Angeles. 
housewares at a profit to him smaller quantities of critical raw As a sales executive with a life- 
self and at the same time fulfill a materials, insures a supply for a time associated with the merchan- 
double responsibility which he holds longer period. This fact should help dising of electric housewares, Cul- 
during this mobilization period to carry a distributor and the deal- bert says that the distributor’s sales- 
that of increasing volume for his ers through a temporary period of man can increase his volume by 
distributor to take care of increasing major appliance shortages. applying a simple philosophy—“get 
costs, and that of keeping his retail But, in either normal or abnormal the electric housewares you handle 
dealers selling electric housewares times, electric housewares offer the to the retailers and through them to 
at a profitable rate during a period of distributors’ salesmen a sound op- the consumer. Get it in and get it 
uncertain and unstable economik portunity for building sales volume out—so you can get more in and 
conditions and net profits. Electric housewares the retailer can get more out and 
In such a period as the present, are even now a half-billion dollar in- you can get more in—again 1 
the salesman of electric housewares dustry annually, and enjoy steadily again and again,” 
holds to a degree a more important growing popularity. And “with just No successful salesman, or one 
position in relation to his distributor a little effort, it can be made a bil that ‘wants to be successful with 
and his retailers than does the sales- lion dollar industry” says Charles electric housewares, can ignore the 


man of major appliances. The very PP. Culbert, vice president in charge fact that “it is the re-order that 
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Housewares Volume Grow 


Better Dealer-Merchandising 


and that “re-orders result 
from the salesman helping the deal- 
er to sell what he has in stock.” And 
the soundest and surest method to 
get the dealer to sell what he has so 
he can re-order from the salesman 


counts” 


is for the salesman to sell merchan- 
dising plus merchandise. 

Culbert emphasizes this to the 
electric housewares salesmen of 
Sues, Young & Brown by remind- 
ing them that the brands they carry 

21 in all, including such top names 
as General Electric, Proctor, Nesco, 
Dormeyer, Thermador, Cory and 
Silex—have multiple distribution in 
southern California. A dealer can 
fill his stock from any of several dis- 
tributors, get the same quality pro- 


ducts from all. So the salesman 


Connecting link between the 
many functions and facilities 
of the electrical supplies dis- 
tributor and the industry's 
point of profit—the store 
where the dealer gets elec- 
trical housewares into con- 
sumers’ homes—is the dis- 
tributor’s salesman who 
shuttles between the two. 
How the salesman can build 
his electrical housewares 
volume by working with his 
distributor, working by him- 
self, and working with his 
dealers, is shown in the 
following ELECTRICAL 
WHOLESALING photostory 
about H. K. Churchill (right) , 
35-year-old electric house- 
wares salesman for distribu- 
tor Sues, Young & Brown, 
Los Angeles. 


that wants to increase his own vol 
ume in electric 
offer more merchandising services 


housewares must 
than other salesmen are giving. 
To make their bid for increased 
electric housewares volume the sales- 
men at Sues, Young & Brown bring 
a merchandising program to their 
dealers. It is designed to sell first 
housewares stock the 
has on hand—whether or 
not he bought it from SYB. The 
salesmen know that the success of 


the electric 
dealer 


the program will necessitate a new 
order—usually from the SYB sales 
man who helped the dealer move his 
stock. 

Basic in the for the 
dealer is advertising, display, demon 
stration, selling. Culbert points out 


program 


that the initials spell ‘“adds’—which 
it does to the dealer’s profit and to 
the distributor’s salesman’s volume. 

First in the program, advertising, 
requires attention of the 
distributor's salesman if he wants /its 


constant 


dealers to move his merchandise 


Local advertising by the dealer 
serves a double purpose—it ties in 
the dealer with the millions of dol- 
lars of national advertising by elec- 
tric housewares manufacturers and 
gives the dealer a chance at the 
amount of impulse buying that ad- 
vertising creates—and by consistent 
use local advertising establishes the 
dealer in the consumers’ minds as 
local headquarters for electric house- 
wares for their own use or for gifts. 

The distributor’s 


salesman can 
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contribute greatly to the dealer’s pro- 


s 


gram, not only by encouraging him 


» invest his money in advertising, 
in showing him how to do it 
ly. The salesman can bring copy 
and supply the dealer with 
te., that cut down production 


Second in the program that Culbert 
has put into practice through his 
salesmen is emphasis on sales-pro- 
ducing displays 

While NEMA 


i confused industry by standardiz- 


straightened out 


ng on the practical term “electric 


housewares” the salesman should 
never forget that at point of sale 
“traffic” 


Cc ill 


hey are still items. Culbert 


refer to them “exposure 
items.” 

[o increase the re 
build his electric 


ume the distriputor’s salesman must 


that 


vol- 


orders 


housewares 


e that his dealers maintain displays 
that 
tion. He can help by seeing that the 
dealers use the display material that 


create interest, desire and ac- 


manufacturers supplyv—if necessary 


himself setting up the display for the 
the dealer 


can bring 


successful 


dealer He 
ideas 


that 
] } 


eisewhere 


have proven 
in the distributor’s terri 
tory. 
\nd, getting the dealer to put in 
| 


attractive electric housewares dis 


pl ivs is only the first step the sales- 
man must check regularly to see 
} the displays are maintained in 
an attractive manner, that they are 
kept stocked, that 


tered with other things which some- 


they are not clut- 
“rust 
there.’ 


Culbert 


one happened to put down 


instituted a plan, that 
for Sues, Young 


& Brown salesmen regarding this 


worked successfully 


maintenance of displays. Each sales- 
stock of 
dust cloths on which were printed 
“another SYB service.” When the 


l at 


man was supplied with a 


salesman arrive¢ a dealer’s store, 
and while he was waiting to see the 
dealer or the buyer, he whipped out 
the dust cloth and polished the small 
appliances. It could be lack of time 
or coincidence that his dusting and 
polishing was practically always on 
those appliances which he handled, 


and that in the dusting 


process the 


How can you promote housewares sales? 
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lines he carried were moved to the 
choice front locations in the dealer's 
display ! 

Demonstration at point of sale 


made millions of sales—and 


spoiled just as many when improp- 


has 
erly done. 

Culbert has instilled in his sales- 
that “the only direct contact 
between the manufacturer, distri- 
butor and retailer with the ultimate 
the retail clerk. 
well the electric housewares 
from the 


men 


consumer is sales 
How 
handle move retail 
store to the consumer depends in a 


well 


you 


large measure on how you 
train your dealers’ sales personnel. 
The dealer is 


ways, but he 


important in 
from 
the ability 


many 
re-orders you 
only in proportion to 

retail 
moves that merchandise to the con- 


with which the salesman 
sumer.” 

In building their volume in elec- 
tric housewares, the SYB salesmen 
have learned from Culbert that “the 
retail sell most of 
what he or she knows best.” So the 
the 
people to know the electric house- 


sales clerk will 


emphasis is on training sales 


wares so thoroughly that they can 
give an intelligent, forceful and en 
thusiastic demonstration of the pro 
ducts to their prospects. Unlike the 


big ticket items in the major appli- 
ance group, electric housewares sel- 


dom warrant regional sales meetings 
their 


and sales 


trained en 


at which dealers 


men are masse in dem 


onstration techniques. Therefore in 
the electric housewares field the re 


ity for training dealers and 


salesmen is almost wholly in the 
hands of the distributor’s salesman. 
\nd it cannot be “a sometime 


thing” for the salesman who wants 
build his volume. 
product 
demonstration for every retail sales 
the book 
keeper and telephone girl who may 
pinch hit on the floor during lunch 
periods 


to maintain or 


Chorough training and 


person dealer’s 


even 


when a new 
intro- 


\nd then at frequent inter- 


Is necessary 


product or a new model is 
duced 
vals the salesman must find reason 
to review demonstration techniques 
on his line of products, not only to 


isure their being handled properly 


but to keep the sales people’s in- 
terest in his products. 
The 


man is always picking up little ideas 


average distributor’s sales- 
on demonstration and selling as he 
goes from store to store—and these 
little ideas provide the reason for 
calling the retail salesmen together 
for a few minutes in which they 
not only receive helpful training but 
are given a renewed interest in the 
product. 

Selling, in the broadest sense cov- 
ers the other points of advertising, 
display and demonstration, as well 
as the ability to get the order, but 
in his program for his salesmen, Cul 
bert is concentrating on the last 
category. 

Too 
sonnel treat electric housewares too 
literally as The 
distributor’s salesman job is to get 


many dealers and sales per- 
“exposure items.” 


the retail salesmen to recognize that 
standard appliance selling techniques 
will increase their own sales of elec- 
tric housewares just as readily as it 
does on major appliances 
Advertising identifies the store, 
displays create an interest, demon- 
stration holds the attention and ex- 
there’s no 
| 


plains the product—but 


On ks. 


sale until the order is on the 


Learning the customer’s needs, 
finding out the use to which the cus- 
tomer will put the appliance, finding 


out what brand she has now, judg- 
ing the propect’s ability to pay 
hniques. 


these are standard selling tec 
Coupled with them must be obvious 
for the appliance, intel 
the pro 


enthusiasm 
; 


ligent presentation of how 


duct will fit customers’ needs, back- 
manufacturer’s repu 


tation for quality and on the 


ground on the 
store’s 
reputation for service. Equally im 
portant is a demonstration that en 
ables the prospect to handle the ap- 
“pride of 
feel, and finally the all-impor 


pliance and get the owner- 


ship’ 
tant ability and willingness to clinch 
the 


it will increase 


sale at the right moment when 


the dealer’s sales 
and profits from electric housewares. 

And to the salesman for the dis- 
the and 
their staff to put such selling effort 
into their work 
in constantly 


tributor, training dealers 


will pay dividends 


re-orders. 


increasing 


See following pages 
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RELAYING LOCAL MARKET DATA. Salesman Churchill confers 
with general sales manager Culbert (right) to bring him latest 
information on dealers’ activities, movement of goods and other 
market facts in his own territory 


Work As A Team 
with your associates 


Whereas the ultimate objective of the electric housewares distributor's 
salesman is to get merchandise from the dealers’ stocks into the hands 
of consumers, all his work is not at dealer level. His work is not only in 
the dealers’ stores, not only that which he accomplishes by himself, not 
only that done in cooperation with those who operate the wholesaling 
concern—it is all three, individually attended, properly coordinated that 
result in building the salesman’s volume 

Important is the salesman’s cooperation with the other departments 
and functions of the wholesaling concern. As the only one who knows 
intimately the daily conditions, problems and personalities at retail level 
in his territory there is no substitute for his judgment and assistance 
to those people who back up his field selling with the internal operating 
functions of distribution. 

Some of the types of assistance general sales manager Culbert gets 
for the Sues, Young and Brown organization from its field salesman is 
shown here in these ELECTRICAL WHOLESALING pictures of SYB 
salesman H. K. Churchill at work 


ASSISTING WITH PROMOTIONS. Salesman Churchill is helpful to 
promotion manager Frank in determining methods of adapting pro- 
motions to individual facilities of dealers in his territory. Here they 
look over material for a fan promotion 


HELPING WITH INVENTORY. Keeping close to his 
firm’s inventory enables Churchill to give extra effort 
on slowing lines. Culbert checks SYB’s perpetual in- 
ventory system to advise Churchill on such products. 


SUGCESTING PROMOTICNS. Salesmen can bring in 
from the field ideas that may make distributor-spon 
sored promotions. Churchill tells Culbert and prom 

tion manager Frank (center) how a deaier is pushing 
an item 


AIDING WITH DEALER TRAINING. To build his 
volume, salesman must assist in arrangements for such 
SYB dealer training meetings as the one shown below, 
then use leg and phone work to get dealers to attend 





A. Attending all manufacturer- 
sponsored sales meetings is a must 
for salesman Churchill. After such 
a meeting he goes up with extra 
juestions for G.E.’s Glen Harker 


Work By Yourself 


Preceding and following calls on retailers, the distribu- 
tor’s salesman has a variety of little and big personal 
jobs that contribute in an important way toward build- 
ing his electric housewares volume. 

Keeping records, charting the progress of each dealer, 
studying competition's methods, reading business pub- 
lications, studying product literature, spec sheets and 
price changes are but a few of the jobs that when 
carried out build a salesman’s selling strength, in- 
crease his value to his distributor and his dealers. 

Culbert has trained and encouraged the Sues, Young 
& Brown salesmen to do the supplementary work that 
supports their selling. Churchill is no exception. The 
camera catches him in a variety of extra curricular 
activities other than those mentioned above 


B. Acquiring product knowledge by 
using products he sells prepares 
salesman for competent training 
of his dealers. Here Churchill 
studies an instruction book 





1. Arriving at Nash's, Pasadena, 
Churchill checks on store traffic, 
notes positioning of his displays, 


etc., before visiting with buyer 


5. Churchill encourages special dis- 
plays of his products. Here he 
shows dealer Hosie how a house- 
ware rack achieves eye appeal 


Work With 


Your Dealers 


Only re-orders are profitable to the distributor's sales- 
man and to the distributor. Re-orders are obtained by 
working with the dealer to merchandise his present 
stock of electric housewares so successfully that he 
moves them quickly and profitably into consumers’ 
homes, and thus has to re-order. 

Unlike most major appliances, electric housewares 
have multiple distribution. So the distributor's salesman 
in electric housewares, the distributor's salesman must 
handle the same brand names. To build his own volume 
in electric housewares, the distributor's salesman must 
offer his dealers not merely merchandise but assistance 
in doing effective merchandising. The sal must 
have the know-how and the show-how to help his 
dealers move products across the counter, and do the 
job so well that the dealer will want to re-order from 
him. 

Those basic principles of building electric housewares 
volume which Chas. Culbert has developed and in- 
stilled in his salesmen take a Ict of work to carry out— 
but the salesmen have found it to be profitable work. 

How SYB salesman Churchill works with his dealers 
to help them move electrical housewares profitably is 
seen on these pages as ELECTRICAL WHOLESALING 
accompanies him as he calls on D. Russell Hosie, buyer- 
manager of electric housewares at Nash’s, a Pasadena, 
Calif., department store 





2. He brings trade news, sales 
ideas, sincere interest in problems 

an approach which builds con- 
fidence in dealers such as Hosie 


6. SYB’s_ advertising-promotion 
man, Peter. Frank (right), is 
called in by Churchill to work with 
Hosie on cooperative campaign. 





ita 


C. Salesman should get dealers to 
use displays even if it means roll- 
ing up his sleeves and assembling 
sample displays as Churchill is 
doing here in SYB stockroom. 


3. Churchill discusses construction of an electric houseware 
with group of Nash’s sales people. He realizes thorough 
product training of dealer's sales personnel is his responsi- 
bility and that it contributes to his getting the re-orders. 


7. Special order sheet showing individual dealer's rate of 
sales for each item and normal stock is carried by Churchill 
and other SYB salesmen. Thus, dealer Hosie can re-order 
easily, with little chance of overstocking any item. 


D. Churchill arranges 
help dealers to get a profitable turnover. He 
often makes a personal 
dealer needs in an emergency. Here he signs for etc., from SYB’s promotion mate 
some with asst. warehouse manager Art Week 


special services that 


E. To help his dealers do full mer- 
chandising job on housewares, he 


delivery of items a collects stuffers, newspaper mats 


rial stockroom for distribution 


Sf fy 
y 


iy 


é 
Ex | 
= J 


4. To step up ability of dealer's staff to demonstrate and 
close sales, Churchill keeps them alert on techniques, may 
pinch hit for salesman on floor, as he is doing here 
while salesman Robt. Sommerville looks, listens and learns 


8. Salesman should assist dealer in getting good service for 
the products he sells to him. It helps keep his lines sold, 
helps build dealer's reputation. Here Churchill discusses 
service problems with assistant buyer Virginia Cartwright 


eT RT 








GX : r 
with UNIVERSAL Electric Appliances 


Ze) - 
Put your sales effort behind NEMA’s ey 
Cs 


nation-wide promotion to make Electric Housewares 


Ran 
OF A BILLION DO 
a ae 


“First choice for every Gift Occasion.” It’s your big 
opportunity to cash in on the billion dollar gift 
market. NEMA posters, publicity, and display kits 
are available . . . see that your retailers tie in, it will 
mean greater sales for them—bigger profits for you! 


And be sure to build your sales around the famous 
UNIVERSAL appliances . . . known the country 
over for quality and excellence. Their beauty and 
automatic features make Universal Electric 
Housewares wélcome gifts for any occasion 

the year ‘round. 


Universal Cook-a-Matic 


Universal 
Stroke-Sev-r Iron 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. Copyright 1951. L¥&C 
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CHRISTMAS lighting inspiration to commuters on Pennsylvania R.R. in 1950 was view of Hyatt plant at Harrison, N.J. 


Be Top Man On Christmas Lighting 


Start Your Dealer-Sales Drive Now 


Advance selling plus continuous follow-up bring top sales of Christmas Lighting— 
now a $80 million industry. It no longer means just tree sets but includes 
lighted-up ornaments, novelties, outdoor residential and institutional dsplays. 


T IS estimated that last 
this country invested more than 
eighty million dollars in Christ 


mas lights and illuminated holiday 


year 


decorations. I use the word invested 
because there is a growing realiza- 


he 


tion as to the importance of t 
Christmas lighting 
in spreading holiday cheer. 

a rapidly 
growing business. With the excep 
tion of the years, when 
duction was halted, and the use of 


role played by 
Christmas lighting is 


war pro- 


power for such purposes was re- 
stricted, there has been a remarkable 
increase in annual sales. While there 
available, 


are no hgures 
based on trade reports, it is esti 


accurate 


mated that in the best year prior to 
the war, sales never exceeded fifty 
million dollars. 

Most of this “topsy-like’”” growth 
in Christmas lighting sales is direct- 
ly tied-in with the tremendous in- 
crease in new home ownership. All 
about us we see the largest home 
building boom in the history of this 
Each and every 


country. one of 


y gosepn ° arc 
By Joseph H. Ward 


Executive Vice President 
Noma Electric Corporation 


these proud new home owners is a 
cash-on-the-line customer for Christ 
mas lights. Best of all, it’s like eating 
peanuts, they start 
first string of lights there is no tell- 


once with the 


ing where they will stop. In com- 
munity after community competition 


Joseph H. Ward 
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between neighbors for the most at 


tractively lighted home is growing 
by leaps and bounds. 
And that to be 
start. With 
good local selling, the idea spread 
like wildfire. The potential market 


proves just the 


proper pre motion and 


has barely been touched. The sales 


saturation point is nowhere in the 
foreseeable future 

Since most of the total volume of 
Christmas lighting is channeled 
through distributors, it 


is only common sense for them to 


wholesale 


encourage the growth of this busi 
ness in every possible way. 

Unfortunately current shortages 
of critical materials probably will 
limit the manufacture of Christmas 
lighting decorations for the 1951 
Christmas. Crystal ball predictions 
are foolish. At this time, it’s any- 
body’s guess as to what the supply 
situation will be, come next Decem 
ber. 

Much of Noma’s production fa- 
cilities have already been converted 
to defense orders. The same applies 
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OUTDOOR displays are becoming more 


o other manufacturers of quality 
Christmas lighting products as well. 

Regardless of the supply of lights 
available, the wholesale distributor 
is urged to use caution in buying. 
Short supply does not always guar 
sale of inferior lighting 
Wholesalers and retailers 
overboard on 


had n 


intee the 
products 
who went cheap im 
sad e€X- 


ncurring the ill will 


ported lamps any a 
' 

perience, plus 

f some of their best cust 


Che 


regard | 


mmiers 


average consumer has come 
hristmas lights with a 
ritics han ever before 
new Spapers 
varned him 
interior qual 
wn that most 
an extra 


satetyv. 


market 

not sell today 
\lthough pro- 
actually start 
great vol- 


Week 


motional 


programs 


Thanksgiving the 


iround 


ume of Christmas lighting sales is 


made in the two 


Christmas. It is a type of 


weeks prior to 
merchan- 
dising that requires careful buying 
part of the wholesaler and 
careful the retailer. In- 
ventory control is of the utmost im- 
portance, 


on the 


selling to 
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elaborate with 


Speedy reorder deliveries are 


equally important. Since the selling 


period for Christmas lighting is lim 


ited, reorders should be handled on 


1 priority basis whenever possible. 
They should not be held up awaiting 
the arrival of non-seasonal merchan- 


dise for shipment of the 


complete 
order at one time. Many wholesalers 


have built up a highly lucrative holi- 
l I > hy ‘ ‘ tee) +1 
day business by guaranteeing daily 


deliveries of lights 


Since the average lesaler sells 


‘tailer many aside fron 
lig ts 
le 


Christmas wise t 
werload the 
not 


are 


ime % 


° 
rease his 


time promot 


attracts to out-of-traffi 


sections If displays ire 


vailable see dealer ne 
ivallanle } alet gets one 


Remind hi I » should place 


marking his 


signs in 


store iting Head 
hood. 


is Christmas Lig 
quarters for the ne ighbor 

Department stores are doing a 
whale-of-a-job with “Trim The Tree 
Departments.’ fast 
with in mail order 


lurn-over is 
traffic, 
, ; 
sales always run high 


store and 
Here is a 
profitable source of business for dis- 
tributers who are equipped to drop 
ship on a daily basis. Best of all, de- 
partment stores seem to do a better 
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+ + « introduction of many new techniques for decorating. G.E. photos. 


on priced, higher profit, 
Many 


stores will request the distributor to 


higher 


job 


illuminated specialty items 


instruct their sales clerks as to the 


important sales features of the mer 
chandise 
out 


The popularity of community 


door lighting programs is gt 


wing 


by leaps and bounds. The per-per 


son cost is usually small, vet every 


body shar benefits. Such a 
program eople in a happ 
j 1 


frame of mind, which in turn 


displays. 
1 


Mill 


is residents 


like [os Angeles, 
Allentown, 


rations 
Kansas Cit 
Bethlehem d other places 
\l ny 
compete wit! 
other and take great pride in 
more beautiful lighted 


tions and 


Denver 
} too nu 
lerous to mentor 


" ymmmuni 


ties actively one an 
having 
business sec 
surrounding residential 
ter way to pub 
a community as a wonderful 
and live 


areas. There is no bet 
licize 
place in which to work 

A successful 


program naturally 


more over-the-counter sales 


outdoor 


means 


of outdoor lights. Since 
lighting means higher dollar volume 


per unit sale, it is a source of busi- 
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DISPLAY 


ness that the wholesale distributor 
will do well to investigate 

Recently we published a commu 
nity lighting plan book. It was sent 
to Junior and Senior Chamber of 
Commerce groups, Rotary, Kiwanis 
and Lions Clubs, Veterans’ organi- 
zations, Electrical Leagues and as 
sociations, utility companies, elec- 
trical contractors, local newspapers 
and other organizations interested in 
sponsoring community Christmas 
lighting programs. Most electrical 
wholesalers received a copy. 

To date the 
phenomenal. Inquiries began pour- 
a rate that taxed our or- 


Many « 


mentioned budgets a 


have been 


results 


ing in at 


ganization f the inquiries 
long with ar 


Guest for further information con 
cerning the subject. Wherever pos 


sible we referred these inquiries 


YOU can insure movement of Christmas lights from counter 


at Hyatt plant in 1950 points out potential industrial 


market 


the nearest electrical wholesaler, o1 


lealer recommended by a _ whole- 


saler. Many sizable sales resulted 
from those inquiries 

It is interesting to note that here 
is a market that seems to be waiting 
to be sold. A wide-awake electrical 


distributor can strike pay-dirt on 


almost every turn 
that a 
effort on the part of 


retailer and electrical contractor puts 


experience has 


shown cooperative selling 


the wholesaler, 
: ‘ > 1} > } " heir 
a handsome proft in each of their 
pockets. 

Any 


calls for long range planning 


1 1 . = 
worthwhile sales program 


While 
the present supply picture looks 
somewhat uncertain, we see no rea 
son for not being prepared in tl 
event things take a turn for the bet 
ter. 


The dav of so called “scare 
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is rapidly on the w 
ost of living rising almost 
people, through necessity, 
more sel 


} “wn 
pecoming 


7 
buying. They are |} 
for value rather 


bargains 


Chis applies to | 
1] +} 


is W asa 


distributor alrea 
the rafters second 
merc] mK » I the 

these inventories 


would be as useful and salable as 


a boatload of left shoes. Many banks 
and lending institutions are indicat 
ing a reluctance to finance inventor 


ies of this type. Storage charges 


ome high, particularly on merchan 
dise that cannot be sold until Christ 
mas 
It is wiser to be safe than sorry 
Check each dealer’s last year’s sales 
Place your orders accord 
In the 
receive all tl 
work out 
a fair and equitable allocation system 
with dealers. Cull out the 
fringe accounts and stick to dealers 


carefully 
Don’t go overboard 


ingly 


event you do not 1¢€ 


Christmas lights you need, 
your 
who have done a good selling job 


Most important, try t 


help the dealer who is growing as a 


in the past 


result of merchandising know-how 


Do your best to restrict your 
orders to better quality holiday met 
chandise. Better quality products are 
usually more stable in price and are 
salable. It’s a 


1 


Iristmas . . 10 


always more long 


ts things 


way to Cl 


can happen 


. +. to user by campaigning now. Noma Electric photos. 





First Choice with Customers and Retailers alike... 


THE 


ce TOASTMASTER 
| Wem 
Elodie foo 


FIRST CHOICE FOR First Choice with Customers! 


Everyone hopes the gift he gives will be appreciated. And the 
‘Toastmaster’ Toaster always is. For America’s most-wanted 
toaster is recognized everywhere as the finest of its kind. The 
gift buyer doesn’t question its quality. No one doubts its abil- 
ity to give lasting service. No one wonders what sort of wel- 
come will await it. That’s why people buy with such confidence 
They're convinced that money can’t buy a finer toaster. And 
they are comfortable in the thought that the one to whom they 
give the ““Toastmaster’’ Toaster is also aware of that fact 





First Choice with Retailers! 








Yes, first choice because it's presold 

as no other automatic toaster is or 

ever has been. Easier selling means 

less time per transaction—lowest 

cost per sale. But important though 

these immediate benefits are, there 

are others that are equally profit- 

able. When you sell the ‘“Toast- DU marteey ~ 
master’’ Toaster you automatically A\ 
create another satisfied customer 

You know that this toaster stays 

sold. And people always return to 

the store that handles trouble-free 


merchandise. Times being what 
they are, the practical, long-lasting 10 ( $] M AST E R 
gift was never more popular. So 
this spring, push electric house- 
wares—first choice for every gift oc —s2 GB. Nas Cm, 
casion. And remember the ‘Toast- y Y- 
Toaster—first choice *TOasTMAsTER” is a registered trademark of McGraw Electric Company, makers of “Toastmaster: 


master’ * : . 
Toasters, ‘“Toastma'er and “Scotch Knight” Water Heaters, and other “Toastmaster” Prod- 
with customers and retailers alike ucts, Copr. 1951, Toastmaster Propucts Division, McGraw Electric Company, Elgin, Mlinois 
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Come Take A Trip To The Toy Fair 


Pictures by A. W. Hooper and G. Ganzenmuller 
Lyrics by O. Fred. Rost 


Though Christmas trade seems months away 
Your Dealers must be stocked today 

And ’cause of some things you'll run short 
And might want fill-ins of a sort 

We crashed the country’s big TOY FAIR, 


Studied the maze of Christmas ware, 
And then kept our Camera Clicking 


To help you with your “side-lines” picking. 


Royal Electric Co. 
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Noma Electric Corp. 


Ray-O-Vac Co. 





TREE SETS and TRAIN SETS top the list 
Of lines that simply can’t be missed 
When Salesmen load the dealer’s stock 


For profits in his Christmas sock. 





The Lionel Corp. The Thomas Co., Inc. 








The A. C. Gilbert Co. 


oO 


Farrell Display Products Co. Peerless Tree Lite Co: The Colber Corp. 





Addresses of manufacturers are available by writing the editor. 
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And—comes the time when things get tough 
With tree sets gone—not bulbs enough 

Don’t Squawk! But hatch some innovations: 
Sell ORNAMENTS and DECORATIONS! 


Noma Electric Corp. Clem Co., Inc. United States Electric Mfg. Co. 








Addresses of manufacturers are available by writing the editor. 
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And—Don't forget that kids with trains 

Want other toys, like TRUCKS and TRAINS 
While the ELECTRIC ANSWER MAN 

Has tripped up many a quiz-kid fan. 





Vibro Roll Products, Inc. 


Electric Game Co. All American Toy Co. 





Addresses of manufacturers are available by writing the editor. 


Walter Conley Co. 


ACTION LIGHTS SALES 


Electric Game Co. 
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And then for other girls and boys 
Stock plenty in—and outdoor toys 

POOL TABLES, GAME BOARDS, MOVIE MAKERS— 
and PHONOGRAPHS find ready takers 

While for outdoors there’s WAGONS, SLEDS, 
TRICYCLES, GO-CARTS, CHAIRS and BEDS. 


Highland Mfg. Co. 


Auto-Wheel Coaster Co., Inc. 


Junior Toy Corp. 


= : ise 


Den-Ricks Products, Inc. South Bend Toy Mfg. Co. 0. W. Siebert Co. 











Addresses of manufacturers are available by writing the editor. 
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And—If the “BIG-SHOT” salesman hollers, 
‘cause sales don’t run to hundreds-o’ dollars 

Tell him: While ‘““White Goods” famine strikes 
it's “SWITCH TO MINIATURES and bikes. 


Memory Shoe Corporation 


Wilson Brothers 


Tacoma Metal Products Co. Excel Movie Products, Inc. 


Alas—Alas—That dazzling Toy Fair 
Made us forget Electric Houseware 


So reader dear, turn to the pages 


That sketch the salesdrive of the ages 


Then gear your team into the boom 
That'll make your housewares volume zoom 
Not just when Christmas time is here 


But week on week, right through the year. Wolverine Supply & Mfg. Co. 








Addsesses of manufacturers are available by writing the editor 
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LIGHTING DREAM HOUSE — 


Build Residential Lighting Sales 
With The Light Conditioning Plan 


What the Home Light Conditioning Program offers Reported by 
to the electrical wholesaler and his salesmen: George Ganzenmuller 


1. A long-range sales approach to lighting the homes of HE Home Light Conditioning 
America. It means selling the final result: lighting Lighting Program —— 3 
for the room, not just the lamps. iad ap ae a - e008 ae 
. The opportunity to stop thinking of lighting as a ‘‘sup- cational and sales program designed 
ply” item and give it all the flair and salesmanship ip ae Oe 
that make up appliance merchandising. Hs 1 


wired homes of this countr 
. A plan for minimum investment in lighting stocks. [t is designed to utilize every forn 


Only one lamp in each classification is needed to be of advertising, Sars, | 
education—those already 
and others to be developed 


- Also a plan that doesn’t cal! for building up an en- It contemplates the use of rew 
building as a demonstration ot 


right by recipe standards. 


tirely new investment in lamp and fixture stocks. Many ' “oe 
results; to estabDliis 


pieces now on hand will fill recipe standards. oad exw dunes 
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Audible “humming” from a fluorescent ballast is highly annoying . . . yet some 
people believe this noise is an unavoidable part of fluorescent lighting. 


This is not true. Seldom do you hear a CERTIFIED BALLAST that is properly 
installed in a ftxture, It operates efficiently and quietly. 


Freedom from noise is but one advantage of CERTIFIED BALLASTS. You also get... 


® Maximum light output (poor ballasts may reduce light by 20%) 
® Full lamp life (poor ballasts may shorten lamp life by %) 
® Long, trouble-free, dependable service. 


CERTIFIED BALLASTS are made to exacting specifications, then tested and checked 
by Electrical Testing Laboratories, Inc. 


@ Complete information on the types of CERTIFIED 
BALLASTS available from each participating man- 
ufacturer may be obtained from Electrical Testing 
Laboratories, Inc., East End Avenue at 79th Street, 
New York, New York 


ww 
CERTIFIED Participation in the CERTIFIED BALLAST program is 


open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


(-fameteD BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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continued addition of hundreds of 
thousands of under-wired and 
under-lighted homes to the 38 or 
40 million already in existence. 

Naturally, the question arises as 
to what effect the international situ 
ation has on the policy regarding 
this comprehensive program lav ‘ch- 
ed last October by the General 
Electric Co. What is the thinking 
as to the future? 

At this writing, the Home Light 
Conditioning Program will continue 
virtually unchanged. However, if 
changes in the present war economy 
dictate a modification, the home 
light conditioning activity will be 
changed in keeping with the situa 
tion. 


Fewer Demonstration Homes 


With restrictions in home build 
ing and conservation in materials for 
the defense program, there will be 
considerable tapering off of demon- 
stration homes. Efforts will be con 
centrated on application of basic 
“lighting recipes” to existing homes 
For it is no secret that seeing condi 
tions in the average American home 
are well below the standards estab- 
lished by the lighting 
committee of the Illuminating En 


residential 


gineering Society. 

Leaders in the lighting industry 
point to the fact that the U. S. gov 
ernment, during World War II 
recognized the need for good and 
practical illumination in the homes 
of persons engaged in war produc- 
tion. 

Obviously, a war worker suffering 
from attributable to 
seeing conditions in his home could 
not be turning out his best day’s 
work in the factory where war goods 
were being forged. With the specific 


fatigue poor 


lighting recipes devised by the resi- 
dential lighting section of the Lamp 
Department available, it appears to 
be more important that a home light 
conditioning program be in force in 
these times of emergency than ever 
before. 

To be successful, such a program 
must be bold and dramatic, and it 
must be built around the simplest of 
lighting recipes—recipes which may 
be quickly understood from a simple 
drawing—and_ recipes which will 
permit both the rating of individual 
pieces of lighting equipment and 
their correct placement in a room. 

To do this, the recipes must deal 
with simple situations and then be 


How New Homes 


READING AND TV VIEWING: Builder 
Equipment—Moe Light, Inc., 


wall bracket; Philmar Products Co., 


Are Being Light Conditioned 


Mavec Construction Corp., Euclid, Ohio; 
25-in. table 


lamps equipped with 50/150-watt bulbs 


DINING ALCOVE: Benuska Construction Co., Cleveland, Ohio; Equipment—-Moe 
Light, Inc., wall bracket and ceiling fixture; Aurora Lamp Co., certified senior 
floor lamp equipped with 100/300-watt bulb 


to consolidation into an en- 
for a complete room. The 
which have been developed 
and on which this program is built 
supply those fundamental needs for 
the first time. Without them, any 
such program must fail. 

The Home Light Conditioning 
Program is essentially a local pro- 


sul ject 
semble 
recif eS 


gram which assumes the proportions 
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of a national program through the 
cumulative effect of many local pro 
grams tied together by national ad- 
vertising and national editorial sup- 
port. Therefore, there are not fixed 
rules to be observed, and the greatest 
flexibility is offered to each com- 
munity 

In essence, the program calls for 
local leadership by the electric utility 
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BE SURE ——" LIGHTING VALUE 
— 





Make sure of the answer to two questions: 
What will it do for me? And — what will it cost? 
Here are Miller's answers to both 
Miller lighting equipment — Fluorescent, Incandescent, 
and Mercury-vapor, covering a wide range of industrial 
and commercial requirements — will gi»- 
you high lighting efficiency, and years of service. 
It is built on an 8-Point QUALITY standard, with rigid “Truss” 
construction, certified components, Bonderite-treated steel, and long-life finishes. 
Three elements must be considered in figuring cost — 
first cost, installation cost, maintenance cost — overall cost. 
Miller lighting equipment has engineering feature. 
which make for easy installation and maintenance, 
which explain its LOW OVERALL COST. 
You can light with confidence the proven Miller way 
| | Miller field engineers and distributors are 





conveniently located for nation-wide service, 


THE satiler COMPANY wmerivden, CONN. 


SINCE 1844 


ILLUMINATING DIVISION: Fluorescen', Incondescent, Mercury Lighting Equipment 
HEATING PRODUCTS DIVISION: Domestic Oil Burners ond Liquid Fuel Devices 
ROLLING MILL DIVISION: Phosphor Bronze and Bross in Sheets, Strips and Rolls 
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... With All Rooms 


Following Specific 


Lighting “Recipes” 


READING IN BED: Builder—Mavec Con- 
struction Co., Euclid, Ohio; Equipment 
Verplex Co., pin-to-wall lamp equipped 
with 150-watt bulb 


DINING ALCOVE-KITCHEN: Builder—-Gerome G Capretta 
South Euclid, Ohio; Equipment—tLightolier, Inc., dining area 
ceiling fixture and kitchen ceiling fixture; Moe Light, Inc 
lighted wall valance and over-counter fixture; Elco Products 
over-sink fixture 


and the coordinated effort of all oth 
er local groups such as wholesalers, 
contractors, builders, architects and 
all channels of distribution. 

There is an educational job to be 
done. The recipes must be adver 
tised and disseminated to build a 
growing acceptance of these recipes 
rhe availability at local level of 
suitable fixtures and portable lamps 
must be assured. And a merchandis- 
ing program to get such equipment 
sold and installed is vital 

rhe encouragement of employees 
of the electrical industry to install 
lighting of minimum standards in 
their own homes should be made a 
major factor in any local program. 

Behind these local programs will 
be found a representative group of 
manufacturers of fixtures and port- 
able lamps to make available a suit- 
able diversity of equipment both as 
to design and as to price. There also 
will be a program of national adver- 
tising in support of these local pro 


grams. 
An Auspicious Start 


This movement has gotten off to 
an auspicious start. The first recipe 
book came off the press the first of 
October, 1950. By January Ist of 
this year the sale of this book for 
distribution had passed the million 
mark. This becomes significant when 
compared to the fact that the hitherto 
most popular piece of literature on 
residential lighting never passed a 
total of 50 thousand copies, even in GENERAL LIGHTING: Builder—Gerome & Capretta, South Euclid, Ohio; Equip 
two'to three vears. ment— Moe Light, Inc., lighted wall valance and wal! bracket; Colonial Premier 

’ ‘ Co., junior floor lamp equipped with 50/150-watt bulb; Aurora Lamp Co 

A survey of 106 utility companies 28-in. table lamp equipped with 50/150-watt bulb 
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It's attractive 


Tie in with Light Conditioning—with 
this booklet of “recipe” fixtures 


! 


It's pocket-size ! 


it's practical ! 


~ 


Utility lighting people who wish a copy 
of this new booklet “Light Conditioning by Virden’”’ 
may secure it from their nearest Virden wholesaler. 


hid 


Make this booklet a springboard for your sales 
activity on light conditioning! 


Through its tested recipes for better lighting, Light 
Conditioning opens the greatest opportunity in years 
for the sale of residential lighting fixtures. 


Now this booklet which shows lighting fixtures by 

Virden that fit those recipes offers a practical 
follow-through to serve and sell customers who want 
action! It shows room by room the fixtures they need, 

tells how they'll help, and where to get them. (Has 

ample imprint space, front and back). Naturally it 

points out that fixtures by Virden offer pleasing design, 
good lighting performance, lasting service and extra value! 


John C. Virden Compeny ° Cleveland, Ohio 
Wember emerican Home Lighting Vustitate 
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HAND SEWING: What To Use—swing-arm type floor lamp 

with top diameter of diffusing bowl 8 to 9 inches: 50/100/- 

150-watt three-light or 150-watt bulb in diffusing bowl; or 

50/100/150 watt or 150-watt white indirect bulb with harp, 

plus 32-watt circline fluorescent tube in either case. Benefits 
40 footcandles of diffused light right on the sewing 


“Recipes” Are Fitted To Specific Seeing Tasks 


SHAVING: What To Use—Three fixtures with either fluores- 
cent tubes (15 to 20-watt units are minimum recommended) 
or incandescent bulbs (60-watt minimum with opal glass 
shades) . Benefits—arrangement lights whole bathroom; ample 
light (30 footcandles) on sides of face and top of head 


FACIAL MAKE-UP: What To Use—pair of dressing table or 
vanity lamps with white, pale ivory or champagne shades; 
30/70/100-watt frosted bulb or standard 100-watt bulb 
Benefits—gives even light (‘about 20 footcandles) on both 
sides of the face; no color distortion 


READING, WRITING, DRAWING: What To Use—two wall! 
lamps with top diameter of diffusing bow! 6 inches; bottom of 
shade is 10 inches across, depth is 6'/2 inches; avoid dark 
colored shades or shade that are bright when lighted; |00-watt 
frosted bulbs. Benefits—even light (40 footcandies) over 
whole desk top, which is free for books and papers 


made recently (and still in progress ) 


shows that 54 have definite local 


progrems formulated. Some of these 


cover a number of communities, and 
others may still formulate their pro 


grams. This seems probable because 


84 of these utilities are either cur 


rently distributing or have ordered 
for distribution quantities of the 
recipe book, “See Your Home in a 
New Light.” 

Also 38 either have already had or 
have definite plans for one or more 


demonstration homes; some 11 have 
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plans for the encouragement of thei 
employees and 7 have perfected 
plans for a merchandising follow-up 
This survey, when completed, should 
include 300 or more operating utility 
companies 

At present, there are several man 
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ROYAL Chyatal” “cece 
tHe Oniginal cinss-toP FUSE 


. and LEADER ever since! 


ROYAL-NOARK XavewadZ CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


. sO easy to assemble! 


ROYAL-NOARK ow-Kcvewreble CARTRIDGE FUSES 
5 ways better....on the INSIDE.... 


where it counts! 


WRITE FOR CATALOGS 


PLUG FUSES © CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS © TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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ing fixture, and four portable lamps. Fluorescent or lumiline 
lamps are used behind the valance and cornice 


LIVING-DINING AREA: This light-conditioned room is illum- 
inated by lighted valance and lighted wall cornice, dining ceil- 


It Means Thinking Of “Room Lighting” Not Individual Fixtures 


LIVING ROOMS: Valance lighting plus incandescent floor and 
living room 


table lamps illuminate Dayton, Ohi« 


irers of residential lighting fix 
who have put themselves o1 


d as planning to supply the 


r equipment—and most of then 
v have such equipment avail 
\lso, many manutacturers 0 
similarly 1 


portable lamps are 


record, and have equipment avail 
rhese fixture and lamp manu 
getting out 
demonstration 


andise tl 


abl 
lacturers are catalog 
sheets, booklets and 
pieces of the mercl ley aré 
making to meet the recipe standards 

National advertising has appeared 
scheduled in Ladies Home 
Better Homes & Gardens, 
Saturday Evening Post, the Fred 
Waring television program, radio 
spots and a schedule of trade papers. 


and is 


Journal, 


(left sim 


electrical wholesaler and 


his salesmen, the Home Light Con 


litioning Program offers a new 


ong-range sales approach to light 
ing the 


involves a 


homes of America, 


new oncep 
It means selling the 
onditioning for the 
the lamps. 


Flair, Salesmanship Needed 


Lighting used to be and still is a 


“supply” item to many wholesalers’ 
salesmen, This thinking must stoy 

It needs the flair, salesmanship, mat 

ket analyses and all the other things 
that make up an appliance merchan 

dising program. 
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ilar basic recipe lights Flint, Mich., living room (right) with 
decorative effect enhanced by mantelpiece light 


Now for the first time the elec 
trical wholesaler and his dealer cus 
tomers have a plan for minimum in 
lighting They 


lamp in ea 


vestment in stocks 


need have only om 


to be right by recipe 


I 


classification 
standards. 


Much Present Stock O.K. 


Neither the 


nor his dealer cust: 


al wholesaler 

ymers has to build 

up an entirely new investment 
stocks to be 


Many of 


lamp and fixture 
light conditioning program 
the pieces they already 
the recipe standards 
What is needed is a realization by 
lighting and lamp retailers of the 
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Leadership 


Wherever you see the REVERE Trade Mark, you may 
be certain that fine lighting exists. The best in engineering 
skill, the best material that money can buy, the best in 
assembly and construction, go into every 
REVERE Unit. That’s why REVERE 
Floodlighting is constantly gaining in 
favor throughout the land. 


: Single and 
Double Arm 
Octagonal 
One-Piece 
Standards 


ALSO 
-— A FULL 
LINE OF 
a. LUMINAIRES 
> ") 
ey me. 
5 Sion 
Single and 


uble 
Obstruction 





——_S 
— 
— by 
—_—_—_— ? 
—_—_— 
—— 
— 
_ 
Ag 
— 


Originators of the 
Famous Hinged 
Floodlight Pole 





Also Hinged 
STREET LIGHTING 
STANDARDS 


Ultra High and High 


\ Intensity Runway 
a Markers for Airports 


5-Light Cluster with 


300-500 Watt Lamps. 
Slips 2° stub over 


cei, THE GREATEST NAME IN LIGHTING 
6011 BROADWAY . . . . CHICAGO 40, ILLINOIS 
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Many Aids Are Available To Help You Sell Light Conditioning 


SEE YOUR HOME 
IN A NEW LIGHT 


Light Conditioning Program Kit 


tremendous profit potential that ex 
ists in the relighting of 40 million 
homes. And the bringing about of 
this understanding is the job of the 
salesman. 


electrical wholesaler’s 


Teach New Concept 


He must teach dealers, electrical 
contractors and builders to think of 
“room lighting” instead of individual 
lamps and fixtures. This concept can 
be implanted in many One 
way would be to present dramatic 
demonstrations of light conditioning 


ways. 


fixtures in his company’s showroom. 
Builders should be made aware of 
the prestige, publicity and good will 
that will accrue to them as a result of 
associating with the electric utility 
on programs the Home 
Light Conditioning Program. 


such as 


They should also be informed that 
light conditioning a home does not 
price it out of the market. For ex 
ample, one builder who had a light 
conditioned demonstration home on 
his project sold 8 houses during the 
demonstration period. He is going 
to put the “fixed” lighting called for 
in the recipes in his 92 other homes. 
He will have to add only $300 to 
each house to make this possible. 

Even the manufacturer of prefab 
ricated homes fits into the picture. 
He might be interested to learn that 
he can put a lighting specification 
sheet as an “extra” in his houses. 


SKETCH BOOK 


of Home Lighting 
Display Suggestions 





a * erucoas @ suserose 


Home Lighting Display Suggestions 


Provisions for making possible 


the recipe lighting in new homes 
calls for adequate wiring. Connecti- 
cut Light and Power Co. combined 
recipe lighting and adequate wiring 
in its demonstration home. Builders 
can do this throughout the country, 
though on smaller scale than was 
previously contemplated. 

Reliable analysts point to the fact 
that present restrictions on financ- 
ing will reduce the number of private 
homes started this year. Defense 
housing units, however, are expected 
to total 300,000 units. Man- 
power and materials will be made 
850,000 units. 


sonic 


available for about 
Minimum levels of essential lighting 
for seeing appear to be desirable in 
these for 
conservation of evesight and energy. 

In the that the 


utility taken the 


defense workers’ homes 


event electric 
initiative 
the Hom«e 
Program, the 
another 


has not 


in local promotion of 
Light Conditioning 


electrical wholesaler has 


selling job on his hands. It might 
be up to him to convince the utility 
of the advantage of leading the local 


program 
Good Public Relations 


If so, he might point out that the 
utility can reap many obvious bene- 
fits of good public relations by spon- 
soring this program which entails 
eyesight conservation ; that it is also 
good public relations to get people to 
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Booklet For Home Owners 


buy existing lamps and fixtures that 
give at least minimum lighting 
] 


critical 


will 
standards with a minimum of 
material 

Such an approach would certainly 
work in the wholesaler’s favor since 
there is a trend for electric utilities 
to get out of the merchandising busi 
ness where wholesalers and retailers 
aggressive 


will do an intelligent, 


selling job on lighting 


Expect Ups And Downs 


Bigger than any one 


the Home Light Conditioning Pro 
yram is the first sound and practical 


comipany, 


plan ever developed for large scale 
selling of home lighting. Shortages 
and emergencies will give the pro- 
gram ups and downs but if sight of 
the objective is not lost it will go 
ahead in spite of all obstacles 
Today there is enough merchan 
dise available to make the Home 
Light Conditioning Program a suc 
cess. There is also enough generator 
capacity in the nation’s utilities be 
cause the need for electricity for ad 
ditional home lighting comes not at 
the peak time but during the “val 
ley” period of the load curves 
Thus, is it stands now, all of the 
elements of residential 
lighting program are present. That 
is, all but one: expert local selling 
And that is the ingredient that the 
electrical wholesaler’s salesman must 


a successful 


supply. 





new! top value! Mode! No. 2198— 
latest MITCHELL 8-foot 2-lamp 
Slimline industrial unit— the low- 
cost, high-efficiency fixture of a 
thousand uses. Features: Strobo- 
scopically corrected, Instant- 
Start, 1-piece 8-foot channel, 
2-piece reflector, push-type 
lampholders ... U/L approved, 
union-made and guaranteed. 


full size! low cost! Modei No. 2099—top 
value in super-efficient industrial light- 
ing. Uses 2-T-12 40-watt lamps. Fea- 
tures: 13” wide reflector, 5” Hi-Effi- 
ciency lamp spacing, heavy all-steel 
construction . . . U/L approved, union- 
made. Ideal for low-cost lighting over 
assembly lines. 


unbeatable buy! Mode! No. 2098—rug- 
ged, dependable 2-40 watt industrial 
unit designed for smooth, high-intensity 
lighting in plants and shops. Heovy all- 
steel construction, easy versatile mount- 
ing, advanced-design reflector. Lowest 
cost quolity industric! on the market. 


the dollars are in MITCHELL! 


You don’t have to be an expert to know where the Insure your position in the industrial lighting market now- 
lighting dollars are going today. And the men who know write today for full information on the dollar-making 
industrial lighting can tell you from long experience that complete MITCHELL Industrial Lighting Line. 

the way to make those dollars is to sell the MITCHELL 
Line. Here’s why: 1. You have a full line of models to 
fill all industrial needs—and each model is a volume 


Mitchell Manufacturing Company 


‘ : : Anse 2525 N. Clybourn Ave., Chic 14, Ulinois 
seller. 2. You have quality—the top lighting efficiency In Canada: Mitchell Mig. Co., Ltd., re ohend gen. Vienne 


and exclusive operating and maintenance features that Send full specifications on MITCHELL 
have made MITCHELL the preferred name in industrial L__} Industrial Lighting Units. 
lighting. 3. You sell a prestige product—E.T.L. and 
R.L.M. certified —U/L approved—union-made—guar- ; Name 





anteed for one full year. 4. You have a selling edge — 
because MITCHELL quality, geared to big volume pro- 
duction, costs less and sells for less. 


Firm 





Address 
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NPA Order M-44 


\ planned production program 
for the heavy power equipment in 
dustry has been established bv the 
National \uthority, U 
S. Department of Commerce, ette: 
tive March 16 

Che 
said, to 
tion ot 


Production 


program is required, NPA 
assure the orderly produc 
essential power equipment, 
including power boilers, steam tur 
bine and internal combustion engine 
electric generator sets, steam con 
densers, electrical transformers and 
other heavy equipment needed in 
the electric power expansion pro 
gram. It is also designed to prevent 
the use of critical materials in the 
production of less essential units 

NPA also announced that priority 
assistance may be given to manu 
facturers of heavy power equipment 
who encounter difficulty in obtain 
ing the copper, steel and aluminum 
they require to meet the approved 
schedules in the program to make 
sure that electric power will be avail 
able when needed to meet new de 
and normal defense 
power requirements 

Today's order (M-44) affects the 


production of all heavy power equip 


fense k ads 


ment costing $5,000 or more. Equip- 
ment costing less than $5,000 is ex 


empt from the order. 


N.P.A. Order M-4 
(Amended) 


Store space in department stores 


may be altered or improved at a 


cost of 25 cents a square foot of the 


occupied space within a 12-month 
period, the National Production 
Authority, U. S. Department of 
Commerce, ruled in an amendment 
to its basic construction order, M-4. 

Office and loft buildings and ho- 


granted 


$5,000 


tels had previously been 
this 
small job 


exemption from the 


limitation which applies 


» construction tor amusement, rec 


or amusement purposes 
tio 


most constru lassi 


J mr 
ied com 


commercial. Speci 


I 
uction costmy more 
lll job allowances may 
menced only after auth 
vranted by NPA 
Phe 


hotel as 


amendment al ‘fines a 


- ither or bot] an ¢ stablish 
ment furnishing sleeping accommo 
guests or an 


g 
l hot 


for transient 
establishment 


lations 
classifie« as a 
1 ~ oa hh! . smn! 
under applicable state, municipal o1 
local Authorization is 
of hotels 


tourist camps, but not for apart 


other law 
required for 


ind 


construction 


ment houses and private residences 

NPA defined construction cost as 
the total expense for demolition of 
structures in 


existing connection 


with a new construction, for site 


and for 


building 


preparation, building ma 


: lq} 
equipment, labor 


terials, 
and services used in the construction 
of a particular building, structure ot 
project, by whomever spent. It does 
include the 
the land 
aC quisition, attorneys, architects and 


financing.” 


not cost or personal 


property or expense tor 


rhe agency pointed out, however, 
that in computing costs for hotels, 
offices and loft buildings and store 
space in department stores at 25 
ents a square foot of the occupied 
space, both construction cost and 
all other expenses or charges inci 


dent to the work shall be included 


General Wage 
Regulation 8 
(Including Amdt. 1) 


The general regulation was issued 
because some collective bargaining 
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contracts and some wage al ary 


plans in existence on January 25 


the effective 


price and 


tions contamed 


sequent changes in wag 


ges and sal- 


changes depend on tne 


’ 


down—in the cost 


adjustments called 


for within the next few months will 


¢ upward because the cost-of living 


has been rising since the Korean 


the most reases 
covered percent 


illowable rise in general regulation 


No. 6. However, a few of the exist- 


ing contracts and plans will provide 
future lor 
the 
General Regulation No. 6 


ncreases 


in the neat 


somewhat exceeding allowable 
hgure 
makes no provision for such cases 
This regulation, with certain limita 
the 


provisions 


will operation of 


until 


11ons, permit 
cost-of-living 


1951 


such 
june 30, 


General Wage 
Regulation 9 

This general wage regulation was 
issued to provide procedures for ob- 
taining approval of rates of wages, 
salaries, and other compensation for 
employees of new plants, enterprises, 
and other employment units. 

rhe 


plant, enterprise, or other employ 


term “new plant” means a 
ment unit, which on January 25, 
1951, had not commenced the pro- 
duction of the materials or services 
tor which it was established or con- 
verted 


General Wage 
Regulation 10 


This regulation 
recognizes, within prescribed limits, 


general wage 
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A wow of an idea that sells 
Sylvania Tubes by the case 


Now your customers can buy Sylvania Tubes in lots 
of 24 or more with the understanding that these 
tubes have got to be the best . . . or customers 

get their money back. 


That's the substance of the most dramatic and 
compelling fluorescent lighting offer ever made. 


Today this offer is being placed before millions 
of readers in big, smashing, full-page ads in 
Time, Business Week, Newsweek, Today's Business, 
and Electrified Industry. Also in Chain Store 
Age, Purchasing, and a large group of 
important industrial magazines. 


In addition, the nation-wide TV show “Beat 
the Clock” is broadcasting Sylvania’s great 
offer to prospects everywhere. 


So, urge your dealers to get in those Sylvania 
tube orders today. Tell them if they stock 
up and follow up, they'll be sure to clean up. 
For full details see your Sylvania Repre- 
sentative or mail the coupon NOW! 





s 
YlLVa NIA 4 NNOUNCES 


HVE more light 


®7d mointoin Color ond 


fo cel me petal wert a OF 
Gnetnye tase niet Comtrmctes ar? 


229) 


Sylvanie Electric Products Inc. 

Dept. L-7004, 1740 Broadway 

New York 19, N. Y. a 
Please send me new folder — 
Sylvania’s remarkable fluorescent lighting 


plan. 
Name_— ee at 


——_———_$——— 


Street _—__—___——_ 
_____ Zone——State. — J 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS: ELECTRONIC TEST EQUIPMENT: PHOTOLAMPS: TELEVISION SETS 
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that a tandem relationship and prac- 
tice existed on and before January 
25, 1951, whereby general rate in- 


creases of some employee units were 
dependent upon and governed by 
negotiations, agreements, and rate 
movements of other employee units 
of the same employer, or of other 
employers in the same industry and 
labor market area. 

General Regulation No. 2 author- 
ized general increases provided for 
by written agreement, executed on 
or before January 25, 1951, or for- 
mally determined and communicated 
to the employees on or before said 
date. These increases were by the 
terms of the agreement or communi- 
cations to take effect and be applic- 
able to work performed on or before 
February 9, 1951, 

his 
permit, 
general 


regulation 
under 


is designed to 
certain conditions, 
increases in tandem 
relationships, which, by well-estab- 
lished practice, would have auto- 
matically been put into effect and 
have been applicable to work per- 
formed on or before February 9, 


1951. 


those 


Activities Of General 
Interest To Wholesalers 


e Edward P. Morgan, the Office of 
Price Stabilization’s Assistant Di 
rector for Enforcement, has direct 
ed his field investigating staff to be 
gin an immediate nationwide check 
to make sure that manufacturers and 
wholesalers are keeping full price 
schedules and records required by 
the price control program. 

Morgan told his staff that 
already indicates 
there is widespread non-compliance” 
with the record-keeping require 
ments of OPS. 

He said the national OPS office 
soon would send to all regional and 
district offices a manual outlining in 
detail exactly what records must be 
kept by manufacturers and whole 
salers in order to comply with the 
law. This manual will be followed 
up by a second booklet dealing with 
retail merchants’ record require- 
ments. An investigation of retailers 
is expected to begin on a nationwide 
basis sometime after March 22, the 
date the record requirements become 
effective 

“OPS regulations with regard to 


“Evi 


dence received 


the keeping of records are designed 


NOT only to permit business people 
to determine their proper ceiling 
prices but also to facilitate any inves- 
tigations by OPS to determine the 
validity of those ceilings,” Morgan 
said. 

e In response to many questions 
from the field, the National Produc- 
tion Authority has issued a number 
of explanations to aid in the under- 
standing of its construction order, 
M-4. 

Construction and buildings, which, 
according to the National Produc- 
tion Authority, require NPA auth- 
orization are: 4-H Club, YMCA, 
YWCA, YMHA and similar build- 
job printing establishments, 
cold storage food lockers, farmers’ 
cooperative stores handling food or 
other agricultural products, restau- 
rants open to the general public, 


ings, 


storage facilities for consumer goods 
or personal affects (in cases where 
a manufacturer of consumer goods 
has a wholly owned sales subsidiary 
corporation, the subsidiary company 
may not commence construction of a 
warehouse for storage of these goods 
without obtaining an NPA author- 
the warehouse 
would be used in the distribution of 
the consumer goods rather than in 
direct connection with their manu- 
facture), public garages, or other 
public parking facilities, baseball 
field floodlighting systems, ski lifts, 
bathing facilities, and outdoor fire- 


ization, because 


places in parks and forests 

NPA, in explaining its construc- 
tion order, M-4, further states that 
no authorization is required to con- 
churches, 
offices, if 
they do not include space for any 


struct schools, libraries, 


medical buildings, post 
other use, livestock judging build- 
ings at a state fair, if not used for 
amusement, recreation or entertain- 
ment, radio, television stations and 
buildings for the primary purpose 
of publishing newspapers, books or 
periodicals, food processing plants, 
restaurants in factories, for exclus- 
ive use of factory personnel, stor- 
age buildings used in manufacturing 
or processing or for wholesaling of 
food products, tobacco warehouses, 
buildines for the storage, sales, re- 
pair of business machines (but if 
such‘a building were to be used for 
repair work for the general public, 
the part devoted to this purpose 
could not than $5000 
without authorization from NPA), 


cost more 
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parking garages adjoining new 
apartment houses, if the garages are 
part of the apartment projects, for 
the sole use of its occupants, and if 
they render no commercial services, 
hangars for the storage, mainte- 
nance, and repair of commercial 
aircraft, terminal facilities for truck- 
ing companies or common carriers, 
which will be the occupant, 
warehouses and garages for use ex- 
clusively in gas distribution systems, 
site clearing in parks and forests, 
development of gravel roads, park- 
ing areas, walks, beaches and pic 
nic tables in parks and forests, zo- 
ological and botanical gardens, and 
toilet facilities in parks and forests 

Expenses which must be included 


sole 


in construction costs, according to 
NPA, are those incurred in demol- 
ishing any existing building on the 
site preliminary to the new construc- 
tion, laying pipes, tanks, and pumps, 
and installation of acoustical tile, 
while architect fees, and legal fees, 
except in the case of office and loft 
buildings and hotels where altera- 
tions are permitted at $.25 a square 
foot of the occupied space, cost of 
moving a building to a new location, 
gasoline dispensing equipment, in 
cluding underground tanks, cost of 
items which are to be reused rather 
than newly acquired and alterations 
made in buildings, such as shifting 
of portable partitions, need not be 
included in evaluating costs. 

If in the process of construction, 
it becomes apparent that the cost 
will exceed $5000, even though it 
was started with the expectation 
that costs would run below that fig 
ure, construction must be halted un 
til NPA has acted on a required 
request for exemption. With regard 
to actual “commencement” of con 
struction, the agency points out that 
the driving of permanent piling con 
stitutes “commencement” of 
struction, whereas execution of con 
tracts for a proposed construction 
does not. Furthermore, new com 
mercial construction on the site of 
a demolished building may not be 
started without NPA authorization 
whether or not the builder plans to 
reuse the footings and foundations 
of the demolished building 

The issuance of an NPA author 
ization to commence construction of 
any building will not assure the sup 
ply of materials, the 


agency explained 


con 


necessary 











At Kalamazoo, Michigan 


ry 


L. R. Klose Electric Co.'s 


New headquarters building 


RESPECTED and admired by 
wholesalers and manufacturers 
throughout the nation as the guid- 
ing hand behind the successful 
record of L. R. Klose Electric Co. 
is Mrs. Lucille R. Klose 


TRIBUTE to the skill with which Mrs. Klose has directed the firm is this new building. 


—— 


BEAUTY and style of interior fixtures and lamps is enhanced 


LIGHTING showrooms occupy a prominent place in the build- 
by background of birch furniture and deep cocoa-brown walls. 


ing. Simulated outside walls are used to show outdoor fixtures. 
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OFFICE of L. R. Klose Il, treasurer, exemplifies 
good taste in planning executive offices. 


THE L. R. Klose Electric Co. of Kalamazoo, Michigan 
has just moved into a new building that incorporates all 
the modern facilities and streamlined exteriors and in- 
teriors that its owners had dreamed of and found de- 
sirable during over forty years of operation as electrical 
wholesale distributors—in buildings that were generally 


everything but suited to that line of business. 

Orchids for having planned for and executed this move 
to modernity must go undeniably to Mrs. Lucille S. 
Close, president and general manager of the business 
who among other accomplishments enjoys the distinction 
of having been the first member of her sex to be ex- 
tended full fledged membership in the National Asso- 
ciation of Electrical Distributors. 

When nearly two decades ago upon the death of her 
husband, Mrs. Klose found herself left with an active 
and growing wholesale electrical business, she faced the 
choice of leaving its management in the hands of others 
or taking the reigns in her own hand. 

She chose the latter course, and in the intervening 
years has built up a record not only for increasing the 
stature of the business steadily but also for having earned 
the respect and admiration of a host of wholesalers and 
manufacturers throughout the country. 

Her pet project in recent years has been first getting 
a suitable location for that new building and then get- 
ting it planned and erected. Now completed the new 
home of the firm incorporates everything needed in a 
modern wholesale establishment to provide operating 
efficiency plus all facilities for giving the customers the 
utmost in service. 

Associated with Mrs. Klose in the operation of the 
business are: her step-son L. R. Klose 2nd, treasurer; 
J. H. McGlinsey, vice president; and E. F. Rhod, vice 
president and sales manager. 
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ENTIRE building is on one floor and has each department carefully located 
for maximum efficiency. All offices have modern equipment and latest lighting 


NEAT and orderly, the city counter area of Klose Electric is 
set up to provide fast, efficient service to its customers 


= 
AMPLE space for receiving and shipping is provided in the ware- 
house which occupies major part of the building's 24,000 sq. ft. 


107 





Idle Displays Gather No Dollars 
....+ Make Them Work For You 


Helping his dealers to plan and set 
up retail displays is a function of 
the electrical wholesaler’s sales- 
man; he should provide this service 
realizing that his return will de- 
pend in no small degree on whether 
these displays do the real selling 
jobs for which they were designed 





porates 











HAND LAMP. Featuring a t mod t and t FLUORESCENT LAMPS. Fou; ty th f 
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IN an outdoor test area, a 74, million volt 
bolt of lightning is shot at a test line to 
help determine the effects of lightning on 


power transmission lines. 


NOISE similar to that caused by fireworks at a July 4th celebration resounds 


through laboratory as arcs of high voltage electricity rise 20/ feet into the air 
from three revolving electrodes when a 60-cycle, 3-phase electric arc is created. 
Arcs like one shown are studied as part of research into high voltage phenomena. 


They’re Taming Thunderbolts 


studies on lightning in order to bet- 


At its new high voltage engineer- 
ing laboratory at Pittsfield, Mass., 
General Electric Co. is continuing 


ter understand the phenomena and 
to minimize its destructive effects. 


STRAND of copper wire disappears in a streak of flame as 5 
million volts of electric power are surged along it. According 
to engineers at the high voltage laboratory, the wire is com- 
pletely vaporized by the sudden discharge of electricity. 


ENGINEER makes adjustment on a “sphere-gap” measuring 
device. By charging the balls with electricity until a spark 
jumps between them, engineers can determine the magnitude 
of the voltage applied in terms of the distance between balls. 
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By Alfred Byers, Executive Secretary 


National Association of Electrical Distributors 





WHOLESALERS MEET Di! SALLE 


\ delegation from N.A.E.D. par 
ticipated in an all day conference at 
Washington early last month with 
Price Administrator Michael V. Di 
Salle and his top assistants in OPS. 
The conference, arranged by the 
Wholesale Trade Advisory Commit 
tee of the Department of Com 
merce, was attended by representa 
wholesale trades 


tives from many 
Prior to the luncheon session, NPA 
officials appeared for the purpose of 
discussing developments under NPA 
regulations and their effects on 
wholesaling 

N.A.E.D 
Benjamin Gross, Gross Dis 
New York, N.Y., 
vice president of the Association 
and chairman of the Appliance D1- 
R. M. Johannesen, Johan- 
nesen Electric Company, Greens- 
boro, N. C., N.A.E.D. vice president 
\pparatus and 


Representatives from 


were: 


tributors, 


Inc., 


vision ; 


und chairman of the 
Supply Division ; George F. Hessler, 
vice president, Graybar Electric Co., 
Inc., New York, and a member of 
N.A.E.D.’s Executive Committee ; 
Paul O. West, president, Doubleday 

Hill Electric Company of the South, 
Washington, D. (¢ 
of the special Defense Committee of 
the Wholesale Trade \dvisory Com 

mittee ; and your reporter, as a mem 

ber of the Wholesale Trade Advis- 
Department 


and a member 


ory Committee to the 
of Commerce. 

As spokesman for the delegation, 
and one of the first to address Mr 
Di Salle, Mr. Gross explained the 
hardships imposed on distributors by 
the price freeze. He also suggested 
the remedies for removing present 
inequities, and putting pricing reg- 
ulations in line with traditional 
wholesaling practices and customs. 
These suggestions were the basis for 
the definite proposals offered in sub- 


110 


sequent resolutions adopted by the 
conference and transmitted to the 
Office of Price Stabilization for their 
consideration. 

Mr. Gross emphasized the impel- 
ling need for early relief from the 
present freeze order which forces a 
definite loss on distributors in many 
lines by prohibiting them to pass 
along price increases set by manu- 
Mr 


rec 
recog 


facturers 
Di Salle 
nized the need for providing some 
relief and indicated their intention 
of taking some action 


since the base period 
and his associates 


N.A.E.D. AREA MEETINGS 


-Sinee our report of last month, 
area meetings of N.A.E.D. members 
Detroit, Cleve- 

Many members 
and their key attended 
these meetings. NPA and OPS reg- 
ulations were the principal topic of 


have been held in 


Boston 


land, and 
executives 


discussion. 
The 
Vews 


instance, as a \ 


\ssociation’s Washington 
Dispatch was cited, in eack 
ital service to mem- 
bers and one whicl 
} 


1 provides them 
with authentic up to the minute 
information on these important gov- 


ernment matters. It also ex- 
pl uned that the 


quarters will 


was 
\ssociation’s head 
welcome specific in- 
quiries from members and that, in 
fact, more and more inquiries are 
being handled dail) 
as a variety of subjects on distribu- 


on this, as well 


tors’ operations 


N.A.E.D.—OPS CONFERENCE 
ON PRICE REGULATIONS 


Travel in other parts of the coun- 
try prevented N.A.E.D. President, 
W.G. (Jim) Peirce, Jr., and Execu- 
tive Director Chas. G. Pyle, from 
attending the 


Line 


Washington whole- 


saler’s price conference early last 
month. they, together 
with Mr. George F. Hessler, as rep 
resentatives of N.A.E.D., conferred, 
later in the month, with OPS of 
ficials specificially regarding pricing 
regulations for distribution of elec- 
and 


However, 


trical apparatus and supplies: 
radio, TV, and appliances 

N.A.E 
D. have been, and still are keeping 


Officers and members of 


in close touch with these particular 
defense developments. Electrical 
listributors perform essential func- 
tions, indispensable to the success 
of our defense program, and equit- 
able pricing regulations are vital to 
the continuance of their 
On this premise, the N.A.E.D.’s ac- 
tivities have 


services. 


been based; and, as 
Charlie Pyle has repeatedly stated, 
in Washington and to 
groups, it is a fundamental economic 
basis for all N.A.E.D.’s_ defense 


entire in- 


\ssociation 


programs on behalf of the 


dustry 


MEETING OF WIRES AND CABLE AND 
ARMORED CONDUCTOR COMMITTEE 


meeting was held, 


\n important 


early this month, by the Wires and 


mductor 
lairman 


Armored  ( 
Daly, c 
. 7" — 4 

committee attended 


Cable and 
Committee, J. D. 
Members of the 


in force and a representative number 


( 
1 


of manufacturers was present also 

Much of the discussion concerned 
the outlook in this essential com- 
modity field and the effects of the 
defense the distributors’ 
expectancy as to type and quantities 
of wires and cables to be made avail- 
able for the months ahead. 

A complete report of the meeting 
has been prepared for distribution 
to all members, containing infor- 
mation helpful to them in formulat- 
ing their plans for the future. 


effort on 
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NEWS 


(Continued from page 63) 


proble Ms, ¢ ompared to the new rop ot 
supply problems spawned by the wide 
extension of the electronic age to the 
irt of 


“The 
dustry,” 


wartare. 
electrical manufacturing in 


Colonel Chevalier said, “uses 
steel, copper, aluminum, zinc, lead, tin, 
textiles, wood, mica, 


cobalt, 


rubber, plastics, 


tungsten, asbestos, chromium, 
nickel, 


this list are copper and steel. Because 


and silver. The bellwethers on 


of its importance as a conductor, cop 
limit 
this 


per supply will most seriously 


output and in most cases where 
does not prove to be the case, the steel 
supply will be the next serious obsta- 
cle. Within the limits imposed by these 
two metals, the others will either be 
adequate in supply or susceptible to 
substitution. 

‘To predict the supply of strategic 
and critical raw materials that will be 
available for various purposes over the 
next two years of special defense ef 
fort is a very chancy business. In the 
Washington agencies we can find com- 


putations indicating requirements far 
in excess of available supplies. But the 
opinion ot seasoned observers is that 
the requirement figures, as during 
World War II, are full of unrealistic 
concepts, and that the cutbacks in ci 
goods for public consumption 


prove to be as 


vilian 
will 
Washington information seems to in- 


not severe as 


dicate. Then, too, orders forbidding 
uses considered to be frivolous or un 
will make materials 


necessary more 


ivailable for the more useful and nex 

essary kinds of consumer goods.” 
Colonel Chevalier also appr 1ised the 

mate 


situation of such other strategic 


rials as nickel-chrome, aluminum, co 
balt, tungsten, rubber, and the problem 
if technical manpower 

Chevalier said, “The key 
the field of 
materials we have almost no supply 


Colonel 
fact is that in strategic 
problems which we cannot handle in 
our strides if we use our imaginations 
and our heads, and have our hearts 
in the right place. The proper use of 
our heads would eliminate the inclina- 
tion to hoard scarce materials which, 
carried far enough, can assure our be- 
ing tied up in a hateful strait jacket 
of price, material and production con- 
trols.” 








Angles on Availability of Appliances 
By William B. Whichard, Jr. 
McGraw-Hill News 


WASHINGTON, D. C.—The government's restrictions on use of metals in 
dealer 


Bureau 

the manufacture of appliances won't make much difference to the retail 
for several months. But it promises to make lots of changes before the end of 1951. 
will be the 


of some models of heavy appliances, especially the fancier, de luxe type jobs. 


First thing the dealer will see—and that very soon disappearance 
Makers of radio and television sets, refrigerators, ranges, washers and other large 


items must drop their luxury models to save metal for standard lines. They haven't 
been ordered to do so by the government, yet—it just makes good sense 

Most dealers won't be able to detect it, but they soon will be getting models 
The like 


copper and aluminum make difference in appearance 
of appliances. And they aren't likely to reduce the quality of the product 


made of substitute materials substitutes—for restricted metals steel, 


won't much the outward 


Standardized models and substitute materials have been coming since early 
this year. The manufacturers saw the handwriting on the wall when the govern 
ment made its first reductions in the amounts of copper and aluminum that could 
be used in civilian consumer goods generally. These orders permitted free use 
of copper and aluminum in functioning parts of appliances and in electric con- 
ductor. But the government warned that further restrictions were on the way 

Standardization and substitution were the appliance makers’ answer. For ex- 
ample, one large manufacturer developed a “conservation model” television re- 
ceiver. It uses no aluminum, and takes even less copper, steel, and other scarce 
metals than is permitted by the various government cutback orders. You'll be 
seeing similar [conservation models” coming soon from the makers of refrig- 
erators and other heavy appliances 

Such widespread use of substitutes is made necessary by the new restrictions 
on steel, copper and aluminum for consumer durable goods. The National Pro- 
duction Authority has ordered makers of a number of items, including appliances, 
to cut back their use of steel to 80 percent of the amounts they used for the 
1950 
average use in the same period, and aluminum to 65 percent 
into effect April 1. 


The copper and aluminum slashes are about as those called for in previous 


same items during the first half of Copper is cut back to 75 percent of 


The order went 


NPA cutbacks on all civilian uses. But the steel restriction is new, the first cover- 
ing that metal. The limit on steel, plus the government's warning that tougher 
limitations on use of all metals are coming, forced appliance makers to turn to 
“conservation models.” 

Sooner or later, NPA probably will back up the metals cutback with orders 
directing appliance makers to use specific substitites for copper, aluminum, steel 
and other scarce metals. All this is being worked out now by industry advisory 
which 


controls agency. 
This means that small producers of appliances and parts will get the benefit 


committees, are collecting information on available substitutes for the 


of much of the substitution research of the larger producers. NPA will make all 


the information it gets available to the entire industry. So don’t worry about 
your supplier if he isn’t big enough to do the research that the large producers 
can afford. On the other hand, he may have more trouble getting available ma 
terials if he doesn't use them in large quantity 

For the long range, the prospects are not too bright for the appliance industry. 
Further reductions in the use of metals will make it tougher for producers to 
NPA has warned that steel 


last 


maintain present output levels. Already will be cut 


another 10 percent—to 70 
July 1 
certain to be even stiffer 
These 
estimating 


percent of 


The 


year’s consumption—for appliance 


production starting fourth quarter (October-December) slash is 


way of 
1951's 


There is no 
will be below 


reductions alone will fewer 


1952 
and substantially under last year’s. 


mean appliances 


production now, but it’s a safe bet it 


Some appliances may disappear entirely because of shortages of other ma- 
terials. Metals like tungsten, for example, aren't replaceable in many products 
That’s why the light bulb makers had to ask NPA for an allocation of tungsten 
The only feasible substitute, molybdenum, is almost as scarce. Zinc, nickel, chrome 
and tin also are rapidly becoming unavailable for any but defense uses. 

But it still is part of mobilization policy to keep as much of the appliance 
and other big consumer goods industries in operation at the highest possible 
level. So, short of a major war, it’s a fair bet that there'll be appliances on the 
market for the duration of the mobilization period. 
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[ never dreamed 
wed sell that many 
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4 
YOu'LL SAY THE SAME, when you start stocking 
Honeywell heating controls! 

It's not only the added volume you get. But 
also the low selling cost and quick turn-over 
gives you a higher profit. 

And it’s so /ogical for electrical wholesalers to 
handle heating controls. Most of them are in- 
stalled by electricians—the same men who buy 














BX and friction tape and switches and 101 other 
items from you. There’s no reason why you 
shouldn't get their replacement business on 
heating controls, too. 

And lots of reasons why you shou/d—lots of 
crisp, green reasons that you can deposit in the 
bank! Why not get started now? 


Honeywell 





Pout in Coat 


ELECTRICAL WHOLESALING—4pril, 1951 





Johannesen Electric Co. 
Announces Promotions 
GREENSBORO, N.C.—A. W. 
Greeson, Jr. has been named vice 
president of the Johannesen Electric 
Co., Inc., according to a recent an- 
nouncement by R. M. Johannesen, 
president. While assuming new du- 
ties, Mr. Greeson will remain man- 


Ed Daniel A. W. Greeson, Jr. 
ager of the organization's electronics 
department. At the same time, Ed 
Daniel was appointed manager of 
the company’s electric supply de- 
partment, assuming the duties for- 
merly handled by C. W. Fields who 
left the company to take up another 
line of work. 

Other personnel changes were also 
announced. James T. Ayers, for- 
merly of the firm’s supply depart- 
ment sales force has taken over the 
territory that was assigned Mr, Da- 
niel. D. C. Hudson has been moved 
up to chief counter salesman in the 
company’s supply department, while 
L. A. Hartsook, Jr. has joined the 
company as a counter salesman. Two 
additions were also made in the 
firm’s office force. Miss Sue Parrish 
has been added as an order clerk and 
Mrs. F. C. Reynolds has joined the 
accounting department. 


Dallas Exposition 


Features Heavy Buying 
DALLAS, TEXAS—The, Dallas 
Lamp, Gift and Housewate Show 
recently wound, up anotheg-Success- 
ful exposition here at the Fair Pak 
Grounds, with heavy buying im‘all 
three classifications of merchandise 
featured at the show. Allen Ray, 
managing director, said that the 
spring showing was far more suc- 
cessful than the fall show, and that 
practically all exhibitors iad re- 
newed contracts for the fall showing 


~ 


scheduled for September 2-7. It was 


Knowing more about Honeywell 
Controls can help you 

make more money. So write 
today for these 


ee | 


Facts you need _FREE! 


Just check space opposite equipment you're interested in, fill in your name 
and address and mail this column to us. We'll get your facts to you 
promptly. 


Honeywell's new Chronotherms are the 
most sensitive, most accurate thermostats 
ever built! They automatically lower the tem- 
perature at night to save fuel; automatically 
raise it in the morning so your customers 
get up in a nice, warm room. A wonderful 
selling point! Available in standard 

or plug-in models. Check here for [] 
further information. 


Ff 


Highly sensitive and dependable, the 
LA401A Combination Furnace Confrol has 
an extremely rapid rate of response. In addi- 
tion to especially easy-to-read settings, the 
LA401A features a linkage stop that makes 
it impossible to adjust the fan-on set- 

ting above the limit control. Check 

here for additional information 


“Day-Nite” control and a positive shut-off 
device distinguish the Honeywell Time-O- 
Stat from ordinary thermostats. The ‘‘Day- 
Nite’’ feature makes possible lowered night 
temperatures with automatic morning pick- 
up. Positive shut-off allows the home owner 
to turn off the heating plant—without 
making a trip to the basement. Check 

here for additional information. 


MINNEAPOLIS-HONEYWELL REGULATOR CO. 
Dept. EW-4-44, Mi polis 8, Mi it 





Nome 





Firm Name— 





Address 








City. 
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SLATER 


npr fs 


customers 
decide! 


Some take your word 
for quality —but they always 

find out for themselves — 

later. When you recommend SLATER 
you can forget about comebacks. 
SLATER’s elaborate “fool proof” 
inspection system is your assurance of 
uniformity. Ask the men who use them 
Sooner or later—they ask for 





SLATER. Send for complete catalog 
and price schedule today. 
Slater Elec. & Mfg. Co., Inc., 


o 4 


Woodside, N. Y. 


r B Gs) F 





SLATER No. 400, 


T-Rated 


flush tumbler switch 


This all ready 
specification grade “On- 
The-Job” designed switch 
now has many additional 
features—an arc-suppres- 
sor never before used (pat. 
pending); sturdier, heav- 
ier Bakelite body rein- 
forced with a_ stronger 
mounting bracket; smooth- 
er, more positive toggle 
action; and terminals flush 
with Bakelite for easier 
wiring. 
Every 
fected; 


detail Slater per- 
Slater inspected. 


4 


popular, 


reported that 2,000 
attended the exposition. 
The buyers, representing 32 states, 
evidently quite willing to buy 
everything offered. George 
Mueller, manufacturer's representa- 
tive, said that the number of indi- 
vidual sales made at his booth were 


nearly buyers 


were 
most 


greater than any previous show and 
that the dollar volume of sales was 
more than at any other spring show. 
George Powell, lamp representative, 
reported that his sales were not as 
great as at the last show, but that 
he did not expect it to be. He was, 
however, “pleasantly surprised” at 
his sales during the recent exposi- 
tion. 

Houseware buyers, particularly, 
were enthusiastic buyers, and hard 
were high in 
There were 
houseware exhibitors 
at this show, with from 35 to 40 more 
lines being exhibited than at the 1950 
Total number of in- 
creased exhibitors at the Fair Park 
showing were 28 with 100 new lines 


lines representatives 
their praise of the show. 


several more 


exposition. 


exhibited for the first time. 

It is believed that the prime rea- 
son for the exhibit’s success was the 
fact that it was all under one roof. 
The buyers were not forced to travel 
to several locations in Dallas to find 
what they wanted to buy. The Fair 
Park also offered more display space, 
thus providing room for larger open 
booths full view of 


the merchandise on exhibition. 


which gave a 





SHAKING hands over presentation 
plaque are Philip Meyerson (left), 
and Jack Tucker of U.S. Electrical 
Supply Co. The award was made to 
both men by the employees of the 
company at their 25th anniversary 
celebration, “as a tribute of admira- 
tion for their spirit of good fellowship 
and humane understanding.” 
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Russell Belden Electric 
Appoints New Officers 
JOPLIN, MO.—The Russell Belden 


Electric Co., electrical wholesalers with 
general offices in this city, recently 
held the annual meeting of its board of 
directors and reelected three top offi- 
cials of the company for 1951. The 
officers reelected include, Fred M. 
Kauffman, president and general man- 
ager ; Tom Carmon, vice president and 
sales manager ; and K. M. Clark, secre- 
tary and treasurer. 

The wholesaling firm has branch of- 
fices in Kansas, Missouri and Arkansas. 





New $500,000 Building eas. 8 
For Texas Wholesaler and It's just as easy 


HASKELL, TEXAS—A three-day to sell these small 


celebration here recently marked the 
opening of the new half-million dollar —" a di 
headquarters of Marlin Associates, ’ ratc et les 
southwestern wholesale distributors of 
electrical fixtures, appliances, supplies 
and equipment. The new building, 
which is of the latest modern design, 
climaxes the rapid expansion of the 
firm which only started operations in 
May, 1945. 
Containing 40,000 square feet of 
floor space, the one-story building is 
constructed of steel, masonry and tile. 
Across the front of the building there 
are large plate-glass windows that ex- 
tend from the floor to the ceiling. 
Throughout the entire building there 
are 800 electrical outlets, each of which 
can be turned off by conveniently 


located switches. The display rooms 
take up about 10,000 square feet of 
fioor space while offices, supply and 


service departments and the warehouse 
use the remaining 30,000 feet. 

Founded by Morris Margolin, the @ These handy threaders give your customers smooth per- 
company started with three employees fect threads—extra fast and easy! Quick get-ready— just 
and 5,000 square feet of floor space in snap in the size die head you want and start threading. Die 
Hawkins, Texas. Today, Marlin Asso- heads snap in from either side—can’t fall out. Dies are pre- 
ciates employs more than 100 people cision cut of fine tool steel. No special dies needed for close- 
and operates in Texas, Oklahoma and to-wall work. Three sizes: RITE(ID No. OOR, \” to 
Louisiana. 1”; No. 111R, 4%” to 14”; No. 12R, 4%” to 2’ — free carriers 

Bendes Sy Mr. Mange, etter with sets. For satisfied customers it pays you to sell these 


officers of the company include: W. A. = 
; ' [0B worksavers. 
Rogers, vice president and general Ri i> 


manager ; Maurice Hoffman, secretary 
treasurer; Charles A. Metzger, pur 
chasing agent and manager of the light- 
ing and appliance department; Eugene 7 k J ee ‘ 

C. Woodall and Robert Shortridge, 2 e \ 
lighting engineers and consultants; 

Ned Hurley, manager of the lamp de- ke ork-Saver Pipe Tools 
partment; Mrs. Frances Young, office 

manager; G. L. McCune, head of the 
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accounting department; L. J. Walter, 
| credit manager; Mrs. Myrteal Nevius, 
interior decorator and lighting con- 
| sultant; Tom Flynn, manager of the 
| apparatus and supply department; 
Harry E. Blanchard, city sales man- 
ager; Barnard Millard, advertising 
and sales promotion manager. Ware- 
house foreman is Edgar Dowler. 


Proposed Excise Tax Hike 
Blasted As Exorbitant 


WASHINGTON — Two top-rank- 
ing officials of industry, each represent- 
ing important associations and the in- 
terests of the consumer, recently 
blasted the proposed 25 per cent Treas- 
ury excise tax as “discriminatory and 
excessive” and destined to curtail sales 
drastically. 

Robert C. Sprague, president of the 
Radio-Television Manufacturers As- 
sociation and president of the Sprague 
Electric Co., told the House Ways and 
Means Committee that the new excise 
tax would decrease sales approximately 


40 per cent and would impose unfair 


MAKE THE price increases upon the lower in- 
ORDER FOR come groups in the country. 


“Tf there is no change in the present 


10 per cent excise tax,” Mr. Sprague 
said, “it is estimated that the industry’s 


sales of radio and television sets at 


oe? 
e 


ANGLE REFLECTORS manufacturers’ prices will be about 
FOR SIGNS Once the men who pay the bills have ex- $1,000,000,000 during the fiscal year 


perience with QUAD REFLECTORS they ending June 30, 1952, as compared to 
are quick to O.K. Quad for new installa- $1,600,000,000 for the calendar year 


tions and replacements. 1950.” 
? He pointed out the vital role the 
Because of wide customer favor for Quad 


it’s profitable to stay with this line. Ease 
of installation and dependability of per- 
formance are among the reasons QUAD 
REFLECTORS sell so well. 


FLOODLIGHTS FOR You'll find the correct unit for most out- 
AREA LIGHTING tess ; or cali 
door lighting requirements in this modern 
and complete line. You'll also find that 
these units are flexible in design, fully 
weatherproof and that the porcelain fin- 
ish is permanent. 


industry plays in the whole defense ef- 





Make Quadrangle your headquarters for 
your outdoor lighting units. Consult the 


Quad catalog—it’s most helpful. 


POST TOP OR PUMP s viata sicatiaaien 
ISLAND REFLECTORS Sold through Electrical Wholesalers. CLINTON H. CURRIER was re- 


cently named assistant manager of the 

| electrical products sales division of 

t the American Steel & Wire Co. Mr. 

Q U A DIR A N G [ c M F G C @) Currier’s appointment fills a vacancy 
e . which has existed since the promotion 

several months ago of Charles H. 


32S. Peeala-S$T. C\HIC AGO +o Pkyt : Eisenhardt to the managership of the 


electrical products sales division. 
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EXAMINING the toys donated by 
Noma Electric Corp. to the “Tide of 
Toys” campaign sponsored jointly by 
CARE and the American Legion are 
(left to right) Frank Gofho, CARE 
executive, Joseph H. Ward, executive 
vice president of the Noma Electric 
Corp., and Warren Rohlfs, president 
of “Advertising Post.” Toys will be 
sent to underprivileged children in 
foreign countries. 





fort and emphasized it is necessary to 
hold the skilled manpower of the in 
dustry in readiness for the anticipated 
military production load. 

Mr. Sprague also urged that the tax 
be removed from those articles, now 


taxable, which go into military, indus- 





trial and other uses, especially on sales 
of equipment to the United States Gov- 
ernment and its agencies 

He noted that even though the tele 











vision industry has made great prog 
ress in 1949 and 1950 it is still in the 


development stage, and tat enciee And every Monarch fuse is ‘‘betfer/balanced" . . . to provide you 


with the safest electrical protectiof possible. This important feature 
: Rapes means that you are fully guarded 6m two possible fuse faults... 
industry has passed through its initial over protection (excessive lags with re ulaht burned out equipment) 
developmental period.” and under protection (faulty fuses sha out at less than specified 
Speaking for the National Automo loads). More and more responsible p in industry are realizing 
bile Dealers Association, Charles ( the value of ‘‘better balance” e two extremes and the 
Freed, chairman of the association’s value of Monarch fuses in providi n fe protection. So specify 
. and insist on Monarch Fus fuse with the exclusive, 
fully approved MONO-LAG link. There's g dealer near you, — write 
for his name, | <<t 


taxes should not be imposed until an 


public affairs committe, told the 
House Ways and Means Committec 
that superimposing this burden on the 
pod exorbitant tax load on passen- OMPLETE LINE OF FUSEs F 
ger cars would bring automotive taxes Bb x CONSTRUCTION & REp 
dangerously near the point of dimin- ott Lac, é, 
ishing returns. Nr 

He termed the present levies of 24 
per cent of the cost of a new car “a 
backbreaking tax burden on purchasers 
of a commodity as essential to the 
American way of living as the automo 
bile is today.” 

He added that on top of these exist- 
ing taxes, the Treasury Department is 
asking to almost triple the excise tax 
on new cars, saying in effect that if 


Anarzch AUT a of oe be 


116 E. FIRST ST. JAMESTOWN, N. Y. 


this proposal becomes law, “the worker 
will have to pay about $2,200 for his 
car, $675 of which would be taxes. 
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Fan Manufacturers Elect 
P. T. Finch President 
DAYTONA BEACH —Parker T. 
Finch, sales manager, Hunter Fan and 
Ventilating Co., Memphis, Tenn., was 
elected president of the Propeller Fan 
Manufacturers’ Association at the as- 


MAKERS 
OF FINE os 


sociation’s annual meeting held recent 


ly in this city 
Vice-president for the ensuing year 
P&S 5464 is B. G. Krause, Air Controls, Inc., 


. Clevelz Ohio. L. O. N > De- 
P&S Pin Type Lampholders— level and, n I fonroe De 
. troit, Mich., was re-elected as secre- 


ideal for temporary lighting 

f) FY | F FS work. Sharp pins pierce insula- tary-treasurer 
tion and ke firm, positive The association, composed of 21 
contact when cap is screwed leading manufacturers of propeller 


down tightly. May be discon- fans, is presently sponsoring commer- 
nected and used over and over cial standards for testing of all types 


_ of propeller fans and installation of at- 
tic fans 
M 0 R : T New Houston Factory 
- A R § Branch For Trailmobile 


CINCINNATI—William A. Burns, 


Jr., vice president of The Trailmobile 

@ P&S Wiring Devices are designed and manufac- Co,, manufacturer of commercial 
tured to unusually high standards for dependability, é ; 

fi . SF . establishment of a new branch factory 

performance and ease of wiring. They meet or exceed in Houston, Texas. He also named 

the minimum safety standards of existing testing John D. Parobek new manager of the 


agencies. branch. 

Mr. Parobek, formerly of the com- 
pany’s sales management department, 
has been with Trailmobile since 1945. 
Previous to that he served three years 


truck-trailers, recently announced the 


in the Army and was associated with 
CCC Highway, Inc., in Cleveland 





PRECISION MANUFACTURING SKILLFUL ASSEMBLY Graybar Promotes Three 
In Company Districts 
For Complete Information Write Dept. W NEW YORK — A. H. Nicoll, pres- 


ident, Graybar Electric Company, re- 


Sold Through Electrical Distributors 


cently announced changes in personnel 


PAS SESE Y ' 0 U R. INC.e SYR A C USE 9 4" y in the San Francisco and Pacific dis- 


tricts. 
\ R. W. Kimberlin, San Francisco 
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district manager, has been elected to| 

membership on the board of directors — 
of the company. He had been district | 

manager since January, 1950. Prior to | 


that he had been district manager of | (pass 
| 
Vs ' ae 


St. Louis for more than five years. 


A native of the San Francisco area, Seer re te! ly ee 





Mr. Kimberlin joined Graybar in 1922 
as a sales record clerk at San Francis- 
co, and spent 24 years in that district. 
He served successively as assistant 
telephone and lamp specialist, sales- 
man, telephone specialist, merchan- 
dising manager, and manager of the | 
Salt Lake City branch. | 
S. W. Scott, who has been district | 
sales manager of the Pacific district 
since 1944, was appointed Pacific dis- | 
trict manager for the company. He suc- | 
ceeds H. L. Harper who will retire in | 
April after heading the Pacific terri- 
tory for 19 years. Mr. Harper will 
serve in an advisory capacity until | 





| 


his retirement. 

Mr. Scott joined Graybar 22 years 
ago as a supply salesman. He has 
served successively as traffic appliance 
manager, merchandising manager and 
hearing aid specialist. 

G. T. Marchmont, Southwestern and 
Gulf Coast district manager, also an- 
nounced that L. J. Olivier was named 
manager of the New Orleans branch 
house. 

Mr. Olivier joined Graybar in 1945 
as a merchandise manager at New Or- “é 
leans. Prior to that he had spent 18 
years with the Louisiana Power and 
Light Company. 


Sylvania Reorganizes 3 BASIC 
Midwest Lighting Sales PLUGMOLD 
SYSTEMS 


NEW YORK—The lighting sales 
central division of Sylvania Electric 
Products, Inc., has been reorganized 1900 — 
into three separate divisions in order 
to provide additional service to cus- 
tomers, it was recently announced 
here by B. K. Wickstrum, general 
sales manager. 

To be known as the Chicago Divi- NOW AVAILABLE! 
sion with headquarters in that city,} § 2100 - 
the St. Louis division with headed 
quarters in St. Louis and the Mil- 
waukee division with the temporary 
headquarters in Chicago, the three 
divisions were created in order to 
facilitate better coverage of the en- 
tire central area. “The operation has WA \ ’ 
become too large,” declared Mr. 
Wickstrum, “to be handled out of 
one division.” 

At the same time, it was an- 





201-NE Plier 


When it comes to equipment on which life 
depends—safety straps and belts, climbers 
and grips, pliers and tools—there can be no 
compromise with quality. 

Nearly a century of experience is back of 
Klein equipment for linemen and electri- 
cians. Today the name Klein is recognized 
for highest quality wherever such equipment 
is used. When life is at stake, only the best is 
good enough. In tools and equipment, this 


5249 Klein-Line best is Kleins—‘“‘since 1857.” 
Too! Belt 
ya ASK YOUR SUPPLIER 


Foreign Distributor: International Standard 


5233 Klein-Kord 
Safety Strap 


1901-M Cl i 
Climber Electric Corp., New York 


If you have not received your copy of 

the Klein Pocket Tool Guide, write 

for one. It will be sent to you with- 
1628-3BH Klein Chicago Grip out obligation. 


Since 1857 


mts KLEIN 


3200 BELMONT AVENUE oe Bom mene) ILLINOIS 


nounced that W. J. Rashleigh, for- 
merly assistant division manager of 
the firm’s central division, has been 
named sales manager of the new 
Chicago Division. Paul T. Owens, 
formerly sales representative of 
lighting products in the central divi- 
sion, has been appointed sales man- 
ager of the company’s new Milwau- 
kee division. Myles Gaythwaite, for- 
nierly assistant division manager of 
the Cleveland division, has been ap- 
pointed sales manager of the newly 
created St. Louis division. These 
men will be responsible for sales of 
all lighting products- and auxiliary 
equipment and will report directly 
to Mr. Wickstrum. 


Refrigeration Groups 
Sponsor Conference 

BUFFALO, N. Y.—The 1951 
Eastern Refrigeration and Air Con- 
ditioning Pieestional Exhibit and 
Conference i held here on April 
6, 7, and &t the Hotel Statler 
and was the last in a series of such 
sectional conferences sponsored by 
the Refrigeration Equipment Man- 
ufacturers Association and the Re- 
frigeration Service Engineers So- 
ciety. The entire 17th floor of the 
Statler was used house the ex- 
hibits and meetings 

The conference ha in interna- 
tional flavor wi the Canadian Re+ 
frigeration uipment Manufac 
turers Association and the Inter- 
provincial Association, both of Can- 
ada, joining ith the REMA and 
the RSES in making it a successful 
venture. Also cooperating were the 
Refrigeration Equipment Whole- 
salers Association and the Refrig- 
eration and Air Conditioning Con- 
tractors Association. 

Approximately 70 of the leading 


g 
firms of the refrigeration and air 


conditioning industry furnished ed 


ucational displays and had factory 
experts on hand to answer techni- 


cal questions 


Fla. Wholesaler Names 
Morgan Parts Manager 
TAMPA, FLA—H. M. Carpen- 
ter, president of Thurow Distribu- 
tors, Inc., electrical wholesaling 
firm with headquarters in this city, 
recently announced the appoint- 
ment of C. E. Morgan as electronics 
and radio parts manager of the 
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firm's Orlando branch. Mr. Morgan 
was one of the first employed by 
the company which was formed 
over 17 years ago. During World 
War II, he was in aviation electron- 
ics with the Navy. 


Toronto Red Seal Shows 
36% Increase in 1950 

TORONTO—A 36 per cent in- 
crease in Red Seal inspections and 
certifications over the previous year— 
a total of 2,515 housing units approved 
in 1950—was reported by A. V. Arm- 
strong, president of the Electric Serv- 
ice League of Ontario at the 28th an- 
nual meeting held recently in this city. 

Mr. Armstrong, vice-president and 
managing director of the Amalgamated 
Electric Corporation Limited, was re- 
elected president of the league at the 
same meeting in which he stated these 
startling statistics. A. W. J. Stewart, 
Toronto Hydro-Electric System, and 
G. W. Patterson, contractor-head of 
Patterson Electric (Ontario) Limited, 
were elected vice-presidents. 

In addition to his report of the Red 
Seal increase, Mr. Armstrong told the 
assembly that there are now 198 com- 
munities with Red Seal homes in the 
province. He attributed the steady 
progress to the cumulative increase in 
knowledge of the Red Seal standard 
and the continuity of league work in 
the consumer field. He also predicated 
the league’s effectiveness in the years 
ahead on the constant attention given 
by the board to possible influences of 
unforseen circumstances such as the 
serious international situation which 
might become apparent in future oper- 
ations of the league. 

In his report for 1950, league man- 
ager John F. Mowat told of effective 
work done at trade fairs, home shows 
and in speaking engagements by the 
league staff. He said that greater em- 
phasis, though, would be placed on di- 
rect contacts with builders and con- 
sumers through new literature and ad- 
vertising and through closer co-opera- 
tion with electric contractors and Red 
Seal representatives who actually close 
the sale of adequate wiring jobs. A 
new illustrated adequate wiring book- 
let is being planned for the early 
Spring. 

Mr. Mowat reported that an addi- 
tional field representative joined the 
league’s staff and still another will be 
added in a few months to keep in touch 
with local adequate wiring promotion 
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ie A 


of all INDUSTRIAL ACCIDENTS 
can be traced to IMPROPER LIGHTING! 


The formula for Good Lighting is the combination 
of proper equipment and simple methods of main- 
tenance. The Abolite Duo-Move System encourages 
regular cleaning habits because Duo-Move units 
can be cleaned and relamped quickly and safely 
without using clumsy ladders. Merely a twist of the 
wrist—reflector and lamp assembly can be removed 
and serviced—another turn and it’s back in position 

no interruption to workers . . . no lost time. The 
Abolite Duo-Move System guarantees maximum 
illumination with minimum service expense. Write 


for the Duo-Move story today! 


THE JONES METAL PRODUCTS CO., 
West Lafayette, O. 





in each area of the province. He 


3 ° e ! 
rce ain nsu ators stressed the importance of these local 
representatives to the over-all Red 


Seal program, and added that these 


A R 7 BU { LT t 0 LAS ? additions to the staff are expected to 
eee increase local Red Seal certifications. 


The advantages resulting from clos- 





er co-operation between the league and 
the Electrical Contractors Associa- 
tion of Ontario were cited by William 
Booth, secretary of the association. He 


nstall expressed the willingness of the asso- 
in 1 8 ciation to avail itself of the league’s 


years of experience in the adequate 
wiring field. The contractors, he stated, 
; were the “front line troops in any 
wiring program” and they, along with 

TILL the league, would personally benefit 
by actively endorsing Red Seal promo- 


GOING | =. 
STRONG | Radio Engineers Hold 


Annual Convention 


“Long Life” Illinois NEW YORK—Television was a 
Porcelain tasvleters major topic at the 1951 Convention 
which will provide de- | of the Institute of Radio Engineers 
pendable service for held recently at the Waldorf-Astoria 
many, ee | and Grand Central Palace. During 
the morning, symposiums held on 
broadcast transmission systems 











Right: Illinois Pin Type Distribution Line 
Insulator—one of many styles to 
meet all requirements. 


Below: Typical Illinois Suspension 
Type Dead End Insulator. 


@ All Illinois Porcelain 
Insulators are designed 
and produced to exacting 
electrical and mechanical 
standards — completely 
tested and inspected to 
insure against breakdown 
on the job. This, plus a 
roved record in count- 
ess installations like the 
one shown above are 
your assurance of long 
years of thoroughly de- 
pendable service. 


WRITE FOR ILLINOIS 


COMPLETE 
INFORMATION ELECTRIC PORCELAIN CO. 


AND PRICES MACOMB, ILLINOIS BOSTON, MASS. 
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dealt largely with video problems. 
In the afternoon a panel consisted 
of ten engineers who have been spe- 
cifically concerned with the design 
and construction of the antenna in- 
stallation atop the Empire State 
Building, which will simultaneously 
radiate the sound-and-sight signals 
of five of New York's six TV sta- 
tions. They discussed in detail the 
electronic, electrical, architectural, 
and mechanical constructional fea- 
tures of this multiple antenna ar 
ray. 

Also held during the afternoon 
was a session on electronic tubes 
where a discussion on the largest 
television picture tube now on the 
market, a 30-inch tube, revealed 
how it is possible for the first time 
to build tubes which are wider than 
they are long. The discussion was 
led by H. W. Grossbohlin of the 
Allen B. DuMont Laboratories 


A special evening session was de 


voted to recent advances in color 


television. W. T. Wintringham of 
Bell Telephone Laboratories, dis- ; JEFFER 
cussed “Principles of Adding Color 


to Television’; D. B. Smith, of 


pind oie gabe 3 POWER CIRCUIT 


TRANSFORMERS 


PROTECTED 5 @ You can cut inventory and 
SWITCH build up Power Circuit Trans- 
AND former profits with Jefferson's 
WALL Universal Voltage Ratio design. 
PLATES One Jefferson Transformer serv- 
ices the voltage set-ups ordinarily requiring two or three units. 

CHROME With a Dual Primary of 460/230 and a Dual Secondary of 

— 230/115, any combination of voltage ratios is possible. 

BRASS This feature is one of many that make Jefferson Power Circuit 
Transformers a source of profit to you and satisfaction to your 
trade. Longer maintenance-free life is another advantage, based 
on conservative capacity ratings that provide more than adequate 
safety margins. The ample construction design also reflects 
quality—large, roomy wiring compartments, handy knockouts 
for rigid or flexible conduit connections, and sturdy mounting 
brackets. 

Jefferson is the name on Power Circuit Transformers that spells 
Write for value and repeat sales for you. Sold through Electrical Whole- 
CATALOG salers. 


ivory 
WRINKLED 


and 
PRICE LIST 


JEFFERSON ELECTRIC COMPANY Bellwood, Illinois 
HONER MFG. 


co. 
412 S. GREEN ST. CHICAGO 7, lL. | in Conede: Cenedian Jefferson Electric Co., Lid., 384 Pape Ave., Toronto, Ont. 
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fill all your 


customers’ needs 


The Great Western and LaMar Lag line is complete—and every 
item in it is a se//er, Find out how it can pay off for you in satisfied 
customers, repeat orders and greater fuse profits. Write for new 


literature and prices. 


RENEWABLE KNIFE BLADE FUSE 


250 & 600 volt sizes, 
70 to 600 amperes 


KNIFE BLADE RENEWAL LINK 


250 & 600 volt sizes, 
70 to 600 amperes 





A 


TIME LAG RENEWAL LINK 


250 & 600 volt sizes, 
70 to 600 amperes 


’ FERRULE RENEWABLE FUSE 


250 & 600 volt sizes, 
3 to 60 amperes 


vision as a Multiplex Problem”; R. 
B. Dome of General Electric Co. 
described “Spectrum Utilization in 
Color Television” and A. V. Lough- 
ren of Hazeltine Electronics Corp. 
reported on “Some Laboratory Ex- 
periences with a Color Television 
System.” 


GE’s Lighting Institute 
Made Separate Division 


CLEVELAND—The Lighting In- 
stitute at Nela Park has been estab- 
lished as a separate division of General 
Electric’ss Lamp Department, and 
Henry J. Chanon, of this city, has 
been appointed its first manager. In 
the past the institute has been an ac- 
tivity of the firm’s engineering divi- 
sion. 

Reorganization of the institute was 
announced here by Fred H. Harroff, 
G.E. vice president and general man- 
ager of the Lamp Department. He at- 
tributed the change to the increasing 
importance of the institute arising out 
of its task of contributing to the na- 
tional defense program. In this con- 
nection it will demonstrate how good 
lighting can promote increased indus- 








FERRULE RENEWAL LINK 


250 & 600 volt sizes, 
3 to 60 amperes 


» ¢€ 


GLASS TOP PLUG FUSES 


Standard Sizes, 10, 15, 
20, 25, 30 amperes 





NON-RENEWABLE FERRULE FUSE 


250 & 600 volts, 
1 to 60 amperes 


NON-RENEWABLE KNIFE BLADE FUSE 


250 & 600 volts, 
70 to 600 amperes. 





TROLLEY TAP FUSES 


Sizes from 20 
to 400 amperes 





FUSE INDICATORS j 


Sizes for fuses from 110 to 
600 volts, O to 600 amperes 


vWRITE FOR LITERATURE AA'D PRICES 


GREAT WESTERN FUSE DIVISION 
Titeflex, Imc., 500 Frelinghuysen Ave., Newark 5 





efifty -lock 
Adjustable 


BAR HANGERS 











For Old or New Work 
No Screws to Tighten 
No Beams to Notch 
Two Sizes: 12-18” and 18” to 24” 
Fast — Easy to Use 
Saves Money for the Contractors 


Write for Bulletin EW describing 


Green Dot Box Protectors, Snap-in-Blanks, Line up 
Washers, Boring Attachment, Hole Cutters, Solder 
Dippers, Fish Tape, Box Supports, Wire Slip Stick. 


ClydeW Lint 


Dept. 3¢, 1144 W Washington Blvd 
Chicago 7, Mlinois 
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trial production, efficiency, safety, 
morale and economy, he said. 

Mr. Chanon, with 25 years’ experi- 
ence in the lighting field, comes to his 
new position from the Lamp Depart- 
ment’s Buckeye sales district, with 
headquarters in Cleveland, where he 
served during the major part of last 
year. He joined G.E. at Nela Park as 
a part-time employee in 1926, after 
being graduated from high school. At- 
tending Case Institute of Technology 
for a year, he received a B.E.E. degree 
from Ohio State University in 1931, 
and his E.E. degree in 1936. 

Between 1931 and 1950 Mr. Chanon 
served in the following capacities: 
laboratory assistant in the vacuum tube 
department, photometry expert in the 
engineering division, engineer and spe- 
cialist in four different sales and en 
gineering functions, including that of 
a movie studio lighting engineer in 
Hollywood, and as fluorescent lamp announcement AA 
sales specialist in the company’s gen- nie 
eral sales division. In 1936 he received 4 F . 
his company’s coveted Coffin Award Guth is coming out with 
for his work in the designing of a 


a new line of fixtures 


street-lighting system. 


As a demonstration center for ad- for Industrial applications: 


vanced lighting practices in the fac- 


LIGHTING 





WISDOM DICTATES FOR 
ae | PRODUCTION 


PORCELAIN something really new and different! 
WIRE HOLDERS 


Superior wire holder insu- 
lators are uniformly made WAIT FOR DETAILS NEXT MONTH 


to meet exacting specifica- HOLD YOUR ORDERS 
tions and in sizes and styles 
to meet all requirements. 
Glazed surfaces, smooth 
and rounded, protect wire 
insulation. Steel screws are IGHTIN G 
evenly plated with cad- 
a pn Lal abn THE EDWIN F. GUTH COMPANY + ST. LOUIS 3, miSsouRI 
r roducts. 
$-40 : “ Leaders im Lightung Frace 1902 
2 or 3 wire HOUSE BRACKETS 
Fully cadmium plated steel 
strap holding 2 or 3 porce- 
lain wire holders as 
desired. 


THE Superior LINE 
“EXACTLY WHAT IT SAYS" 


SUPERIOR PORCELAIN CO. 
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tory, school, store, office, home, restau- 


rant, and elsewhere, the institute has 


FULLMAN conducted courses, conferences and 
tours for more than a million persons 
from all over the world during its 31 


PRODUCTS 


year history 





Women’s Division Hears 
Humorist, ‘Greeter’ Speak 


CHICAGO — Barney Brauch, sales 
counselor, R. Cooper, Jr., Inc., high- 
lighted a recent meeting of the wom- 


en’s division of the Electrical Associ- 


DEPENDABLE IN ACTION 


The complete trustworthiness of “Latrobe” Floor Boxes and 
Wiring Specialties has made them favorites from coast te coast. 
Highest quality materials are combined with clean-cut, practical 
designs to produce this dependability. The fact that “Latrobe” 
Products are so quick and easy to install is another important 
reason for their long-standing popularity 


No. 252-R Two Gang 
Adjustable Floor Box 


No. 470 “Latrobe” Pipe Compact and efficient with No. 208 
Receptacle in one section. One Cover 


Plate has 2” Flush Brass Plug: other 
has 2”. 


ation held in the Morton Building 
Dining Room when he gave a humor- 
ous skit on the use of the home freezer. 
Mr. Brauch, who formerly spent some 
time on the legitimate stage and radio, 
was introduced by Kathryn Sheehan, 
chairman. Mr. H. J. Kaiser, manager, 
sales engineering, R. Cooper, Jr., Inc., 
also participated at the meeting 

At a subsequent meeting held in the 
Morton Building in Chicago, Oscar T. 
Lohner, passenger relations representa- 
tive of Trans World Airlines, ad- 
dressed the women’s division. His talk 
dealt with unusual incidents in the life 


of an interpreter, and was spiced with 


or Conduit Hanger 


Convenient and dependable for hang- 
ing pipe or conduit 12", 34” and 1” 


to steel beams up to 33” thick. Per- 
mits pipe to run at any angle to the 
beam. 


No. 280 Nozzle, 
No. 150 Floor Box, No. 200 Cover Plate 
No. 207 Nozzle Has 10 Amp. 250 Volt Receptacle in 
Brass Housing, mounted on 12” Brass 
Pipe Extension 3° long. Longer exten- 
sion if desired 


Swivel U-Bolt Connectors 
No Removable Parts 
CLAMP and LOCK your CONNECTIONS 


This U-Bolt Connector is designed to do just that 
cat. Nos. 16 to 40 

Primarily tap connec- 

tors, but also success- 

ful as splice connec- 

tors by using two 

connectors where the 

strain is very heavy. 

Sizes up to 1,000,000 

CM. 


Soundly and sturdily constructed with 
444" Cover Plate and large Adjusting 
Ring No. 215. Can be very quickly 


Keystone Fish Wire 


Swivel Clamp Connectors 


No Removable Parts 


“iP ~Ge 


Open Closed 


Cat. Nos. Cé to ClO0—Screw is withdrawn to certain 
point where bottom portion of connector will swivel 
around so that top portion may be hooked over 
main wire; swung back into position they ere ready 
for clamping. Wire sizes 4 to 2/ 


ULLMAN MANUFACTURING : WRITE FOR CATALOG SLC 


KRUEGER & HUDEPOHL 


LATROBE . . 7 PENNSYLVANIA 236 VINE ST a CINCINNATI 2, OHIO 


Bull Dog Insulator Supports Properly tempered, finest grade fiot 


Safe and sure for clamping porcelain steel wire in ten sizes ranging from 
or glass insulators to exposed steel lightest work up to heaviest power 
framework. Sizes: 1°°, 114", 2%, 214". wiring. 100, 150, and 200 ft. coils 


SOLD ONLY THROUGH WHOLESALERS 


Soe te OE ee he el 
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human interest yarns of little people 
and famous officials, whom he meets 
daily as the official greeter of all 
travelers coming direct to Chicago 
from foreign airports. 

Mr. Lohner has been unofficially 
named as “Mr. Liberty” because of his 
good will mission with the airline. 


Chicago Electric Names 
G. W. Orr To Sales Post 


CHICAGO—The Chicago Electric 
Manufacturing Co. recently announced 
the appointment of G. W. Orr as gen- 
eral sales manager. Mr. Orr has been 
associated with the company for the 
past two years as vice president of 
the National Stamping and Electric 
Works, a Chicago Electric subsidiary. 

After his graduation from Swarth- 
more College, Mr. Orr was employed 
by the General Electric Co. serving in 
various sales positions in the appliance 
and merchandise department until he 
entered the Navy in 1944. Upon his 
release from service, he becamé mid- 
west manager for the D. E. Sanford 
Co. of Chicago. Later he resigned to 


HOW IT WORKS 


Ashertcircull blows speed 
link instantly. Therm-A- 
Trip (matched te thermal 
capacity ef the moter or 
transformer it protects) 
aise opens circuit when 
safe surrounding or lead 
temperatures are ex- 
coeded. Provides ade- 
quate protection with 
extra long time delay. 


DUAL ELEMENT TRIPLE 
PROTECTION FUSE WITH 
THER M-A-TRIP 


~/ riot —THE THREE-IN-ONE FUSE 


is the coolest operating fuse of any type. 
gives instantaneous cut-off on short circuit. 
controls rate of rise of recovery voltage. 
‘\/ has longest safe time-lag of any overload protective device. 
time-delay averages five times longer than any renewable or one-time fuse. 
‘ starts heavily loaded motors safely. 
Call a = PION prtacts agalast sage phasing. 
e | Pe watt (power) loss is substantially lower. 
Sylvania Atm tripping temperature provides a heat ceiling 500° F. lower than any zinc link fuse. 
COP / reduces and controls the heating of switches and fuse clips. 
permits the use of switches of lower rating. 


That's right, Dogg ane ] keeps hot circuits cool. 

- t re- 
po al pn a nn 0PmD! A TRION FOR EVERY CIRCUIT 
money by cutting out Trions are available in 141 Standard Sizes ranging from 
flashing tubes which '§ 1 to 600 amps for both 250 and 600 Voit circuits. Other 
can damage ballasts sizes for these same voltages range from 1/10 amp to 
and waste current. 9 amps. Midget Sizes (*4" dia. by 114" long) vary from 


k 
PT AL A joo. 1/10 amp to 10 amps. ASK FOR TRION OR WRITE FOR FREE 


Insist they guard every fluorescent circuit TRION BULLETIN #506-A TODAY. 
with Sylvania COP starters. For descrip- St ~~ 

tive folder and full information address: 

Sylvania Electric Products Inc., pore 


L-7404, 1740 Brondway, New York 19. ¥. THE CHASE-SHAW MUT co. 


372 MERRIMAC STREET NEWBURYPORT, MASSACHUSETTS 


C-O-T Front oe OT ee FUSE Win 
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IMPORTANT 
BUYING QUESTIONS 


must be answered.... 


when you need Electrical Components or Equipments 


WHO makes a product that will do your job? 
WHICH makes are best suited to your requirements? 


WHERE are the nearest sources of supply? 


If it’s electrical you can find the answers to all three 
questions in the McGraw-Hill ELECTRICAL CATA- 
LOGS. “Who” and “Where” may be found in the direc- 
tory section of all known electrical manufacturers. The 
“Which” may be compared in the pages of manufac- 


turers’ catalog data. 


Get the ELECTRICAL CATALOGS habit .. . today! 


(If you do not have Electrical Catalogs available to you, write McGraw-Hill 
Catalog Service.) 


[- eit ok | 
ryt [ Gdl 


! 
a a ys 


a Specific Market Unit of: 


McGraw-Hill 
Catalog 
Service 


330 W. 42ND STREET 
NEW YORK 18,N.Y. 





become vice president of the National 
Stamping and Electric Works. 

Mr. Orr will continue to serve in 
his capacity with the subsidiary as 
well as assume the duties of his new 
post with the parent company. 


Six NEDA Members On 
Advisory Committee 


CHICAGO — Six members of the 
National Electronic Distributors As- 
sociation were appointed by the indus- 
try advisory committees of NPA to 
serve as members of the electronic 
parts and components’ distributors in- 
dustry advisory committee. 

Those named to serve on the com- 
mittee are Arthur C. Stallman, Ithaca, 
N.Y.; Dahl W. Mack, Scranton, Pa.; 
W. D. Jenkins, Richmond, Va.; 
George Wedemeyer, Ann _ Arbor, 
Mich.; Hoyt C. Crabtree, Dallas, Tex- 
as; and Lealis L. Hale, Monroe, La. 

The first meeting of the committee 
was held recently in Washington, 
D).C, Agenda included critical mate- 
rials, supply situation, inventory 
problems, conservation, repair parts 
program and equitable distribution. 





ELECTRIC SOLDERING TOO 


SCREW TIP 


Built for rugged 
handling 


Cool wood handle 


The “hang” or 
balance that makes 
work easy 


Low operating 
cost. 


STANDARD 
TIP SIZES 


OTHER VULCANS: Plug Tip—all parts 
replaceable. Pygmy—for delicate work. 
Electric Solder Pots and Glue Pots. 


VULCAN ELECTRIC CO 





TRACE 
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NuTone Names Sales 
Promotion Manager 
CINCINNATI—Frank J. Smith, 


former advertising and sales promo- 
tion manager of the Philip-Carey 
Manufacturing Co., will head the ad- 
vertising and sales promotion depart- 
ments of NuTone, Inc., J. Ralph Cor- 
bett, president, recently announced. 
Prior to his association with Philip- 
Carey, Mr. Smith was in the advertis- 
ing and sales departments of the 
Owens-Corning 
Toledo, Ohio. 
Mr. Smith will be responsible di 
rectly to NuTone’s president and will 


Fiberglas Corp., of 


coordinate the sales promotion activi- 
ties of the company’s three regional 
offices located in New York, Chicago 
and Los Angeles, 


Biggest Sales Campaign 
For Mitchell Mfg. Co. 


CHICAGO—The Mitchell Man- 
ufacturing Company's sales promo- 
tion program for its 1951 line of air 
conditioners promises to be the 
most extensive in its history, claim 





CORD SETS 


Featuring integral one 


<= WW 


CG 


piece molded-on plugs, 


sure contact spring action 
blades, and U-L approved 
cords. Units like these are 
specified by foremost ap- 
pliance manufacturers. Their 
over-all QUALITY spells 
SATISFACTION to your cus 


fomers 


TET LLL hl 


All flexible cords also 


a4 


available in convenient 
lengths, on attractive metal 
spools for fast and prof 


itable “footage” business 


CORNISH WIRE COM 


50 Church Street, New York 7, N. Y. 
a _ | 


BLACKHAWK gives you 


extra volume im WAYS 


e More speed on RIGID 
This new bender (No. S-34) pays for itself on the Pipe, too! Bend sizes from 
". Remotely- 1” to 4", The hydraulic 


ram works at any angle — 
overhead, on the floor or bench. 


@® Now, THIN WALL Conduit can be bent profitably! 
fi 


rst good job. Handles 14, 1 and 2”. 
controlled ‘'Porto-Power’’ hydraulic unit creates ex- 
clusive advantages and also serves rigid-pipe benders. 


Operate Knock-out Punches with HY- 
DRAULIC power! Save at least 60% of 
the job time. Punch holes up to 4' 
with surprising ease. No wrench to swing! 


Eliminate hand pumping! A motorized, 

portable pump (No. P-182) can triple 

the output of a pipe bender. It's specta- 
cular on other hydraulic equipment, too! 


New products have made Black- 
hawk a major equipment line — 
the hottest in the electrical 
supply field. Wholesaler 
inquiries invited. 


BLACKHAWK MFG. CO. 
Dept. P-4441 


Lift machinery, pull-pulleys. Dozens Milwaukee 1, Wis. 
of allied jobs are licked by the ‘'‘Porto- 
Power’ hydraulic jacks which serve Black- 


hawk Electricians’ equipment. Without obligation rush bulletin B-50 


and full facts (for Electrical Whole- 
salers) on electricians’ equipment. 


Name 


Firm 
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ed Howard Haas recently, director 
of advertising for the Chicago 
company 

The campaign, Mr. Haas said, 
will be divided into five parts: (1) 
Promotional package of 28 sales 
tools for dealer use, (2) Direct mail 
promotion, (3) Trade advertising, 
(4) A consumer cooperative news- 
paper campaign and (5) An exten- 
sive publicity campaign. Although 
the bulk of the company’s budget 
will be directed toward newspaper 
advertising, some funds have been 
set aside for radio and television 
promotion, he stated 


California Company 
Shortens Firm Name 


LOS ANGELES —For the pur- 
poses of simplicity and brevity, the 
Cannon Electric Development Com- 
pany has changed its name to the 
Cannon Electric Company, President 
Robert J. Cannon announced recently. 
The company is a division of the 
Cannon Manufacturing Corporation, 
manufacturers of plugs and signal 


equipment 


FANS 





STAY SOLD! ACO PRODUCTS 


FASTENING DEVICES 
¢ ¢ A Large Variety 


they STAY sold. They’re quiet and efficient on the job, and | irs 
require so little attention that users and contractors often say | 











“Buffalo” Disk Fans like the “NV” Heavy-duty Breezo above, 
are easy to sell, to install and to service—but most important, 





you can “put ’em in and forget ’em!”’ 


That’s the kind of goodwill “Buffalo” Fans build for con- 
tractors and dealers. The reasons? Look at the “NV” above. 
Its square panel, arms, motor bracket and blades are die- 
stamped of good HEAVY metal—not flimsy, 
light-gauge sheet. The blades are not shaped 
to look pretty—they’re shaped to move air 
efficiently. You can get “NV” Fans in 7 
sizes, 12” to 36”, to handle up to 15,000 oer 
c.f.m. at as high as 44” static. WRITE FOR Sf gah. ox 
BULLETIN 3222-F. ~. © ee om 


r First For Also one hole pipe 
f Fans straps. BX Cable. 
ale? 4 Clips and Bolt and 
BUFFALO FORGE COMPANY nerd 
pansion Anchors. 
214 MORTIMER ST. { ; BUFFALO, NEW YORK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. WE SELL TO 
Branch Offices in Ail Principal Cities - WHOLESALERS ONLY. 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS AMERICAN WALL TIE CO. 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS 2711 W. LAKE ST. CHICAGO 12, ILL. 
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INDUSTRIAL PLANTS 


are large users of 


JACKSON 
LEARNING by doing are the whole- R EF L ECTO RS 


sale salesmen of the Western Ap- 
pliance Co. in Denver, Colo. The com- 
pany, a new Nash-Kelvinator distribut- 
ing firm, livens training meetings for 
its personnel by having them actually fords the correct an- 
use appliances they are to sell. Group swer for every indus- 
shown here learns the selling features fs * 2 

of housewares and kitchen appliances trial reflector lighting 
by using them to prepare a complete need. That is why 
meal. : - Wholesalers like this Manufacturers of 


| 
| 
| 
| 
} 
| 
| 
source for their sup- Reflectors e Yard Lights 
| 
| 
| 
| 
| 


The Jackson line af- 


SEND FOR CATALOG 





ply. It's the quality Vapor proof units 
and prompt service Weather proof Sockets 
Clifton Conduit Making that count. You get e 

Plastic Wiring Systems both in full from Sold only 
Jackson. thru Distributors 





JERSEY CITY, N. J].—The plas 


tic duct electrical wiring systems 
developed by Pierce Laboratory, 
Inc., Raritan, N. J., are now manu- J A C K S 0 N F [ F C T R | * A [ C 0 M PA N y 


factured and distributed by the Clif 900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


For Lead, Rubber, Braid or 
Synthetic Covered Cables 


WIRE PULLING LUBRICANT ) THROUGH SCIENTIFIC INTERMITTENT PUMPING 


wt TORKMASTER 


Will not deteriorate in transit or 'y UTILITY TIME SWITCH 


storage 

With water tables running low every- 
where, it is vital to get the most from every 
well. Precision control of efficient intermit- 
tent pumping is another of many import- 
ant uses — indoors and out — of famous 
Tork devices for turning electrical circuits 


on and off. Write for full information and 
RV 


Gives more "slip" to electric cables 
Not messy or greasy to use 
™ Not harmful to hands or clothing 


Prevents sticking and setting of 
cable 


Will not run back on cables : “ 
prices of complete line. 


Facilitates re- . 
moval of cable at Write for 


" NEW 
a later dat fle] ; 


" 


No. 948A = $11.00 List 
Recently re-test- sémericaa a 

ed and approved = Tin e Sudteh V. 

by Underwriters’ (GO alue 


Laboratories, Inc. |, 30 AMP * SINGLE POLE 


ae 
At all leading Electrical VALSCHRGN MOORES 


Supply Houses 


TORK CLOCK CO., INC. . 
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MY , [ fi H : ton Conduit Co., of this city. Manu- 
Longer lamp life! onger pro if margins: facturing and marketing operations 


are being handled through the com- 


| pany’s new Pierceway Division, 
| with production activities centered 
Se in a new plant in Memphis, Tennes- 


see. 
Hatheway & Co. of Jersey City, 


are Pierceway Division’s national 
sales representatives. 


YOU GIVE your lamp customers today’s biggest values with Amplex 





Spots and Floods. The inside surface of these reflector lamps is pure 
silver. Their sealed-beam reflectors can’t get dirty . . . never need 
cleaning . : . always maintain maximum brilliance. And pure 
silver is, of course, the finest commercial reflecting surface 
available today. 

Amplex Spotlites are widely used for store window and 
interior display lighting and are the perfect lighting 
source for all forms of highlighting. Amplex Floodlites 


, ; ¥ NEW YORK HALL OF SCIENCE 
provide a wider beam pattern for larger display Award for 1950 is viewed by D. W. 


areas. Both come ina complete range of wattages Hirtle, Burgess Battery Company 
president, right. Burgess Battery re- 
. - -¢ ceived award for outstanding achieve- 
built for longest service life. / ments in pioneering artificial electro- 

Amplex advertising is rapidly boosting the : lytic manganese dioxides and for 
establishing the reserve type cells 
industry. 


and bulb types . . . and they're all premium 


demand for these superior lamps. 


Get the full story right now. 


Write Amplex 
Corporation, Dept. 

A-4, 111 Water Street, 
Brooklyn 1, New York. 


AMPLEX hen 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotli and Floocilites, Industrial o. 4 ° La | 1 T E Le | n d 


Infra-Red Heat ‘amps, Vibration and Rough Service a. Street ighting Lamps, 
Traffic Signal Lamps, Incandescent Lamps, Fivorescent Tubes, Display Accessories. Bee A ty Ss © ] Pe t a Pp 
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American Standards Assn. 
Approves Brush Standards 

NEW YORK—“An 
Standard for Brushes for Electrical 
Machines,” C64.1-1950, has been ap- 
proved by the American Standards 
Association of 70 East 45th St., New 
York 17, N. Y. 


The standard contains definitions, 


American 


dimensions and tolerances, and test 
procedures for the manufacture and 
use of these brushes. A brush, as 
used in the electrical manufacturing 
industry, is a conductor, usually in 
part of some form of the element 
carbon. It serves to maintain an 
electrical connection between sta- 
tionary and moving parts of a ma- 
chine or apparatus. 

Definitions are given for five types 
of brushes: carbon, carbon-graph 
ite, electrographitic, graphite, met 
al-graphite. Brushes are also classi- 
fied and defined into three groups: 
fractional horsepower, industrial 
and split brushes. 

This 
“American Standard Carbon, Graph 
Metal-Graphite 


standard is a revision of 


ite, and Brushes,” 


C64-1935. 


Vishaped Corrugations 
Grip Wires Securely 
and Permanently 


Sherman “Wedge-Grips" insure 
strong, lasting wire connections. 
Oval pointed screw wedges the 
wires together under pressure, be- 


tween special "V"-shaped corru- 
gations. Dependable, permanent 
— of pure, hard-drawn copper — 
they are ideal for all small wire 
connections. 


H. 8. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 


You'll go places with Amplex Swivelites . . 


BEST PRODUCT! 
BEST JOBBER POLICY! 


AMPLEX SWIVELITES give you full jobber 
margins! Amplex Swivelites are holding the 
price line! And on top of that, Amplex Swiv- 
elites are available right now! . . . Swiv- 
elites are the most modern and adap- 
table—the easiest to install—the most 
economical lighting fixtures ever 
designed and marketed. They're 

the most profitable line for 

you because they're the best 

buy for your customers... 

Amplex Swivelite ad- 

vertising is building 

demand, and fast! 

Get the full story 

right now. 








WRITE TODAY... 
Amplex Corporation, 
Dept. A-4, 111 Water 
Street, Brooklyn 1, 
New York 


Swivelite installation by Mutual Equip- 
ment and Supply Company, Chicago, 
Illinois, in new premises of Sherman- 
Karpen Furniture Company. 








Sealed-Beam Ref! Lamps, Colorb Lamps, Spotlites and Floodlites, Industrial 
Infra-Red Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, 


Traffic Signal Lamps, | d lomps, Fi Tubes, Display Accessories. 
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25 TYPES ... OVER 150 SIZES! 


—FOR EVERY INDUSTRIAL 4 “FAMILY PORTRAIT” of the ex- 
AND COMMERCIAL REQUIREMENT! , ecutives and salesmen of Lightolier, 
Specifying Chelsea Fans for every installation is one f . | Inc. was taken at the recent national 
sure way to proper ventilation. There's a hen op baa sales conference held in New York. 

f ery requirement—industrial, commercial and resi- j ° ° 
dontehand each type is certified as to performance y | High points of the conference — the 
in accordance with the Standard Code of the Propeller : introduction of the company’s new 
Fan Manufacturers Assn ” , lines and two new selling programs to 
| help distributors sell in the face of 

¢ All-Purpose Fan Type BB critical conditions. 


For removing smoke, steam, heat, fumes, 
ete. Heavy duty direct drive fan for con- eo 


i tion. Ri ded for use 
tinuous operation ecommen u tadiectetel — Type IND 





— static a = oo = 
One piece pane! and orifice, lightweight, For large general area ventila- 
Simple to install. Sizes from 10” te 30”. a Hdl large volumes of 


Tetatly enclosed, motors. . Serenti® Modern Products Feature 
Chelsea Comfort Cooler Type EV ance i, heeds sané ~=Ss Electrical Industry Show 


ducts. 
Designed for attics of lew headroom, = from 24” te 60”. 
Chelsea package un Ss complete w 54 " . pea Oh P . 
Sutomatle’ ceiling louver, ‘brackets ‘and @ CHICAGO — More than 60 manu 
Pgh — EE ER facturers were represented at the Chi- 
t : : . 
0 48" cago Electrical Industry Show held 
SEND FOR YOUR FREE KIT! Contains recently in the Hotel Sherman. The 
all the information you need to make ven- WP ‘ 
tilating and cooling installations in factory, show, billed as a regional exhibit, at- 
store, office or home. Write for complete 
information pertaining to your defense tracted a wide audience throughout 
needs. Address inquiries to Dept. 





the midwest. 
sine latest products commonly 
CHELSEA FAN & BLOWER C0., INC. used in the electrical construction and 


General Offices and Plant: PLAINFIELD, NEW JERSEY industrial fields were displayed on the 
exhibit floor by the representative man- 
ufacturers. In the Industry Show, 
which was sponsored by the Electric 
Association, appliances and lighting 
equipment were not shown. 


Electrical Credit Div. 
Elects Keevan President 


s PHILADELPHIA — Clifford W. 
% LOW COST oe Keevan, Raymond Rosen & Co. was 


elected president of the Electrical 


% Makes High Pres- Credit Division of the Credit Men’s 
sure Connection a Association of Eastern Pennsylvania at 


% Neat, Compact and e 
Easy to Tape | 


Wr. a nd PURPOSE FLUORESCENT 


Here’s a good profit item 7) LAMP THAT Goss 
for you—that’s extensively 
used by Utilities, Contrac- 
tors and Industrials. It’s 
designed for stranded wire 
and cable from 1/0 to | mat naw Hew ment now 
1,000,000 CM, and is fully | Gay My os te goa — 
UL approved. Made in 7 }§ ‘(aoa 
sizes. Send for samples and ; Oo on penny pan 
show them to the trade. trod enamel fniches 2 ight 918.98 


or instintion. | 2 Nght $25.00 
1 et mereneoe | hee mete bite nomd Fleer Medel 


ART SPECIALTY COMPANY Stems Gmne 
3245 W. Lake St., Chienge 24, til. AC ONLY 
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its 56th annual business meeting. 
The association, affiliated with the Na- 
tional Association of Credit Men, suc- 
ceeds the Electrical Credit Association 
of the Middle & Southern Alantic 
States. 

Other officers for 1951 are: vice- 
president, Samuel M. Alper, Stuart F. 
Loucheim Co.;_ secretary-treasurer, 
Larned C. Rawlins, National Associa- 
tion of Credit Men, Philadelphia, Pa. 
Elected directors for a three year 
term were Raymond J. Boldt, Emer- 
son Radio of Pa., Inc., and Arthur 
S. Brooks, General Electric Supply 





Corp. 


New Southern Plant 
For Westinghouse 


REFORM, ALA.—The Westing- 
house Electric Corp. has bought a 
70-acre tract in western Alabama for 
construction of a new plant to man- 
ufacture light bulbs, Otis O. Rae, 
manager of the company’s south- 
eastern district, announced here re- 
cently. 

The site is one mile south of Reform, 
34 miles northwest of Tuscaloosa, 
Ala., and 29 miles east of Columbus, 





ESTABLISHED 
Manufacturers Agent 
FORMER SALES ENGINEER 
WANTS: 
ADDITIONAL ELECTRICAL LINES 
To Sell Through Wholesaler 
IN 
Eastern Pa., Southern New Jersey, 
Delaware, Maryland and 
Washington, D. C. 


R A 9194 Electrical Wholesaling 


330 W. 42 St. New York 18, N.Y. 











Mr. Manufacturer: 
We want fo sell for you 


Leading Sales Agency covering 
Indiana, Illinois, lowa, Wiscon- 
sin, seeks additional lines sold 
through wholesalers. 


3 salesmen—Chicago 
warehouse 


We'll give you complete cov- 
erage and a productive and in- 
telligent sales effort. 


Box 9350 Electrical Wholesali 
520 WN. Michigan Ave., Chicago 11, Ill. 
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MARKSTONE 


MEET THE SPECIFICATIONS OF 


@ GENERAL ELECTRIC 36) 


Tested Lighting Recipes 
for the Home 


MARKSTONE... THE WORLD’S LARGEST MANUFACTURER OF 
FLUORESCENT FIXTURES FOR THE HOME 


A MARKSTONE Fluorescent Fixture For Every RESIDENTIAL 
- COMMERCIAL * and INDUSTRIAL USE 


MARKSTONE MARKSTONE MANUFACTURING COMPANY 


2460 W. GEORGE ST. «+ CHICAGO 18, ILL 





The Heavy-Duty “Badger”. . . 
A BETTER-BUILT Switch 





@ All time switches are not alike. 
In the Reliance “Badger” arcing 
between contacts is eliminated, and 
objectionable sound level is _re- 
duced to a minimum. Extra heavy 
gears, a slow-speed synchronous 
motor, and heavy copper-to-copper, 
self-adjusting “floating” contacts— 
all help to make the Reliance 
“Badger,” a better-built switch for 
long-lasting, accurate control. For 
complete information, write— 


RELIANCE AUTOMATIC 
LIGHTING CO., 1911 Mead St., 


Racine, Wisconsin. 
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Miss. The town is served by two rail- 
roads, the Gulf, Mobile and Ohio, and 
the Alabama, Tennessee and Northern. 

According to Mr. Rae, the new lamp 
plant will employ between 400 and 500 
people, mostly women. Except for a 
small group of supervisors, the com- 
pany will hire all its workers from the 
local population. Providing 150,000 
square feet of floor space, the proposed 
one-story brick building will be the 
tenth Westinghouse lamp manufactur- 
ing plant. 


Miller Electric Company 
Acquires Distributorship 

NEW YORK—Miller 
Company of Pawtucket, R. I., design- 
ers, manufacturers and distributors of 


Electric 


lighted holiday ornaments, has ac- 
quired sole distributorship of all prod- 
ucts made by On-A-Lite Corporation, 
Wisconsin, it was announced recently 
by Alex Miller, president. 

Formerly distributed by the sales 


division of On-A-Lite Corporation, 


; this company’s Christmas tree light 
| cord will become part of Miller Elec- 


tric’s line of decorations. 
In addition to illuminated plastic 
plaques and small table-size Christmas 


| trees made of Vinylite and Styrofoam, 
| the Miller line includes lighted candles, 


wreaths and bells, and other seasonal 


| holiday ornaments. 


Nela Park Announces 


| New Industrial Lamps 


CLEVELAND—Two high-wattage 
industrial lamps with built-in reflectors 
for use in the lighting of high-bay fac- 
tories were recently announced by 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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General Electric’s Lamp Department, 
with headquarters here at Nela Park. 
The company believes that the lights 
will be a timely contribution to the 
nation’s accelerated program of defense 
and civilian production. 
Produced in both 500 and 750-watt 
sizes, the manufacturer recommends 
that the lamps would be especially de- 
sirable for use in such places as foun- 
dries, welding shops, and other loca- 
tions in which dirt collection normally 
causes severe reductions in lighting 
levels. The lamps employ a new bulb 
design, having a special contour to dis- 
tribute the light downward for use in “\@ . f ° Set” 
working areas, and a cutoff to give 
reasonably comfortable brightness 
down to 35 degrees below the horizon- F i > 4 ure WH rola) re | ers 
tal. The lamps measure six and one- 
half inches across the face, and eleven FOR INSTANT ALIGNMENT 
and three-quarter inches in length. The 
base is of the mogul screw, mechanical At last you can get a Fixture Hanger that turns to any angle alter being 
type, and the lamps are designed to be a A aR ES 
burned ba se-up, or within 25 degrees Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
of that position. Sichebonmptstowth sceptacin tre W giaten, backs oll seek anys, Alcs 
available with bushed hole only, or with 3 wire solid ground receptacle 


All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
K100 shown above, List Price $1.18 + Write for Bulletins K25, K26 and K27 


Raytheon Mfg. Co. 9 8.) 8 2 oe ee oe 2 On 3 Om 0107.87 - UD 


3600 West Potom Avenue, Chi 
11 Par 


Elects Director k Place, New York 7, 


WALTHAM, MASS.—Stanley P. 
Lovell of Newtonville, Mass., chemist, 


inventor and 1948 recipient of > 

Presidential Bice Pag s00% tod = The Handiest Thing Yet 

ently elected a direct f the Ray- 

aiean eiidiinicins Co. Bea iela LIFTING fe) @ PU LLI NG! 
—————E, 


A pioneer in application of organic 
chemistry to shoemaking, orthopedic , 
surgery and manufacture of clothing, The B LA CKB U 134," 
Mr. Lovell has been president of the f 
Lovell Chemical Co., Watertown, 
Mass., since its inception. During 


World War II, he saw service in both 


TRADE-WIND 
Hundreds of Uses 


Hoist weighs less than 12 Ibs., 
yet hos %-ton capacity. Single 
control for up and down. Quick 


CLIPPER VENTILATORS 
action, ratchet type. Factory 


F St al } ad tested. $45.00, F.0.B. St. Louis. 
— 7 — é (Safety hook available ot small 
~ touamy e additional cost.) 
—— —_M 


r All COUPON TODAY-———— 
I 
i 


+ for kitchen — 


| Ceiling models 


rence BP  [Lces=| | 90 DAY FREE 


JASPER BLACKBURN CORPORATION 
35 Medison St., St. Lovis 6, Mo. 
(C0 Send us full information about “Jiffy Lift’. 
(C0 Send us one “‘Jifly Lift’ for 30 Day FREE TRIAL. 


Your Name and Title. 


top-of-stove and 
ceiling 


TRADE “WIAD woronns ine 


Main St Cu a ee ee 


City and State— indienne 


a a el a a 
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the Office of Strategic Services, where | j | | \ ay Bh 
he was director of research and devel- | 4 | yn t 


. - e . ° | 
opment, and in the Office of Scientific ; 2 5 
Research and Development where he | the finest 
| ja. -° Cs! 


was assistant to the director. 


OBITUARIES 


Russell Belden | Model 6400 


Russell Belden, 57, chairman of | ! 
the Russell Belden Electric Co. of 
Joplin, Missouri, died in Los Angeles 
January 17. He had been in poor 
health for several months. 

Mr. Belden founded his company 
in 1934 in Joplin. From a modest 
beginning the company enjoyed a 
steady growth and today operates 
four branches located at Springfield, 
Mo., Fort Smith, Ark., Wichita, Kan., 
and Joplin, Mo. 


Henry L. Sacks 


7 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| Henry L. Sacks, 80, founder of the 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
! 
l 
| 


Sacks Bros. Electrical Co. and the 
Sacks Electrical Supply Co., both of 
Akron, Ohio, died February 21. He 
first came to Akron and entered 
business in 1921 and retired 14 years 
ago. Five sons survive, including 
Morris Sacks, president of the Sacks | 
Electrical Supply Co. and treasurer | 
afid general manager of the Midland 
Electrical Co. of Cleveland; Sol 
Sacks, vice president and manager 
of the Sacks Co.; and Sidney Sacks, 
who is also associated with the firm. 
Mr. Sacks is also survived by two | 
daughters } 
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ASSOCIATION NEWS 


DENVER — Objectively applying | 
the theme, “The Electrical Industry | 
Is Prepared” as a sober reminder 
of the industry’s readiness in the | 
current crisis, the Rocky Mountain | 
Electrical League began its three- | 
day Spring Work Conference re- 
cently in the Shirley Savoy Hotel | 
in Denver. 

Under the general chairmanship 


SEND FOR CATALOG No. 10 


Write Dept. BF of Albert W. Tracy, the conference | 


got under way with a general get- | 
together and sociability hour, fol- | 
lowed by a general session the next | 


eB 
morning. Later on the second day, dy ' BSON 
‘ 


concurrent committee sessions : é /} d ie A, Sa eae of 

along with a joint dinner meeting anu ere 40 
MANUFACTURED BY | were held for members. The last Hae CIRCLE, N 
ale eee iG te tia me@eliemem— day's schedule followed the same | 


Peabo Sete ho eta pattern, and ended with a sociabil- Advertised in TIME 
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ity hour and banquet in the Lincoln 
Room, 

The distributor and manufac- 
turer members as customary were 
the joint hosts for the seciability 
hours. 


New league members recently | 
welcomed into the fold include: | 


L. A. Beck, Peterson Co., Denver ; 
J. H. Edwards, Pueblo Electric 
Supply Co., Pueblo, Colo.; C. H. 
Hoper, R. W. Beck & Associates 
Colorado Springs, Colo.; I. G 
Horner, Raton Public Service Co., 
Raton, N. M.; E. M. Miller, Elec 
tric Center, Colorado Springs, 
Colo.; and W. E. Stroberg, Hub 
bard & Co., Denver. 


CAMDEN, N. J. — At a recent 


dinner meeting held in the Sport 


Center here the Electrical League | 
of South Jersey heard a talk on the | 


industrial development of South 
Jersey by William H. Radebaugh, 
executive director of the South 
Jersey Manufacturers Association. 

Last month the executive com- 
mittee of the league inaugurated a 
social hour to be held every Mon 


day noon at Joe Webster’s Lobster | 


House in Camden for any league 
members who might be in the Cam- 
den area. Arrangements have been 
made to have a luncheon table set 
aside for the weekly get-togethers 


KANSAS CITY — Edward R 
Taylor, general sales manager, Hot 
point, Inc., addressed a_ recent 
luncheon meeting of The Electric 
Association of Kansas City held in 
the Junior Ballroom of the Hotel 
President. Mr. Taylor's topic was 
“Today’s Challenge to the Elec 
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6701 BRYN MAWR AVE 
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YOU MAKE FAST FRIENDS: 
WHEN YOU RECOMMEND 
AND SELL 


PARAGON 


TIME SWITCHES 


Yes, you do your customers a favor and give 
them the best in service when you stock and 
sell Paragon Time Switches. Their reputation 
for built-in quality, precision, accuracy and 
dependability guarantees maximum satisfac- Illustration shows Mode] 
tion and minimum trouble. ee tacnan aoe 
Available in a wide variety of types and use where two or four 
models . . . for indoor or outdoor applications operations per day are 
. there’s a dependable Paragon Time Switch required. Self-starting, 
’ heavy-duty motor, avail- 
to fit every need .. . backed by Paragon’s qual- shh tn 558 on S00 walt 
ity manufacturing — and by a sound, estab- SPST. SPDT and DPST 
lished jobber sales policy. models 





WORLD'S FOREMOST Makers of the Famous 
EXCLUSIVE *“‘de-frost-it" for Domestic Refrigerators 
MANUFACTURER 


TIME-CONTROL Paragon ELECTRIC COMPANY 


SWITCHES 
FOR ALL USES 1630 TWELFTH STREET ° TWO RIVERS, WISCONSIN 


= FANO 


COMPLETE CATALOG OF FANS AND 
BLOWERS ON REQUEST 


MANUFACTURING CO. 
WEST BERLIN, NEW JERSEY 
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NOW! NEW! 


Low Cost . . . 1000-1500 Wattage 


AD 


Wall-Insert 





V AUTOMATIC or 
V MANUAL Control 


Set it...and forget it! 


Just the thermostatic control dial 

the HEETAIRE will automatically 
produce and maintain any desired temper- 
ature between 40° and 80° F—immediate 
healthful infra-red rays — turning itself 
on and off as needed. 


set 


With BUILT-IN THERMOSTATS 
or MANUEL Control 


1000 - 1250 - 1500 Watts... 
Volts. Only 174g” high x 125% 


120 and 240 
”" wide ! 


MARKEL 


ELECTRIC PRODUCTS, INC’ 


155 SENECA ST. 
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J 
MARKEL Built-In HEETAIRE Model 241 TE 


Tested and listed under re- 
examination service by Under- 
writers’ Laboratories, Inc. 


a 
az 


WY 
WRITE for all the details — and the name 
of our nearest HEETAIRE representative. 


LASALLE 


PRODUCTS, INC. 


BUFFALO 3, N. Y. 








helps make a 
Quality 
job 





rue UNIVERSAL 


1549 EAST FIRST STREET 


QUALITY PORCELAIN 








UNIVERSAL 
PORCELAIN 
INSULATORS 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 





trical Appliance Industry.” In his 
talk, Mr. Taylor told his audience 
what other competitive industries 
are doing to get a larger share of 
the consumer's dollar and in turn 
the electrical industry must do 


its share. 


what 
to get 


SALT LAKE CITY—At the recent 
annual meeting held the 
Hotel Utah, Paul J 
elected president of the Intermoun- 
Mr. De- 
man- 


here at 
Devine was 
tain Electrical Association. 


vine is the secretary-general 


elec- 
this 


ager of the W. H. Bintz Co., 


trical wholesalers located in 
city. He has been with the firm for 
26 years Also elected were 3 af 
Littlefield as and 
Mark Austin as 
Wholesalers elected to the associa- 
include: 


vice president 


secretary-treasurer. 


board of governors 


Shettler, 


tion’s 
Electric 
Moun- 


Ernest Modern 


Supply Co.; Carlos Stone, 


States Distributing Co.; and 
Earl, 


Adequate 


tain 
Glenn 

The 
had a 
to reports from the 


Earl, Inc. 


Wiring 


1950 


Glenn 
Program 
fine year in according 
association. By 
125 new homes 


202 


the end of last year 
had 


barely 


homes 
certification. The 
the Salt 


some 71 


been certified with 
missing 
association that in 
Lake area alone 


homes under 


reports 
there are 
that will 
the 
‘ing plan- 
be 


constructiol 


certificatior In 
150 


for 


qualify 
Ogden area home 


for the spring will 


certincation. 


ned also 


adequately wire 


YOUNGSTOWN, OHIO — Dr. 
Humbert the 
thodist Church recently 
weekly 
ne Electrical 
the 
national gov- 

Dr Hum- 


the people 


Russell = Pastor of 
Trinity Me 
addressed a 


luncheon meet- 


ing of League of 
Eastern Ohio on subject of 
state and 

ernment. Keynote of 
bert’s talk that 
should roll up their sleeves and do 


govern- 


clean city, 


was 


something about dishonest 
ment instead of throwing up their 
hands in disgust because “politics 
are too dirty to get into 
The league is continuing its poli- 
cy of having members 
take turns presenting the weekly 
results. 


company 


gratifying 
presented 
the Cal- 
Electric 

Corp.. 


programs with 


Firms which recently 

weekly prog.ams include: 
son Electric Co., Economy 
Co., Westinghouse 
and the 


Corp. 


Electric 


General Electric Supply 
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“My Day as an 
Electrical Wholesaler’ 
Or-““IT’S A SURE SALE 

wth RODALE’” 
by 








Tom Burns 





“My day started off 

right when one of 

my good customers 

came in and gave me 

a nice order for RODALE Polarized 
Armored Caps. He told me he always 
orders RODALE be- 
cause he requires 
U-L listed caps 
with long-lasting 
brass blades and 
screws. (Cat. No 
1201. With Cord 
Clamp — 20A — 250V — 


3 Wire. O.D. —-1%" — 
Cord Hole .625.) 





Cat. No. 1201 











“Later, I got a call from a contractor for 
some Polarized Single 
Receptacles. Of course, 
he specified RODALE 
after I told him about 
their molded bakelite 
construction, with 
bronze contacts, brass 
screws and brass ter- 
minals. They fit all | 
standard single outlet ia] 


plates, too. (Cat. No. 1230 
20A—250V—3 Wire.) 





Cat. No. 1230 











“Towards the end of the day the ex- 
pressman brought in a big shipment of 
RODALE Polarized Dual-Purpose Single 
Flush Receptacles I had ordered. It 
was a big order because the demand 
for them is great...and steady. It’s 
no wonder— because 
they’re made of 
molded bakelite with 
brass screws—and 
bronze contacts 
mounted on brass ter- 
minals to assure posi- 
tive heat-free conduc- 
tivity. Rust and corro- 
sive resistant coating 
on strap, too, Accom- 
modates Parallel and 3 Wire Caps. Fits 


all standard single outlet plates. (Cat. 
No. 1030. 10A—250V; 15A—125V—3 Wire.) 





Cat. No. 1030 











“Yes sir, no doubt about it—RODALE Heavy 
Duty Polarized Caps and Receptacles are 
great—and so is the demand for them— 
because they’re made with the finest mate- 
tials and workmanship, and all Under- 
writers’ listed. YOU can find out how 
RODALE products can PEP UP your sales 
and profits...by writing today to Dept. 
EW-S5, as I did.” 


» 4 o - of 


| RODALE. 
MANUFACTURING CO., INC. 
 EMMAUS — PENNSYLVANIA _ 





MORE FACTS 
ON PRODUCTS 


Machines—“Facts about 


is the title of a new 


Business 
office figures” 
10-page booklet issued by Reming- 
ton Rand, Inc., 315 Fourth Avenue 
York 10. The booklet de- 
scribes the construction, operation 
and 


New 


applications of an electrified 


| calculator. 
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Circuit Breakers — The Murray 
Manufacturing Corp. of 1250 At- 
lantic Ave., Brooklyn 16, N. Y., has 
folder 


in detail its line_of magnetic circuit 


made available a describing 


breakers. Specifications and over- 
all dimensions of the 
included. 


breakers are 


when writing FLECTRICAL WHOLESALING 


Commercial Lighting—Proper light- 
ing to 
sired, whether in schools, office build- 


create the atmosphere de- 


ings, variety stores or other com- 
stressed in a 


No. B-5254 
Westinghouse 


buildings, is 
booklet 
from the 
Different 


mercial 
16-page 
available 


new 
Electric Corp. types of 
lighting that can be used to perform 
various functions are illustrated, in- 
cluding indirect, semi-direct, direct- 
indirect, and direct lighting. Shield 
ing mediums, lamp sizes, and sus- 
pension methods are given for each 








MANUFACTURER’S 
REPRESENTATIVE 


Maintaining own office, with two assistants, 
now selling nationally advertised line, con- 
sidered the leader in its field, to electrical 
distributors, department stores, and to deal- 
ers covering Virginia, Maryland, Delaware, 
Pennsylvania and the District of Columbia, 
desires an additional line for all or part 
of this territory. Also handle Government 
business. 


Box 9396 Electrical Wholesaling 
330 W. 42nd St. New York 18, N.Y. 
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WHEN YOUR CUSTOMER 


Gbledor THE BEST 


oo SELL 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3/4 of a century for its Lesthout quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as nger Wearing, No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 
... help them select the Best . . . Hand them 
Channellock. 

nd remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
D10 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channeltock piers are listed in the 
Yellow Pages of mos! Telephone 





MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools ...in greater 
demand than ever before 


Here are electricians’ tools designed spe- 
ifically to turn hard, tedious jobs into simple, 
fast ones. Here are tools in big demand 
talk about them on every call and profit hand- 
somely. 
GREENLEE 
HYDRAULIC 
PIPE AND 
CONDUIT 
BENDERS for 
quick, easy on- 
the-job bend- 
ing of pipe and 
conduit. With 
a Greenlee one 
man in but 
minutes makes 
smooth, pre- 
cise bends in 
pipe up to 5”, 
rigid and thin- 
wall conduit, 
tubing, bus- 


bars 


CONDUIT and PIPE BENDERS 9 Owners report 
as high as 75% 
savings in man hours and the cost of many 
manufactured bends and fittings is entirely 
eliminated. Compact, portable, easy to set u 

and operate exactly when and where “ne 
In timesavings alone the Greenlee often pays 
for itself on the first job 


GREENLEE HAND pou 
BENDERS for quickly 
making small radius bends 
in steel, copper, brass and 
aluminum tubing, conduit 
or pe Especially de- 
signed to make neat bends 
up to 180° for sharp nooks 
and corners. Several types 
and sizes 


HAND BENDERS 


GREENLEE KNOCKOUT 
PUNCHES AND CUTTERS 
for making smooth openings 
up to 4%” in 1% minutes or 
less in metal, hard rubber or 
bakelite. Simply operated — 
turned with an ordinary 
wrench. Eliminate tedious 
drilling and filing. Another big 
timesaver, too, 1s the Greenlee 
HydraRam Knockout Punch 
Driver, a powerful portable 
hydraulic tool which drives 
Greenlee Knockout Punches 
through 10-gauge metal in a jiffy to make 
openings for 14" to 4” conduit. 

OTHER GREENLEE TIMESAVING 
TOOLS: Hydraulic Pipe Pushers; Electricians 
Auger Bits; Bell Hangers’ Drills; Bit Exten- 
sions ; Expansive Bits; Joist Borers; Spiral Screw 
Drivers; Automatic Push Drills and many others. 


KNOCKOUT 
PUNCHES 


=> 
GREENLEE 


Write today for sales facts, descriptive literature and 
salesmen's catalog pages on the Greenlee Line. 
Greenlee Tool Co., 1844 Columbia Ave., Rockford, Ill. 
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type, and several suggested uses are 
offered as a guide in selecting the 
best type for a particular lighting 
function. For copies write to the 
Westinghouse Corp., P.O. Box 2099, 
Pittsburgh 30, Pa. 
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Exhaust Fans—Holcomb & Hoke 
Mfg. Co., Inc., Indianapolis 7, Ind., 
has announced that a new folder on 
commercial and industrial exhaust 
fans is now being distributed. The 
new literature gives step-by-step in- 
illustrations, on 
the proper size, 


fan, 


structions, with 


how to calculate 


locate the and deter- 
mine the best 
The 


various types of automatic shutters 


properly 
method of installa- 


tion, folder also shows the 


ind permanent grilles and louvers 
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Electric Power Table — A pocket 
size electric power table was recent- 
the Apparatus De- 
Co., 
Schenectady 5, N. Y. Designated as 
bulletin GEA-5172A, the table 
a long list of equipment 
with the 


ly released by 
partment, General Electric 
has 
used in 
farm operations number 
of kilowatt-hours used by each. The 
user can figure the average cost of 
operating the items listed by multi- 
plying his electric rate by the kilo 
watt-hours indicated for the item in 
question. A shorter list of house- 
hold appliances is also included. 


ieee ation? ELECTRICAL WHOLESALING 
Fans — Circulators and 
Manufacturing Company 
Department E. W., 128-168 Thirty 
Street, Brooklyn 32, N. Y 


has released a 1951 « 


Industrial 
Devices 


second 
italog describ 
ing and illustrating a complete li 
of ventilating equipment 

in the new literature 
wall and ceiling fans 
fans, 


haust new 


fans, blowers, and 


eee? ELECTRICAL WHOLESALING 


Lighting Fixtures—Featuring light 
ing fixtures of all types for every 


room in the home, a 32-page cata 


VE -SHEK 


WINNING MORE “ xX 
NEW cusTOMERS ‘/- and Conger 
EVERY DAY! : National 
The big trend in elec- -|- Safety Award 

trical installations is to - Winner 
NO-SHOK Safety Du- 

plex Receptacles. In new 

construction and remod- 

eling work, NO-SHOK 

provides important safe- 

ty features. National ORDER THESE FAST 
advertising in Good MOVERS, TODAY! 
Housekeeping, Parents (@ -SHO! 
Magazine and Television | 
creates nationwide con- 
sumer acceptance and 
trade enthusiasm. Sug- 

gest NO-SHOK for new 

and replacement instal- 
lations. Promote and sell 
safety . . . watch how 
quickly NO-SHOK builds ‘ OK 
volume sales. = ENT. 


BELL ELECTRIC COMPANY 


1844 W. 21st St., Chicago 8, 


Ilinots 








Handle heovy reels easily and 
safely; remove wire or cable from 
top or bottom, front or bock of 
reel with 


ROLL-A-REEL 


Style A: 

2,000 Ibs. cap. 
37.50 

Style B: 

4,000 Ibs. cop. 
75.00 

F.0.8. Cincinnati 


— 


“A 


tow slanted front and 
positive front lock 
insure quick looding 
or unloading. 


\ Eliminate jacks, cur 
\\ bersome handling. 


Carried easily 
to reels, job 
or storage. 

Sold through 
wholesalers only. 
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Easy to Sell 
BECAUSE THEY ARE 
DEPENDABLE IN 
QUALITY & DELIVERY 


VAPORPROOFS 


By 


MULT! 


LISTED BY UNDERWRITERS’ LAB. 
SEND FOR 
CATALOG ON 
COMPLETE LINE 





100 W. G 200 W. FOR 8B OR 
CAST BOX MOUNTING. 


PENDENT FIXTURE WITH 
PORCELAIN ENAMELED ANGLE 
REFLECTOR 


500 WATT PENDENT WITH 
PORCELAIN ENAMELED REFLECTOR 


ELECTRIC MFG.., Inc. 


4223 W. Lake St. Chicago 














log has been released by Markel | | 


Electric Products, Inc., Buffalo, 
N. Y. In addition to color photo- 
graphs of these lighting fixtures, 
the catalog also contains illustra- 
tions of showroom displays and de- 
tails of mats and electrotypes avail 
able for sales promotion. 


when “it ELECTRICAL WHOLESALING 


mention 


Lighting Units — Publication of a 
new, four-page RLM Bulletin No. 


1050, containing a complete listing of | 


all RLM manufacturers and the RLM- 
certified lighting equipment made by 
each, was recently announced by the 
the RLM Standards Institute, 326 W. 
Madison St., Chicago 6, Ill. De- 
scribed as “an indispensable aid to 
everyone who buys, sells, recommends 
or specifies industrial lighting equip 
ment,” copies of thjs new bulletin are 
available from the institute without 
charge. 
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Vaportight Fixture— New Apple- 
ton “V-51” series convertible vapor- 
tight lighting fixture is fully de 


| scribed and illustrated, for pendant, 


ceiling or bracket mounting, with 
or without reflectors and guards 
Special features of the fixture in 
clude simplicity of design, rapid 
mounting and dismounting, inter- 
locking guard, lamp and globe unit. 
Wattages, weights, and dimensional 
data are also given in this 20 page 
Bulletin 5-A. compiled by the Ap 
1701-59 
Chicago 13, 


pleton Electric Company, 


Wellington Avenue, 


Ill. 


"9 ELECTRICAL WHOLESALING 


| Wiring Devices— No. 18 Catalog 
| of 49 pages illustrates and de- 


scribes more than 75 wiring devices 
and incandescent lighting fixtures. 
This catalog, released by John 1 
Paulding Inc., New Bedford, Mass., 
gives full specifications to,ether 


with shipping information. 


ge ELECTRICAL WHOLESALING 


ments 
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push =<KEIL= 


buttons 
that 
'‘ 


BEST salesman 

you ever hed! .. . with 21 dif- 

ferent push buttons for every 

need. If you have TRINEB’S 

Senior Displey, make sure you 

keep it selling for you. 
Or get the Display 
Deal (#58) right away. 


a 
We 


ame. 
224x154" 

21 ITEMS DISPLAYED 

21 assorted push buttons mounted on « 
sturdy 3/16” thick display panel with 
easel for standing and eyelets for hanging. 
Colorful—eye-catching white, orange, and 
brown. 

37 PIECES FOR STOCK 


Working stock includes one, two, or four 
of each item displeyed, packed in individ- 
uel printed boxes. Al! packed in « labeled 
cnipeies ?wy with display. Gross 
weight: b. 6 on. 


Write ly woo sheets and samples 


pce 
[ri 


MFG. CORP. 


NEW YORK 61, my. 
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You've got to hove plenty 

of line to corrall consistant 
sales. To complete your line, to bulldog the 
big orders—handle the popular line. You 
can count on Murray in the fon business. 
It's the line that counts. 


MURRAY 
24-Inch Window Fan 


Most versatile fan made. Especially designed 
for apartments, offices and smaller homes 
Light weight — easily portable — attractive 
appearance blends with any home interior. 
Removable guard-screen made to protect tiny 
fingers — PATENTED, dieformed dynamically 
balanced blades — economical, quiet, 2-speed 
cperation. Ivory and stainless steel. Available 
in 20°’ direct or 24° belt driven sizes. 


MURRAY 
Horizontal Attic Fan 


Flat-as-a-flounder, horizontal mounted, vert- 
ical discharge fan for low pitched roofs. Car- 
ries unconditronal 5-year guarantee (except 
for belt and motor). Sizes 24°’ with 1/3 hp. 
motor to 48° and 3/4 hp 

Housing heavy-guage steel — frame ‘‘seam- 
less," die-formed tubing. Torrington, PAT- 
ENTED, perfectly balanced blades — sealed 
ball bearings with permanent lubrication 

All Murray Fons are fully certified. Also 
available in vertical mounting, horizontol- 
discharge package units 24”-48” 


A few territories open 
For full details, prices and literature 
Write to H.C. Biglin Company Sales Agents 
EPT. os 








SALES AGENTS 


H.C.BIGLIN CO. 4... 


177 HARRIS ST.N.W.-ATLANTA GA 


ADVERTISERS’ INDEX 


Accurate Mfg. Co. 

Acme Electric Corp. 

Adam Electric Co., Frank 

Allen Co., Inc., L. B. 

All-Steel Equipment, Inc. 

American Brass Co., The American 
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American Steel & Wire Co. 
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Anaconda Wire & Cable Co. ....8, 9 

Appleton Electric Co. 32, 33 

Arrow-Hart & Hegeman Electric 
Co., The 
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Greenlee Tool Co. 


Construction 


Hazard Ins. Wire Works Div. .. 
Honer Mfg. Co. . 


Illinois Elec. Porcelain Co. 


Jackson Electrical Co. 
Jefferson Electric Co. 
Jenkins Bros. 


| Jones Metal Products Co., The .. 


Klein & Sons, Mathias .. 


Knox Porcelain Corp. ........... 138 
Krueger & Hudepohl 2 


Landers, Frary & Clark 
Leader Electric Co. ....Second Cover 
Lint, Clyde W. y 


Markel-LaSalle Products Inc. 

Markstone Mfg. Co 13 

McGraw-Hill _* filed Electrical 
Catalogs 12 

Midwest SPlectric Mfg. Co. 

Miller Co., The 

Minneapolis-Honey well Regulator 


Co 
Mitchell Mfg. 
Monarch Fuse Co., 
Monowatt, Inc. 
Multi Elec. Mfz., % 
Murray Co. of Texas, The ..... 
Murray Mfg. Corp. 


National Electric Prod. Corp. ..14, 15 


Okonite Company 


Paragon Elec. Co. 

Pass & Seymour, Inc. 

Plymouth Rubber Co., Inc. 

Third Cover 
50 


Pyle-National Co., The .. 
Quadrangle Mfg. Co. ........... 116 


Reliance Automatic Lighting Co.. 
Republic Steel Corp. .... 
Revere Elec. Mfg. Co. 

Ridge Tool Co., The 

Rodale Mfg. Co., Inc. . 
Roll-A-Reel 

Royal Electric Co., Inc. 


Sherman Mfg. Co., H. B. .. 

Simplet Electric Co. , 

Slater Elec. & Mfg. Co. 

Spang-Chalfant (Div. of The 
National Supply Co.) . 

Square D Co. 

Standard Elec. Mfg. Co. 

Steel & Tubes Div. 

Superior Porcelain Co. 

Sylvania Electric Products, 


Thomas & Betts Co., Inc., The .. 

Toastmaster Products Div., 
McGraw Elec. Co. 

Tork Clock Co., Ine. 

Trade-Wind Motorfans, Inc. 

Triangle Conduit & Cable Co., Inc. 

Trine Mfg. Corp. 1 

Trumbull Electric Co. 


Union Insulating Co. 

United States Rubber Co. 
United States Steel Corp. ....22 
Universal Clay Prod. Co., The .. 


Van Cleef Bros., Inc. 
Virden Co., John C. . 
Vulcan Electric Co. 


Weaver Co., J. A. 
Wiremold Co., The 
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PLYMOUTH RUBBER COMPANY Inc 


CANTON, MASS 


SLIPKNOT — The pedigreed tape. 
Largest selling brand of friction 
tape. Always dependable. 


MANUFACTURED @Y 


PLYMOUTH RUBBER COMPANY Ixc 


CANTON, MASS.U SA 
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PLYMOUTH AUABEEA LO. 


P.R. SPLICING COMPOUND — The 
splice that can be used on any elec- 


Sold Only 


Through PLYMOUTH PLASTIC ELECTRICAL 


TAPE — The outstanding plastic 


Whole § glers electrical tape — higher in dielec- 


tric strength. Tough — Neat — 


Ss Economical. 
< 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





TODAY PROTECTION OF MOTORS 
IS ALMOST AS VITAL AS DURING 
WAR YEARS... THATS WHY YOUR 
CUSTOMERS WILL BE INTER- 
ESTED IN KNOWING OF MR. ADAMS 
EXPERIENCES IN STOPPING 


MOTOR BURNOUTS. 
“We Were Losing 5 Kiln A> 


Motors per Month Until. 


We Changed to FUSETRON 


Dual-Element Fuses.” 


“Two-and-a-half years 
ago I started to protect my 
dry kiln motors with Fuse- 
tron fuses. Until then we 
were losing about 5 motors 
a month because to pick up 
the load I had to fuse them 
too heavy and when some- 
thing went wrong they burn- 
ed up. 

“Kiln motors are 11% hp. 

Sa., and I have about 800 hp. Now I use 5 amp. 

Fusetron fuses to protect them. They hold the start- 

ing load and if something goes wrong they blow to 
keep the motor from burning up. 

“Since changing completely to Fusetron fuses for 

motor protection my trouble has been very light.” 


Waluin E. tedame, Electrician 


Ozark Hardwood Co., Clarksville, Ark 
ANOTHER 
OUTSTANDING 
DEVELOPMENT 
BY THE MAKERS OF 








